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When | first started in this business, my Dad told 
me that Spot Cord was best, and all my ex- 
perience has proved him right. Ever since | can 
remember, Spot Cord’s been the favorite choice 
of folks who want real top quality cord. Why, 
I've seen Spot Cord outlast other sash cords by 
as much as 3 to |! 

Take an old timer’s advice — when anyone asks 
for sash cord, sell Spot Cord every time. You'll 
be doing them — and yourself — a favor! 


| SPOT-COR 
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~% 2 
ne | @/* Guaranteed by ~ 


i eS Good Housekeeping 
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THE King Coffon LINE 











Sash Cord... NEW ‘‘hoandy bag" package. A 
quality cord priced to sell in volume. 2 honks 





Snap Sacks*... These SNAP SACKS* cre made 





from heavy gauge polyethylene with on elastic 
connected in polyethylene bag. 1200 and 2400 ““Help Yourself’ top. Mason's Line, Butcher's 
ft. coils pocked in protective dispensing display Twine, Cholk Line, Wrapping Twine, 
carton. 


jute, 
indica, Cable Cord. 
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Chalk Line... Top auality, disploy pockaged. 
Mason's Line, Loyout Line, Furring out Line, 
Tile-setting, etc. A staple, yeor ‘round seller 





Braided Mason's Line...A good all year Nylon Cord (Twisted of Braided) 100% 
round seller. Extra strong, non-kinking, non- Nylon. Excellent for Mason's Line, Cholk Line, 
raveling. Mason's Line, Cholk Line, Awning Piumb Line, Drapery Cord, Pull Cords, Crofts 
Cord, etc and Hobbies. 100 ft. spools in display box 
Many other put-ups 
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Venetian Blind Cord .. . Mode of the highest 
quality fine plied yarn. This is the bes? blind 


cord mode. Available in a wide assortment of 
colors 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 








Completely New From Top to Bottom! 


—_ 
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u LITTLE 
‘\ BROWN 
JUE. 


ng 


NEW Streamlined Design « NEW Two-Toned 
Baked Enamel Finish « INCREASED Fiberglas 
Insulation to Hold Cold and Heat Longer - NEW 
Insulated Chrome-Plated Faucet -« NEW Larger, 
Deeper Drinking Cup - HEAVIER Gauge Steel 
Patented TEMPSEAL Stopper. 





LITTLE BROWN CHESTS 


HOT-DIPPED Galvanized Interiors « EXCLUSIVE 
2-Piece Deep-Drawn Construction « TWO-TONED 
FROM YOUR Baked Enamel Finish « SLIP-IN Food Tray 
JOBBER DOUBLE-THICK Insulation * WATERTIGHT Rubber 
OR WRITE FOR Lid Seal « PLATED Hardwore. 


LITERATURE 





MANUFACTURED BY 


HEMP AND COMPANY, INCORPORATED 
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How to put files on your 
“BEST-SELLER” LIST 


1 First, consider the all-important matter of file brand. 
You should stock Nicholson files because home file 
users prefer them by 6] fo 1 over the next leading 
brand, according to a recent survey of The Soturday 
Evening Post readers. 


@ Be sure you stock plenty of the right types of Nichol- 
son files. Nicholson File Co. sales records show that 
the files shown above are “best sellers” in hardware 
stores. Your Hardware Distributor will help you se- 
lect the right lengths and cuts, as well as other files 


“best-seller” books 


FREE 


Product knowledge helps you sell. “File Filosophy” and 
“Files for the Farm” contain information you'll find nowhere 
else on how to choose, use and care for files and rasps. Order 
free copies for yourself and every one of your sales persons. 


= 
NICHOLSON 


eeets, NICHOLSON FILE CO. 
Pea? 28 Acer %., Providence 1, 8.1 


help you move files fast 


that are especially popular in your trading area. 


3 Tie in with the tremendous surge of the “do-it-your- 
self’ movement. Files are vital to the “do-it-your- 
selfer.” So push Nicholson files for added sales. For 
example, remind your customers Nicholson makes 
files ideally suited for “do-it-yourself” aluminum. 
Keep a good stock of Nicholson Handy and 6” 
Half Round Bastard files on display (for smoothing 
jagged aluminum edges after cutting)—and sell 
Nicholson files whenever you sell aluminum. 


A FILE FOR 
EVERY PURPOSE 


FILES 
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‘VARI =ACCO’s New Packaging Program 


Will Stimulate Sales and Profits 
for the Hardware Dealer 


products 




















L A partial list of 
packaged ACCO Hardware Items 


¢ There is real customer appeal in the brand new PP ancctagne camel 
package design which has just been adopted for 


: Tenso Dog Runner Chains 
all AMERICAN CHAIN packaged items! Tenso Porch Swing Chains 


e These highly attractive blue-and-gold packages Elwel Cow Ties 
bear clearly legible product identification on the Elwel Coil and Machine Chain 
labels. This makes it easy for your salespeople to Jack Chain 
locate any packaged chain item instantly. Also, Samm Casta 

: ; Register Chain 

the brightly colored packages are attention-getters Cutie Cline 
on your shelves and on your counters. They invite Repair and Lap Links 
sales and make selling faster and easier—hence ACCO Pails ( Proof and BBB Coil Chain) 
they add to your profits. ... and many others 

e A partial list of ACCO packaged items is shown 
at the right. Your distributor will gladly furnish 
you with a complete list of ACCO 


products that are profitably sold in # American Chain Division 
hardware stores all across the nation. ) AMERICAN CHAIN & CABLE 


Call or write him today. 








tYork, Pa., *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
*Portiand, Ore., *San Francisco, Bridgeport, Conn. 
*WAREHOUSE STOCKS FACTORY 
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Just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


Why blame the dealer? 


When competitive pressures are building up on a businessman, I suppose it is 
a human weakness for him to tend to blame others for his problems. Yet, this is 


a dangerous habit, for it tends to hide the real causes of the difficulties and delays 
their correction. 


There seems to be a tendency on the part of many manufacturers and whole- 
salers to blame dealers for practically every ill of the hardware trade. We read, 
with increasing frequency, statements in the daily publications that attribute all 
the headaches of the hardware trade to the ignorance and backwardness of retail 
merchants. 


Unfortunately, dealers as a group are not as articulate as, for example, the 
manufacturing trade, and a defense of the dealer rarely appears in print. So it’s 
about time that dealers stood up and replied to some of these unfounded accusa- 
tions; it’s full time that the causes of today’s problems were allocated to the 
proper sources. 


It’s easy to forget, in the press of day-to-day routine, that at the base of this 
great hardware trade stands the retail merchant. He is the man who converts 
merchandise and services into the cash that eventually accounts for the profits at 
the wholesale and manufacturing level. 


The great stability of the retail hardware trade over the years is a lasting 
monument to the business skill of the retail merchant. 


It is not our intention here to suggest that dealers are perfect, or that there 
is no room for improvement in the way stores are operated. To the contrary, we 
believe that there are great opportunities for improving the merchandising job 
being done by retailers. 


What we are suggesting is that less time be spent criticizing the dealer trade 
and more time be spent in trying to correct the weaknesses from which each 
individual segment of the trade suffers. 


Few people ever give the individual dealer credit for the personal risks he must 
take in running a store. It is so easy to overlook the fact that when a dealer is 
asked to go into a manufacturer’s or a wholesaler’s promotion, he is being asked 
to risk his money on a project in which he has no voice. And we need not stress 
here that every promotion is not a good promotion. If a dealer makes a bad deci- 
sion in entering one of these promotions, it is money right out of his own pocket. 


It would seem to be simple fairness that a dealer be permitted the right to make 
his own judgments on various propositions, without being accused of being back- 
ward because he doesn’t want to invest his money in another person’s ideas. 


We’ve seen a great many promotions come and go, and you can take our word 
for it that a great many of these promotions should never have been born in the 
first place. It has been to the retail trade’s credit that they refuse to become 
involved with some of these schemes. 


On the other hand, we’ve seen some good, sound promotions come along and 
receive enthusiastic reception at the dealer level. In most cases where a promo- 
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informal editorial comments 


tion has flopped, you'll find that the dealer was just being smart in not getting 
into it. 


For a change, let’s give some credit to the retail trade. Let’s acknowledge that 
there are many progressive dealers who are working hard and intelligently to 
keep their store modern and profitable. Let’s not judge all stores by the few we 
may know that are slow to adopt new trends. 


Let’s give dealers credit for moving a tremendous volume of merchandise, year 
in and year out. Let’s also give them credit for paying their bills promptly, in fact, 
more promptly than most other retailers. 


Let’s see that they get credit for having such good business sense that they have 
a bankruptcy rate that is one of the lowest of all retail trades. 


There is plenty of room for constructive criticism of the retail trade, but there 
are also many favorable things that can be said. So let’s stop blaming the dealer 
for all the troubles of the trade, and instead give him a little of the well earned 
credit he deserves. 


Let's get a little closer... 


When you take a careful look at the problems facing the hardware trade, it 
immediately becomes apparent that they cannot be solved by any one section of 
the trade alone. They can be solved only by the combined action of everybody, 
working to a common goal. 


Too frequently we find each part of the hardware trade going its own way, with- 
out regard for the other partners. This is especially true when new products or 
new promotions are being developed. 


New products are often put on the market without consideration of how whole- 
salers or dealers will be able to handle them. Package size, shipping quantities, 
prices, etc., are all set by the factory, without checking to determine the needs of 
the wholesaler or dealer. This procedure frequently leads to the type of misunder- 
standing that ends up in name calling. 


Fortunately, there are a number of progressive manufacturers who realize the 
importance of considering wholesaler and dealer needs in developing a new prod- 
uct. These firms do a great deal of field testing before putting a product on the 
market. This testing works out most of the bugs in the product, or in its package 
or price. Thus, when it is put on the market it moves smoothly into channels of 
distribution. 


Closer liaison between manufacturer-wholesaler-dealer is badly needed in the 
hardware trade. In many competing fields you will find this close cooperation 
already in existence. In rack jobbing, you will find it; it can be found in the 
supermarket field. It should exist in the hardware field. 


There are many signs that the need for cooperation in the hardware trade is 
being appreciated. Some wholesalers, for example, are making it a practice to 
review their promotion plans in detail with groups of dealers to make certain they 
fit dealers’ needs. More and more manufacturers are undertaking field testing. 
All this is to the good. The more of it we get, the quicker will today’s problems be 
overcome and the less cause will there be for criticism of each other. 
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~ILCO “UNIVERSAL” 


with parallel arms 
FOR INSTALLATION ON RECESSED SIDE OF DOOR WITHOUT BRACKETS 


This closer packs a 3-way sales punch. It elimi- 
nates headroom interference: it is safely out of 


a ! : the way when the door is opened. Its installa- 
7 —— : » tion is neater, less obtrusive —— no brackets are 
" ' sii = required. And finally, it is completely depend- 





able. 


Available for parallel arm installation with non- 
holder arm, with 135° holder arm, and with 
180° holder arm. 


ENZolt] ame Lolo] amel(ols-1amSrolel @kerolaale)(-11-1h) 


UNIVERSAL? 


ILCO “UNIVERSAL” 


FOR RIGHT OR LEFT HAND INSTALLATIONS WITHOUT CHANGE 





Here’s the closer that licks normal installation 
problems. It’s ready for mounting as is . . . 
without any mechanical change .. . on right or 
left hand doors. No more “ wrong handed’’ in- 
stallations. 


All ILCO “UNIVERSAL” closers are uncondition- —e | 

ally guaranteed for 2 years (except when mis- i 

applied or abused), have a rugged, leak-proof (3am ms | 
construction, an extra powered helical coil i 


spring and a heavy, forged steel, one-piece 
shaft and crank which eliminates breakage. 


or 


i a9 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Small Business Committee 
Asks For Fair Trade Views 


A Senate smal] business subcommittee is opening 
a study of fair trade, and many hardware dealers 
and wholesalers as well as other merchants are getting 
an opportunity to air their views without leaving 
their shops. 

The subcommittee, headed by Sen Hubert Hum- 
phrey (D., Minn.), is sending thousands of question- 
naires to merchants and manufacturers. Questions 
deal with experiences under fair trade; view of fair 
trade, and probable effect on individual merchants and 
the trade generally if it were discontinued. 

The subcommittee staff, using a sampling technique 
developed by the U. S. Census Bureau, is sending 
out the questionnaires in preparation for possible pub- 
lic hearings and more intensive investigations after 
Congress reconvenes next January. 

The fair trade study is being conducted because 
of widespread evidence that fair trade laws do not 
always prevent price cutting. “We want to find out 
whether fair trade is dying on the vine,” a spokes- 
man says. 


OUTLOOK—Sen. Humphrey has been an 
ardent supporter of fair trade, and he stresses 
that the study does not mean a movement to 
§ repeal fair trade is underway. Most of the 
information collected will probably be used 
to fight any repeal movement, and to argue 

for stronger fair trade laws. 


Slight Home Building Dip 
Is Forecast For Next Year 


Home construction will slip slightly in 1956, mostly 
because of the scarcity and relatively high cost of 
mortgage money, but expenditures for home repairs 
and modernization are expected to continue to climb, 
the government believes. 

Officials of the U. S. Commerce Department fore- 
cast that total construction spending will hit $44 bil- 
lion next year, up 5 per cent from this year. The 
gains will come in spending for industrial, commercial 
and government facilities, not residential buildings. 


10 


Estimates are that about 1.3 million new homes, 
costing $16 billion, will be built this year. Next year, 
the department expect between 1.2 million and 1.25 
million to be built. Total cost will be about the same 
as this year, because the cost per house will rise. 

Expenditures for additions and alterations to ex- 
isting houses are expected to climb from $1.2 billion 
this year to $1.5 billion in 1956, keeping the market 
for tools, building materials and do-it-yourself items 
healthy. 


OUTLOOK—Pace of new home building be- 
gan to slow in September, and will continue 
down from previous levels through the winter. 

& The government will ease home mortgage 
regulations, probably about the first of the 
year, but that won’t spur construction much. 


Post Exchange Expansion 
Opposed By Businessmen 


The military services are quietly expanding post 
exchange and commissary operations despite opposi- 
tion of businessmen. 

Most recent example of the trend toward expanded 
“PX” operations is a decision by the air force to sell 
major appliances, including refrigerators, kitchen 
equipment, baby furniture, and furniture at the Moun- 
tain Home Air Force Base near Boise, Idaho. 

A base spokesman says the markdown on the big- 
ticket items will be about 15 per cent below the aver- 
age retail price in Boise stores. The Air Force will 
not take any steps to prevent merchandise bought by 
military personnel from being resold to civilians un- 
less it becomes “absolutely necessary.” 

Air Force officials met with local merchants to ex- 
plain the decision, but refused to abandon the planned 
PX expansion. Businessmen did succeed in securing 
a list of the items sold in the PX in controversy. 


OUTLOOK—tThe Boise incident is one ezx- 
ample of an apparent trend toward PX ez- 
panston in the face of criticism by Congress, 

7 the Hoover Commission and businessmen that 
PX operations should be confined to necessi- 
ties. It will continue unless strong opposition 
is voiced. 


(Continued on page 84) 
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latest 
addition 

to the 
built-in trend 


Amikset 


SECURE-ALL 
SAFE 


Means bonus business for you 


Builders want it as an added 
low-cost sales feature...home 
owners want it for the convenient 
protection it affords...the 

new Kwikset SECURE-ALL 

SAFE. This sturdily constructed, 
completely insulated wall safe 

is fire, water and theft 

resistant to provide a safe 

place for home valuables. 


Display this easily installed 
home improvement and 
advertise its low, low price. 
You'll find the Kwikset 
SECURE-ALL SAFE means extra 
business and extra profits to you. 


MANUFACTURED BY 


fi 


ANAHEIM, CALIFORNIA 





Charcoal Heater-Grill 


Named the Sportsman, this char- 
coal heater and grill provides both 
warmth and cooking facilities. 
Heater is useful for such sports as 
duck hunting, ice fishing and simi- 
lar activities, and heats cabins and 


lodges. Heater has storage bin on 
bottom to hold reserve supply of 
charcoal; bin also serves as a stand, 
which permits heater to be used 
directly on ice or wood floors. 
Heater has damper for adjusting 
heat and a shaker grace helps sim- 
plify cleaning. Constructed of 
heavy gage steel, with an extra 
heavy gage fire pot, heater stands 
15 in. high and has 11%%-in. base 
diameter. Penn Metal Ware Co. 

For mere data circle No. 1 on postcard, p. 101 


Orbital-Motion Sander 


For use in both do-it yourself 
and commercial fields, No. 15T 
SpeedSander electric, orbital-mo- 
tion sander can be used with either 
sheet or wet (free) abrasives; a 
4% or 6% in. sanded paper is rec- 


12 


ommended. Unit weighs 5 lb.; has 
anti-friction, oil-sealed bearings; 
and hammerloid cast aluminum 
body. Motor is a 2-pole, induction 
type and operates on 115-volt, 60- 
eycle AC only; a 6 ft., 2-conductor 
lead cord is standard equipment. 
Operated with push-button switch, 
tool has a no-load speed of 3,450 
rpm. Appropriate auxiliary equip- 
ment, such as sanding sheets, wool 
felt rubbing pads and a polishing 
pad, are available with some at- 
tachments to help supply proper 
equipment for home craftsmen. 
SpeedWay Mfg. Div., Thor Power 
Tool Co. 


Fer more data circle No. 2 on postcard, p. 101 


Plastic Wall Plaques 


Featuring a 3-D look, a series of 
framed wall plaques for the home 
range in size from 2242x26% in. to 
panels measuring 10x16 in. over-all. 
A vacuum forming process makes 
it possible to mold relief figures and 
textured background on a single 
sheet of plastic. Subject matter is 
then mounted in wrought-iron style 
molded plastic frame. Largest 
series in the line is No. 225 Molded 
Murals series; subjects are Grecian 


warrior and musical instruments. 
No. 227 Modernistics have diamond- 
design frame and measure 16 5/16x 
19 5/16 in.; subjects are mandarin 
figures, clipper ship and horses’ 
heads (illustrated). No. 221 Dec- 
orator Wall Panel series, the small- 


: 


est sizes, feature solid plastic frame 
without cutouts or openwork; re- 
lief-molded figures are colored to 
contrast with backgrounds, and 
subjects include ballet man, ballet 
woman, lion, elephant, deer and 
parrot. Items in this series are in- 
dividually gift-packaged in two- 
color lithographed boxes with ace- 


tate windows. Bernard Edward Co. 
For more data circle No. 3 on postcard, p. 161 











Electric Mixer Set 


Packed in a two-color gift car- 
ton, a set consisting of the portable 
electric mixer and a 1% qt. stain- 
less steel mixing bowl is offered. 
Mixer, in citron yellow, has three- 
speed motor controlled by flick of 
thumb and it rests firmly on its 
heel when not in use. Mixer has 
rubber bumper on bottom of body 
to prevent scratching and chip- 
ping. Chrome-plated steel beat- 
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Want more information on these 
products? Then use free post 
card on page 101. 


in hardware merchandise... 


FOR THE HARDWARE DEALER TO HELP YOU 
with smooth or corrugated bottoms. 3 
Styles are: smooth planes in 914 


, and 9%% in. length; jack planes in NEW DISPLAYS 
wenese 14 in. lengths; and fore and jointer AND OTHER DEALER 


ay na et 
planes in 18 and 22 in. lengths. Cut @ emer HELP S 
ting blades and frameworks are 

made of finest Swedish steel. Shaped 
wooden handles are easy to grip. Garden Kit 


Gensco Tools. Including three garden tools, six 


For more data circle No. 5 on postcard, p. 101 packages of Burpee’s flower and 


Electric Alarm Clock 


Available in ivory, maroon or 
forest green, a plastic-cased electric 
alarm clock that is self-starting has 
24-karat gold numerals and an 
alarm setting that is visible on 

may be quickly removed, for clock’s face. Clock, named the Har- 
eaning and storage, and replaced; mony, is 4 in. high and dials come 
| hanger is supplied with each 
<er. Suitable for mixing, whip- 
y and blending, mixing bowl has 
easy-to-grasp rim and 
ded sides. Gift-packed set, in- . 4 
| wo oer Boz . vegetable seeds, plus two packages 
Federal tax on mixer, re- ! ; 
; payer Se } of Monsanto’s Folium to make six 
: for $22.45. West Bend Alumi- 
rn , gallons of plant food, the Pak-O- 
| " Fun Grow-it-Yourself garden kit 
more data cirde Ne. 4 on postcard, p. 101 ; - : . 
7 is presented in a multi-colored dis- 
Three New Planes ‘ . . play carton. Information on gar- 
a ‘anal dening, from planning to harvest- 
1 home workshop, as well as }Y a ; in hed : 
tea sone nil oiihieaiie . ing, is given in layman’s language 
ssiona — : pews on as written by a garden expert. The 
rs, Rates! panes ares in black or silver. Retails for $5.95 10-piece kit retails for $3.49. The 
with regular dial, $6.95 for lumi- Village Blacksmith Co. 
nous dial. New Haven Clock & Por more data circle No. 7 on posteard, p. 101 
Watch Co. 


For more data circle No. 6 on postcard, p. 161 Mixer Accessory Kit 


With power attachments for con- 
Colored Stove Mats version of a portable food mixer 


All corners are rounded and a into a buffer, sander and polisher, 
non-drip lip has been provided for a homemaker’s kit enables home- 
hot or stove mats, which are of- maker to use mixer not only for 
fered in three basic colors. Item the kitchen but to polish furniture, 
may also be used by homemaker as shine shoes, polish silver, clean 


(Continued on page 98) (Continued on page 118) 








HARDWARE AGE, NOVEMBER 24, 1955 





ow he (8 





HARDWARE 
STORE 


SALES 
sue, > 
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(Seasonally 
unadjusted} 


(in millions) 
220 


Source: U. S. Dept. of Commerce 











Retail Store Sales Up 
7 Percent in October 


Total sales of all retail stores 
in October were $15.8 billion, the 
Department of Commerce reports, 
against $14.7 billion for October, 
1954, or a gain of about 7 percent. 

The October figure is lower than 
the $15.9 billion reported for Sep- 
tember, 1955. 

Estimated sales for the hard- 
ware, lumber and building group 
were $885 million for October, 
against $813 million for October, 
1954, and $882 million for Septem- 
ber, 1955. 


‘56 First Quarter Will 
Break ‘55 Sales Record 


Sales and net profits in the open- 
ing quarter of 1956 will exceed the 
record-shattering first quarter of 
this year, Dun & Bradstreet reports 
after interviewing over 1,300 re- 
tailers, wholesalers and manufac- 
turers. 

A forecast of higher sales in the 
first 3 months of next year was 
made by 2 out of every 3 execu- 
tives interviewed. 

While 32 percent of the company 
officials expect larger inventories, 
56 percent of those interviewed 
plan to do business in the first 1956 
quarter with the same inventories 
as the initial 3 months of 1955. 
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September Hardware Sales Up 9.1 Percent 


National Output At $391 Billion Rate 
Retail Sales Up 7 Percent In October 








Hardware Sales Gain 
9.1 Percent in Sept. 


September sales in retail 
hardware stores were $251 
million, the Department of 
Commerce estimates, against 
$230 million in September, 
1954. This is a gain of $21 
million, or over 9.1 percent. 

The September estimate is 
$14 million higher than esti- 
mated August, 1955, sales. 
This is an identical dollar in- 
crease with September over 
August last year. September 
increase over August in 1953 
was only $3 million. 

Seasonally unadjusted esti- 
mates for the last three years 
are: 


(millions of dollars) 


1955 1954 1953 
January 170 165 166 
February 160 172 167 
March 196 i196 200 
April 228 #8221 219 
May 246 229 # £234 
June 242 232 232 
July 238 233 £236 
August 237 216 228 
September 251 230 231 
October ie’ 243 256 
November +p 246 239 
December sie 319 297 


Total $1968 $2702 $2705 








National Output Rises 
To $391 Billion Rate 


Gross national product for the 
third quarter was at the rate of 
$391% billion annually, or $6. 
billion higher than in the second 
quarter, the Department of Com- 
merce reports. 

Current gross national product 
figures show a gain of $32 bil- 
lion, or 9 percent, over figures for a 
year ago. 

Personal consumptive expendi- 
tures in the third quarter this year 
rose $5 billion, at an annual rate 
of $256 billion. 

Residential construction was 
slightly below the high second quar- 
ter rate. 

Inventory accumulation declined 
from a $4 billion annual rate in 
the second quarter to $2% billion 
in the third. 

Persona! income rose from $300 
billion annual rate in the second 
quarter to $306 billion annual rate 
in the third. 


Consumer Borrowing Up 
During Second Quarter 

Borrowing by Americans out- 
paced savings by $500 million dur- 
ing the second quarter of 1955, 
reports the Securities and Ex- 
change Commission. 

(Continued on page 132) 
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More evidence you sell the best 
when you sell RBaW 


See how some fasteners are toughened 
RB&W. They’re being GAS car- 
_a method for surface-hard- 
that’s head and shoulders above 
| bath-type treatments. 


In this gas chamber, fasteners get 

more uniform case hardness, 

ntrolled core strength. You may 

lle the type of fasteners which 

surface-hardening, but this 

shows why all RB&W fas- 

rs give such satisfactory service. 

ey’re made by the best methods, on 

finest equipment, 

No wonder RB&W fasteners have 

vained the reputation for delivering 
top quality at competitive prices. 

Be sure you’re supplying your custom- 

ers with the best. Specify the RB&W 
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line to your distributor, or write 
Russell, Burdsall & Ward Bolt and Nut 
Company, Port Chester, N. ¥. 


110th year 


Plants ot: Port Chester, N. ¥; Coraopolis, Pa.,; 
Rock Falls, lil; Los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; Sean Francisco. Soles 
ogents af: Milwavkee, New Orleans, Denver, 
Seattle. Distribyters from coast to coast. 


fasteners 


FIVE GOOD REASONS WHY 
IT PAYS TO STOCK 
RB&aW FASTENERS 


1. The most complete line 
in the field, 


2. Uniform quality through- 
out the line. 


3. Complete reliability of 
supply. 


4. Fast, accurate and friend- 


ly service. 


5. The original ‘‘upside- 
down’ package — extra 
strong for no-spill, avick 
and easy handling. 











Dealer in Covington, Kentucky, 


GETS BIG MOTEL ORDER 
WITH NEW WONSOVER 


“Thanks for steering us onto “Dutch Boy’ 
WONSOVER, goes a motel owner's letter 
to Mr. Frank Hagedorn, Hagedorn Paint 
& Glass Co., Covington, Kentucky.“ This 


paint really goes on nice and covers so 





well that we are definitely going to use it 
on the balance of the rooms. We have 
used about 50 gallons of ‘Dutch Boy’ so 


far. ... we will use about 250.” 





Now 


Dutch Boy Dealers 
have two paints “up front” 


...new WONSOVER 





“They give paint-buyers everything they want 


Today, with the two latest additions to the 
“Dutch Boy” interior line — new WONSOVER 
and new COLOR GALLERY interior paints — 
“Dutch Boy” dealers have got just the ticket 
for 1955 paint buyers. 


These new paints are modern, “‘easy-does- 
it” Nalkyd interior finishes — made from spe- 
cial Nalcolyn resins, exclusively “Dutch Boy.” 
As such, they’re winners on every count that 
counts heavily with your customers. 


The last word 
in ready-mixed paints 


That’s brand-new “Dutch Boy” Nalkyd 
WONSOVER, the wall paint that’s easy to use, 
easy to clean, easy to sell! It’s fast-drying, 
high-hiding, odorless. It’s popularly priced. 
On top of all this, new WONSOVER comes in a 
wide range of most-wanted colors. Harmon- 
ized colors that guarantee your customers 
freedom from color clashes. 
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Dealer in Covington, Tennessee, 


Credits COLOR GALLERY 

with 129 per cent increase _ fii. 
After writing about a first six months total sales figure 
that went up 129 per cent from one year to another, 
Mr. Veitle E. Peeler of Peeler Hardware, Covington, 
Tennessee, adds: “Credit for this record belongs entirely 
to the ‘Dutch Boy’ Color Gallery.” 


and COLOR GALLERY 





modern interior finishes,”’ DEALERS SAY 


[he last word 
simplified color planning 


That’s the “Dutch Boy” Color Gallery. It 
right colors right at your customers’ 
f‘ngertips. More, it helps work out their com- 
plete color schemes. Most important of all, 
it sells color, stimulates paint sales, steps up 
profits. 
To “Dutch Boy” dealers: if you’re not yet 
carrying both WONSOVER and COLOR GALLERY, 
sign up next time your “Dutch Boy” salesman 
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calls. We want 1955 to be a big profit year for 
you. The biggest ever! 

To dealers everywhere: if you’d like to 
put in the fast-selling, nationally advertised 
“Dutch Boy” line, fmd out if there is a “Dutch 
Boy” franchise available in your area. Phone 
or write our nearest office. 

NATIONAL LEAD COMPANY: New York 6; Atlanta; 


suffalo 3; Chicago 80; Cincinnati 3; Cleveland 13; 
Dallas 2; Philadelphia 25; Pittsburgh 12; St. Louis 
1; San Francisco 10; Boston 6 (National Lead Co. 


of Mass.). 
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No other coffeemaker can offer the 
quality manufacture, the beauty and 
automatic features of a Coffeematic at 
such a price. Three models to corner 
the market, priced from $24.95. 


IN QUALITY! 


No other coffeemaker can match the 
perfection standards developed by 
Universal in over a hundred years of 
manufacturing experience. You can 
see quality in Coffeematic! 


IN FEATURES: 


No other coffeemaker can match the 
speed and automatic perfection of 
Coffeematic. It has been scientifically 
improved over the years to produce 
the finest coffee in the fastest way. 





BOOST YOUR GIFT SALES 


with this 
A $49.90 VALUE 


ronomy = “7-=———> NEW (1) SERVICE SET 
$3995 * a pe). 


| Be . Here's the biggest gift value on the market... 
‘| | the popular 8-cup Universal Coffeematic with 
matching engraved tray, sugar and creamer 
designed by International Silver Company. 
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LANDERS, FRARY & CLARK. NEW BRITAIN, C 
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SPECIAL 


Christmas Projects 


BOOST SALES OF 
REYNOLDS 
DO-/T-YOURSELF 
ALUMINUM 








Now, make a big Christmas item of Reynolds Do-It-Yourself 
Aluminum. Dress up your self-seller rack with the dazzling 
new aluminum foil rack sign—build sample Do-It-Yourself 
Christmas projects to add sparkle to store displays. Get 
three special Christmas plans— Reynolds plans Nos. 118 and 
127 for decorations, No. 117 for toys. And don’t forget to tie- 
tr in Reynolds Aluminum with gift sales of power tools. You'll 
xx use aluminum for brighter Christmas business. Ask your 
Reynolds representative to give you complete details on this 
: Christmas promotion. 


See Reynolds New Program ‘‘Frontier’’— Sundays on NBC-TYV 


REYNOLDS Do-It-Yourself ALUMINUM 


Reynoids Metais Company, 2500 South Third Street, Louisville 1, Kentucky 














- 


The Most Profitable 





REYNOLDS DO-IT-YOURSELF RACK 

































is the ONE that’s FULL! 











CHECK YOURS TODAY! 


This page gives you a complete list of items you should have 
in your Reynolds Do-It-Yourself Aluminum Rack. Use this as 
a check list to keep your rack fully stocked and most profit- 
able. And keep up your tie-in displays of Reynolds Do-/f- 
Yourself Aluminum, tools and other do-it-yourself materials 
~ get bigger related items sales. 











tig 
SHEET PATTERNS 
Plain, leather grain embossed, wood Avoiloble 
grain embossed, square embossed, in Conado 


cloverleof perforated, round hole per- 
forated, lincane perforated, Union Jack 





perforated. All in 36” x 36” sheets. TUBING, END PLUGS 
Leather grain available in 18” x 36" size. " ’ AND FITTINGS 

NX %"", 1" and 14" tubing in 6 and 8 foot 
SCREEN AND STORM SASH lengths. 


MATERIALS End plugs to fit all tubing. 


Screen frame sections with plastic or 
aluminum splines. 6, 8, and 12 feet. Cor- 
ner clips and locks. Plastic spline on 
spools. Splicers. Hardware kits. Extruded 


90° elbows, T-butt connectors, wall and 
floor flanges to fit all tubing. 





storm sash frame-members 5, 6, 8 feet. FASTENERS 
Rolled form frame members 6 and 8 feet. 
a 4 sizes of round head machine screws 
aces. 
and nuts. 


3 sizes of pan head sheet metal! screws. 


ALUMINUM BAR 


} 





“~%"” in 6 and B foot | , 3 sizes of flat head wood screws. 
by ye F ni gf ont ie 4 3 sizes of brazier head rivets. : 
inéan oot lengths 


TRIM STRIP 
ALUMINUM ANGLE 


1“ x 1" x ky" in 6 and 8 foot lengths 
%" x %" x \8” in 6 and 8 foot lengths 








CUSTOMER 


FRE LITERATURE 


Instruction sheets on Screens, Storm Sash, 


ALUMINUM ROD Fittings — How to Booklets. 


%'' diameter in 6 and 8 foot lengths 





a ‘ RESTOCK NOW! Call Your Hardware Distributor 
REYNOLDS DO-IT-YOURSELF ALUMINUM (guzip ary 


Reynolds Metals Company, 2500 South Third Street, Lovisville 1, Kentucky 





3 for the money! 


sure traffic-stoppers to increase your unit sales 





MATCHING BATHROOM SET 
NO. 4853 $6.49 


Shoppers STOP and BUY when you display these colorful matching sets of 

LUSTRE CHROME bathroom and kitchen accessories. Here are proven 
volume-building accessories now grouped in three handsome sell-on-sight packages 
—for bigger unit sales—bigger profits for you! Order a full stock right now! 


THE AUTOYRE COMPANY 


Ve | OAKVILLE, CONNECTICUT 
BPs ‘ie 


; 


world’s leading manufacturer of bathroom —kitchen— closet accessories 
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For faster, easier, greater profits in the Do-It-Yourself market 


ENPLOY THESE 
PROVEN SALESMEN: 











u-Oo-tt 
AVE's 





sear VINYL-MATIC | seac TILE-O-MATIC 


Now used by 2500 successful dealers! Increasing profits for 8000 dealers! 


























Today’s booming Do-It-Yourself market means booming business for you in nationally-advertised 
Gold Seal Floors, Walls and Countertops. Floor improvements come high on home remodeling 
lists...and easy-to-handle Gold Seal VinylTop has so many uses for your Do-It-Yourself cus- 
tomers ... shelves, countertops, facings. Customers buy quickly when given the reassurance of 
Gold Seal quality backed up by the Gold Seal Guarantee .. . satisfaction or your money back. 
Set yourself up for this market! Racks available from local Gold Seal distributors. 







The Gold Seal Viny!-Matic stocks, displays and sells 4 rolls The Gold Seal Tile-O-Matic gives you a complete self-service 









(about 80 lin. yds. each) of resilient Gold Seal Viny!Top in just Gold Seal tile department in only 5 square feet of floor space 
6 square feet of floor space. The perfect Vinyl Inlaid for ... for only $25! A “natural” salesman in the Do-It-Yourself 
beautiful, seamless countertops . . . stain-resistant VinylTop market, the Tile-O-Matic displays, promotes and sells the 
comes in 17 patterns ...is easy to cut and cove. 30”, 36”, most complete tile line in the industry . . . for every purpose, 


42” widths. Bermuda Hues and marbleized patterns. taste and budget. Holds up to 432 9” x 9” tiles. 


For home or business... QE? 
you get the finest choice of all in... (Stig > GOLD 7} 4 \ 5 
INLAID LINOLEUM « RANCHTILE® LINOLEUM ~ LINOLEUM, VINYL. VINYLBEST, \\ oy) a Bele) 4 AND WALLS 


RUBBER, CORK AND ASPHALT TILES - CONGOLEUM® AND CONGOWALL® ee 
ENAMEL-SURFACE FLOOR AND WALL COVERINGS + VINYLFLOR + VINYLTOP 
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Gift-worthy housewares help with holiday entertaining 


BRIGHT...BOUNCY...UNBREAKABLE! 


jwewaree 
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ey make 


ar Trou 


eby 
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DID YOU KNOW 


SAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation TM§ 3 Eat 42nd Street, New York 17, NL ¥ 
The term BakeLits and the Trefoil 





| Symbol are registered trade-marks of UCC 











Make it easy for them to buy 
housewares made of BAKELITE 
Brand Polyethylene... 


There’s a peak demand now for household helps made 
of BAkeire Brand Polyethylene. They re handy 
worksavers every day in the year . . . especially 
during busy holidays. 
Be sure to give them prominent counter space, 
feature them in special spot displays for impulse 
purchases! There's always a terrific demand 
for these popular housewares with the lasting 
snap-back flexibility, the long-wearing quality 
that keeps customers coming back for more. 
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Tie-in with the large-scale BAKELITE 
program of Advertising, Merchandis- 
ing, Publicity...specify products made 
of BAKELITE Brand Polyethylene when 
you order housewares. 


This full-color advertisement will appear in 


Pos! ia Al 1\ | He lerflomes 





—_ 
— 


~ -« ——_ 





December 10 December December 


Order reprints for your displays 











NEW SALES PLAN jy nore volune, 


HlOore ROLE selling guaranteed quality plastic mall til 








How you can be a 
CERTIFIED DEALER 


The official “Certified Dealer’ emblem identifies your store as a cer- 
tified dealer of guaranteed quality plastic wall tile. Only dealers who 
stock guaranteed quality plastic wall tile can display this emblem. Ask 
your distributor for guaranteed quality plastic wall tile and the certi- 
fied dealer emblem for your store. See full details below. 








- 
ODE RN WALI COVERING PROD 


UCTS 
GUARANTEED 


TO MEET THE STANDARDS 















iT WORKS, TOO! When you sell guaranteed approved techniques. ( You do not furnish the installation portion 


, : , i : of the certificate to customers who install their own tile. Just 
quality plastic wall tile, you can provide yourcustomers detach it and give him the tile and mastic certificate. ) 


a triple guarantee. Your tile distributor furnishes the 


‘ tificat Put the certified dealer emblem on your door or window. 
guarantee certificate. 


, . Cash in on the big national publicity behind it. Your 
1. You can certify that the tile is guaranteed by the manufacturer s , any oe . t409 
to meet Commercial Standard 168-50 issued by the U. S. Dept. of customers will be looking for this where-to-buy-it 


Commerce for workmanship, dimensional tolerance, thickness, symbol. 
opacity and heat resistance. 





2. You can certify any mastic you sell that conforms to the Com- Only your tile distributor can issue your certified dealer 
mercial Standard. emblem. See him about it today! MONSANTO CHEMICAL 
8. You can certify that the installation follows the standard COMPANY, Plastics Division, Springfield 2, Mass. 
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BE FIRST in your community to offer the brand-new GRANITE TONE pattern 
in Lustrex styrene colors. The rich textured effect is an exclusive Monsanto devel- 


opment and is compounded in the Lustrex material—not just a surface effect. 


GRANITE TONE has the look of polished granite. The textured pattern adds depth 


and richness to the tile. Ask your tile distributor to show you the new GRANITE Monsanto Chemical Company, 
Plastics Division. 


TONE colors: Pink, Yellow, Gray, Pale Green. Spring field 2, Mass. 





le All-Metal Ironing Tables 


Belfer tomes 
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be oe ou Own LADY ARVIN 
anid | s 


7 pect ‘TS 
> New fare WS for old houses 
| Ba 10 Gat in 2 Kitchen 


STAYS STEADY... at the height 
that's right for you! 


Tell of emell Standing of éit- 
vin oer * teble lets vou choose the 
you owtent edjastment any- 

” and © inches 
“P%, » — Tie ne eed Finger typ toweh rames or lowers the 
Relea th t firmly Nef (v—-_ng © . 








Wi © r E. and more the nation-wide leaders 
lM © a - national advertising in these mass-magazines 
wh © ae EF sales volume with 4 promotional leaders 


Lady Arvin Adjustable, Style 2800 @ Arvin Economy Adjustable, Style 2500 @ Arvin Standard, Style 2200 @ Economy Standard, Style 2100 


Arvin all-metal ironing tables are sensationally priced to top all other values on the 
market—and built to highest-quality standards of materials and craftsmanship. 
NOW is the time to start promotion...Send for complete catalog and price list. 


@ Manutactured and Sold by 


Arvin INDUSTRIES, Inc. 


Metal Furniture Division, Columbus, Indiana 
IRONING TABLES e DINETTES e CUTDOOR FURNITURE 
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DB 695—Colonial Dull Black Iron 


K 695—Swedish (Relieved) fron 





ORDER NOW- 






Real Profit Makers for 
Christmas Gift Selling 


NMcKINNEY 


Et Kilo 


MAIL. BOXES 









6 to a shipping carton 





6 to a shipping carton 








The McKinney Blue Ribbon Line is the complete fine 
quality line of mail boxes, popular for gift-giving. 
®@ heavy gauge materials 
®@ smart, distinctive design 
® beautiful finishes for long life and lasting beauty 
® gift packaged in eye-appealing four-color gift boxes 
® over-all length 15 inches with magazine holder. 
Boxes are 62 inches wide by 10 inches high. 


Five handsome boxes for every traditional or contempo- 
rary home. Colonial iron boxes are rust resisting. Solid 





697—Colonial Dull Black fron 
with solid bright brass trim 
3 to o shipping carton 





lifetime quality 
3 to a shipping carton 








bright brass trim 
3 to a shipping carton 


brass boxes mean lifetime durability. They're ideal 
Christmas gifts for new home owners, new brides, and 
family giving. Show your customers this complete line. 
Here’s quality in a price range for every individual need. 


Order the complete line of McKinney Mail Boxes 
Now—from your Jobber! Ask about the McKinney Mail 
Box Display Board. 





1715 Liverpool &. Pittsburgh 33, Po, 






BP 696—Solid Polished Brass, 





698—Colonial White with solid — 





“| even cut 
flashlight lenses out of 
scrap pieces of L-O-F” 


says FRANK W. SOMMERS, owner 
Sommers Hardware Store, 
Beverly Hillis, Chicago, Ill. 





Mr. Sommers had just finished running several test-cuts on 4 
four well-known brandsof single-strength glass, labeled A.B. 
C, and D. He had not been told which brand was which 
until after he had selected the one that was easiest to cut. 

He picked “‘C” every time—and “C” was L’O-F. In 
fact, more than 9 out of every 10 dealers who took the 
same test picked L’O'F. 

“This L-O-F Window Glass gives you a smoother cut 
with no effort on the cutter,’ said Mr. Sommers. “‘And if 
you have inexperienced fellows cutting glass, you can 
waste a lot of money if you don’t use L’O'F. ” 

L*O-F Window Glass is easiest to cut into big or little 
pieces, angled or curved pieces. Even narrow 4” strips 
come off cleanly, with a light, easy stroke. 

L-O'F cuts easier because it is annealed more slowly 
and patiently. That makes it less brittle and more “‘even” 
in structure—so it’s a safer buy for your customers, too. 


ee ee ee ae ey SUP SS SED Ge GD GD ND ED GES GD CD OD aD 


Try the 
“Blindfold Test” 
Yourself! 


Cut L-O-F first, last, or in-between the 
other brands. Run any kind of a cut 
you want. You'll see why you have 
fewer bad cuts, less waste and more 
profit with L-O-F. 

Call your nearest L-O-F Distributor. 
These local businessmen are listed un- 


der “Glass” in the yellow pages of 
phone books in many principal cities. 
And send for your free booklet—"‘For 
Greater Profits in Window Glass”. 

Write Libbey-Owens-Ford Glass 
Company, 608 Madison Avenue, 
Toledo 3, Ohio. 
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GLASS 


Ref] LIBBEY-OWENS-FORD the casy-to-cut WINDOW GLASS 
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API LINE 
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More than 23 types of couplings, covering your 
standard requirements, are regularly stocked 
and available for prompt shipment. Special 
couplings fabricated to order. : 














ra Standard mer- 





oe 1I— chant and API Capitol Couplings are made to specifications 
— Line couplings (up ; of the Association of American Railroads, the 


to 2°) are avail- & American tron and Steel Institute, and the 
ate be aoe American Petroleum Institute. 


TOL 


MFG. & SUPPLY CO. 


COLUMBUS, OHIO 
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Bethlehem Bolts 


WELL- FORMED 
EASY-TO-GRIP 
HEADS 


It doesn’t take much looking to see that 
Bethlehem Bolts have heads that are well- 
formed—the kind that fit wrenches snugly, 
with little chance of slipping. Bethlehem 
Bolts have strong shanks, too, and smooth- 
fitting threads for accurate assembly. And 
they’re made in a wide range of styles and 
sizes, covering virtually every bolting re- 
quirement. Your jobber can supply you. 
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Are Good Bolts 





























‘“ OPENING. INTO THIS 
$200,000,000° MARKET 


THRU “IU ER/1ER_ E-Z-DO ALUMINUM 
| STORM WINDOW, SCREEN COMBINATIONS 


TRIPLE SAVINGS | 


Your customers save three ways with Werner E-Z-DO... 
they save up to 50% on windows, save on labor and save 





























FREE DEMONSTRATION 

MODEL & SALES AIDS 
Attractive red wire display 
rack with demonstration 
window, window streamer, 
consumer literature, dealer 
self-mailers, mats, etc. and 
cooperative advertising 
allewance. 








on heat bills too. 


MINIMUM INVENTORY 
Each E-Z-DO Kit will make a frame up to 40” x 40” square. 
A two-panel combination will fit practically any window. 


BIG PROFIT 
Minimum investment, maximum profit. Average house has 
twelve windows—installation in two houses gives you com- 
plete stock turnover. You profit on the Kit and the screen 
cloth and the glass. 


TOP QUALITY 
Features found only in custom-made windows selling at 
twice the price—heavy gauge extruded aluminum, fully 
weather stripped, weather-tight hinges, etc. 























Deal includes 12 boxes of 
screen panels, 24 boxes of glass 
panels with display rack. 
Yields you $43.80 profit. 
Remember: When you think 
of that big “Do-It-Yourself” 
market, think of WERNER 
CHROMTRIM, too. 





















According to report by National Combination Window and Door Institute 


or 
a. ~id037 





eet LT Mile : 
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eWwVas CENTS 





Find out more about E-Z-DO now. Send coupon today! 







R. D. WERNER CO., INC. 


“LL & R gl E Ay 295 Fifth Avenue, New York 16, New York 


| 
Pi a? a. . a. a ee Please rush all information on Werner E-Z-DO 7 
| 









NAME 










EXTENSION LADDERS - STEPLADDERS STORE NAME 
CHROMTRIM - METAL MOULDINGS ADDRESS 


city ZONE ~.. STATE 
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You get an “extra” salesman... 


a safety switch display stand 
with the new Westinghouse 


witch with Safety 


promotion package 





Over 30° of the total market for fusible devices 
for the home, farm and small shop—a multimillion ' 
dollar business—is handled through retail hardware Here’s what you get eee 
dealers. And here’s a ready-made, brand-new pro- > f colectel oe play stand 


motion to help you get a bigger share of this (valued at $15) 
profitable business. 


You sell a product of proved quality to prospects * 8 Westinghouse safety switches 
who are pre-sold on the Westinghouse name—a BIG (retail value $55.40) 
name in electrical equipment. * A supply of handy safety switch 
A compact display stand stops these prospects application guides for your prospects 
right on the sales floor. While a simplified selector * 3 Newspaper advertising mats 
and application guide takes the mystery out of safety 


switches— makes it easier for your prospects to buy, All for just $33.24 


easier for you to sell. - J-30192 











ASK YOUR WHOLESALE DISTRIBUTOR ABOUT PACKAGE NO. 100 


you can 6c SURE...i¢ is 
Westinghouse @ 
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MAKE A MERRY CHRISTMAS 
GN ror ANY HANDYMAN 
; “Toners toe SoRcane tee hoe 


ideal Gifts 
For Hundreds of ¥ 


5 
Homecraft Jobs 
| pone th POWER SANDER AND POLISHER 
“ a 


_-} WELLER TOOLS 
Send 19 cones oid pone wemme and wetness a” Begere 
er Men 

> 





MECHANIX 
ILLUSTRATED 


a 


A FAWCETT 


67 West 44th Street 


a -Gl@ Gale). 


New York 36. N. Y. 
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MACHINES 
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KEY DUPLICATING 





—, 
Bit 1 


7 


Keil Key Duplicating Machines are 
easy to operate and will start paying al ; 
off with a splendid profit right from “ee 5 will | No. R4'2 & PKA-3 


the start. ‘e “COMBINATION” 
Ask for complete information. ve ; 3 | This combination puts you inv 


the profitable key duiplicat- 
ing business of once. The 


machine cuts cylinder ond 


LX 
t, 
+ 


flat steel keys. The ottrac- 
1 
No. T /2 tive, space-saving and con- 


‘* AUTOMATIC” venient rotary beard holds 


over 1500 key bionks 
Cuts cylinder keys only. You 


merely place the original ', 
7 
















TS eu ee ? 


and press the lever — then Ad 


No. 6/2 this world famous machine Ks 
avtomatically duplicates the os 4 KEIL 
Cuts practically all Cylinder, a | 7 


key — 
Fiat Stee! and Bi? Keys. All af LOCK CO 
4 + 


seven cutters ore mounted 


4 
on the machine ready for 4 INC. 


/ 
No. 1012 ee ee ae Z’ CHARLESTOWN, N. H. 


large variety of keys 4 
4 





















Please send complete 
many ON Se o- y’ information on your 

cept those requiring end ond 7, : : , 

side word cuts. This is a Ag No. 10% a No. 6% a No. I / LJ 
very practical, medium priced “g No. 42 [ ] & PKA-3 


ali aalial 


Cuts Cylinder, Flat Stee! and 4 






Check the items you are interested in 
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WELLER TOOLS 


MAKE A MERRY CHRISTMAS 
roe ANY HANDYMAN 
ha re — 
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— TS moe povies: pam , ideo! Gifts 
“ For Hundreds of : 
Homecraft Jobs 


tea POWER SANDER — POLISHER. 
e ” finer ~ oof = & 6 


- 


wee od bad oh “tis cane ~ - 
<< Gee oe oe lane Bedwas Hr 





COMPLETE SOLDERING SET 
.o wesed te 


MECHANIX 
ILLUSTRATED 


A FAWCETT PUBLICATION 


67 West 44th Street - New York 36. N. Y. 
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KEY DUPLICATING MACHINES 4 
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Keil Key Duplicating Machines are a 
easy to operate and will start paying —— 
off with a splendid profit right from . ‘g > No. R412 & PKA-3 


the stent. , “COMBINATION” 
Ask for complete information. 4 ey This combination puts you in 


the profitable key dulplicat- 
To a es ee 
machine cuts cylinder and 
flat steel keys. The attrac- 
tive, space-saving and con- 


ay VOREO),V-00| Gum venient rotery board holds 


over 1500 key bionks. 
Cuts cylinder keys only. You 


merely place the original ', 


























tS ae) a A 
and press the lever —— then A“ 
No. 6/2 this world famous machine o 
automatically duplicates the Ag KEIL 
Cuts practically all Cylinder, f 


Flat Stee! and Bi? Keys. All sai ha LOCK CO. 


seven cutters ore mounted 


4 
on the machine ready for 4 INC. 


7 
. quick, accurate cutting of a 4 CHARLESTOWN, N. H. 
No. 10'/2 Ad 


large variety of keys 
4 

















Cuts Cylinder, Flot Steel and ¢ Please send complete 
many types of Bit Keys, ex- nf information on your 

cept those requiring end and 4 ‘ ’ . 

side word cuts. This is a a No. 10% UJ Ne. Os U No. t/a LJ 
very practical, medium priced A No. 4/2 a & PKA-3 


machine 






Check the items you are interested in 
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NOW! TERRIFIC NEW 
FEATURES “DO-IT-YOURSELF” 


| Here's a dishwasher that scrapes, washes, rinses dishes 


in one swift operation . . . gives off suds or hot rinse at 


/ ’ 
tS Aton ° the touch of a button . .. will outclean, oufmode and 
\ 0 outsell any other dishwasher at any price. 


Just turn off the hot and cold 
water faucets. There's no need 
whatsoever for the customer to 
turn off the main water supply. 


BUT THAT’S JUST THE BEGINNING! Here is the first dishwasher 
anybody can install—and in a jiffy! No special plumbing 
required. Does away completely with all installation headaches. 


And it's priced to sell and sell and sell at only $39.95 retail. 


BIG BACKING IN A GIGANTIC MARKET, TOO! Today, 42 
million homes hove no dishwasher of any kind. So we're launching 
the Gerity Dishwasher with the biggest advertising and sales 
promotion push ever put behind a faucet dishwasher—national 
magazines, rodio, television, newspapers, point-of-purchase mo- 
terial, handouts, gifts-for-prospects plan—everything you'll need 
to make this the hottest new appliance of the year, the best 


profitmaker in your store. 


SO DON’T WAIT! Become a Gerity Dishwasher dealer now. 


Just drop us a line for all the facts at— 


GERITY-MICHIGAN CORPORATION 


DISHWASHER DIVISION « ADRIAN, MICHIGAN 
WEST COAST: 2350 E 38TH ST.. LOS ANGELES, CALIF. 


Use wrench to remove swing 
spout. If opening from which 
the swing spout is removed 
has a diverter, remove it. 


HARDWARE AGE, NOVEMBER 24, 1955 












GERITY DISHWASHER 
INSTALLATION! 


392 


RETAIL 
FULL TRADE DISCOUNT 
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—a— ns S satan . 
“ x oe ee 
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at 
‘ 










“oe oe attuns > 

*" Guaranteed by = 

Good Housekeeping 
a 


wr as ADVERTISED _ 









Carries a factory parts warranty. Built, backed and distributed by \ 
Gerity-Michigan — one of the first to sell the faucet type dishwasher. ; 
Chrome-plated to stay bright and clean looking always. A wonderful, 
high-quality, high-profit item you'll be able to move in volume! 
Send now for all the facts. Ask, too, about Gerity’s complete line 
of bathroom accessories. 





PATENTS 
PENDING 



















7, 
CT 














AW ge, 
A 


ao. 


—<— 









Mount dishwasher or adapter 
ond tighten slip-nut with 
wrench. Thot's all there is to 
it! The job's done in a jiffy. 


Place the Gerity adapter with 
adjustable jaws in the spout 
hole and tighten with Alien 
wrench provided in carton. 






A 
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New Sheffield “serv-a-bolt” package will 


HEFFIEL 
S as 0 


Bolt Products 


Be sure you have Sheffield bolts 
in big veriety. Sheffield mokes 
them in thousands of different 
types ond sizes. And be sure you 
have odequote stocks. Check with 
your jobber now. 


speed up your bolt sales 


When your customer asks for two or a dozen Sheffield bolts, this trim 
and sturdy dispenser-end carton “serves” them fast without fuss or 
fumble. You take out the bolts without moving the cartons, or disturb- 
ing their neat array on your shelf. You open and close them with 


finger-flick ease. Your customer is pleased with the quick service. 


By itself, a less-than-carton bolt sale won’t cut a big figure in your 
day’s business. But when your customer knows he can always get from 
you the exact Sheffield bolt he needs, he’s just as sure you have the 
variety and top quality in other merchandise he wants. Thus smallest 
Sheffield bolt sales are often parlayed into big-ticket sales. 


You sell quality when you sell Sheffield Bolt Products. It’s assured by 
Sheffield’s Statistical Quality Control—from making of the special 
analysis Sheffield bolt steel to final precision threading. 


SHEFFIELD STEEL 
DIVISION 


ARMCO STEEL CORPORATION 


SHEFFIELD PLANTS: HOUSTON « KANSAS CITY * TULSA 


MAKERS OF QUALITY : | 
BOLT PRODUCTS > * 
SINCE 1888 
| : 


HARDWARE AGE, NOVEMBER 24, 1955 








Standardize on Hammond Valves 
be sure of customer satisfaction. 
* 


catalog 
ine © 


write for of the 
complete Hammond 1 § valves. 


. 


d of value for over 49 years. 


avorite wholesaler oF write 
BRASS WORKS 


d, indiana 


Stondar 


Order from your f 
HAMMOND 


Hammon 
s of individea! valve packaging 


Originator 


HARDWARL : 
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the magic of the brand 


There’s something about a touch of 
red paint on RED BRAND fence 
that attracts buyers... that draws 
customers to you... that turns sales 
resistance into a desire to buy. That 
is why RED BRAND dealers agree 
there’s a certain magic in the woven 
wire with the top wire painted red 
... the bright red Galvannealed barbs 
... and the distinctive Red Top Steel 
Posts. That’s why they sell on sight. 


the magic of advertising 


For over 60 years, we've been telling 
farmers why RED BRAND is a 
better fence. We tell them in farm 
magazines. We tell them on radio. 
Now, we're telling them on televi- 
sion. The magic of this is that every 
week we tell almost every farmer in 
your territory why RED BRAND 
is his best fence buy. What other 
products you sell give you such 
powerful support? 


the magic of special promotions 


RED BRAND wants to do more for 
you than just help sell more fence. 
That’s why we push Practical Land 
Use. When a farmer begins this pro- 
gram, he starts to buy more and 
more of things he needs. You help 
him become a better farmer. You're 
first in line for his business. This is 
the kind of magic we like to do for 
our dealers. For more facts about 
Red Brand magic, write today. 


KEYSTONE STEEL &2 WIRE COMPANY 


Mokers of Red Brand® Fence * 
Red Top" 
Non-Climbable Fence * 


~~ . 


ma RED BRAND Defender 5 


PYYeTTT It ee rrr 
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Peoria 7, Winois 


Red Brand” Barbed Wire * 
Keyline Poultry Netting - 


Bole Tie 
Noils + Gotes 
Keymesh*® 
Keyweild 


Stee! Posts * 
Ornamental! Fence ° 
neybeod . 


Keycorner * Keywoll * 


the only fence 


Wine that 


Sells on sight 





| NEW MANUAL CLIPPER!... 


HERE’S WHY HEDGE KLIPPER 
OFFERS EASY SALES... 
QUICK TURNOVER 


Eliminate jolts —— Reduce 
noise — Give smooth 
clean cut 


’ | . lg -- qm 
Z | / ™ : res 
by YY Gs ¢: ~ . ». FAST PROFITS! 
© Perfect for shaping BOS —, ® Exclusive parallel blades: 
; a 
ae 


or side trimming “a 


. ® ideal to edge cut grass 


Twin 1234 long blades 
Smart dealers who order now have a head start trim cutting time in half 


in ringing up new sales records with the exciting 
new HEDGE KLIPPER. New exclusive HEDGE 
; Excl ist 
KLIPPER features give the speed and ease of an exclusive arm bar assists 
: ; : , \ in cutting heavy branches 
electric trimmer at a low hedge shears price. -~prevents arm ache 
Here’s the answer for customers who search for a 
clipper to make hedge trimmings an effortless task 


... to shape and side trim or even edge cut grass. a a ee a 


The unusual traffic stopping HEDGE KLIPPER , Oz, in. er Mita 
, : : . ; . resist chipping 

design, with the arm bar to banish cutting drudg- 

ery, stops even casual shoppers ... on impulse 


they try, then buy the HEDGE KLIPPER. 


Exclusive HEDGE KLIPPER features plus the rock ow. (~ ee eee 
. . : ) mium piote 
bottom price make it a real sales booster. 


You, too, can sky rocket your profits with HEDGE 
KLIPPER sales .. . Don’t delay . . . write today for 


complete prices and catalog sheet. Uppiwelgnl-—- Seances 


precision built 
Each HEDGE KLIPPER is individually cartoned and shipped 
12 units to the master carton. 


ROVTAR TOOL & DIE MFG. CO. 2228 S. Wood Street, Chicago, Illinois 
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DAVIS power mowers in your store 


mean FASTER, EASIER SALES 





. \ 
s 


: f \ 
iy) 


Now a complete line of 16 Power Mowers 
priced to sell as low as $44.98 


5 
2 





4 
| 


G. W. DAVIS CORPORATION 
RICHMOND, INDIANA 


Please send us colored literature and prices, 
plus details of E. O. P. (Early Order Plan). 


THE SHARK 
Model 55/60 THE SAILFISH 


22” reel type with new light- “ode! 501 

weight Briggs & Stratton engine Pressed steel 18” rotary with light- 
Self-aligning cone and ball weight 4 cycle engine 

bearing Throttle control, side ejection and 
Headlights non-scalp, off-set wheels 

Floating handle Leaf pulverizer. 


“ rn 
= ° 
4 3 
. vo 
i*] 
3 
=< 


> 
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Oo. AMES CoO. 


Parkersburg, W. Va. 
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Ames metal household furniture is styled to keep 
abreast of fast-moving selling trends. Some of the 
country’s top designers see to it that Ames blends 
easy living features with eye-appeal and utility. 
It’s tuned to the times. ..and the times are tuned 
to high volume in metal furniture. 


= AL ING QUALITY 


The Ames name has been a quality byword in 
America since 1774. In concentrating on quality 
materials and careful construction, Ames crafts- 
men have come up with wobble-free, snag-proof 
furniture combining tremendous strength and easy 
grace. There just is no better line than Ames. 








Over 200 million sales messages will hammer away 
at the Ames product story in 1956. Timely mer- 
chandising will help guide consumers to your 
store. They'll be asking for Ames, so why not look 
into this attractive line today? Just fill out the 
coupon below and we'll give you a line on Ames. 


Sales Manager 

Housewares Division, Department A-| 
O. Ames Company 

Parkersburg, West Virginia 


Send complete information on the Ames line of metal 
household furniture. 


Name 





Address. 





City State. 





aoe eeeeeeeceeoee ee eee ee ee ae Ce 6 
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18” Electric... 
powerful % H.P. motor! 


21” Gas... 
2% H.P. engine! 


FULL LINE! NEW FEATURES! 


America’s most popular electrics! Big-value 18” promotional model. S-m-o-o-t-h 
cutting 18” and 21” models with powerful % H.P. motors... angled Safety- 
Blades that lift grass... Turbojectors* for CLEAN EJECTION through twin 
chutes... enclosed blade-and-disc cutter... patented Cord Control... other big 
Huffy features @ 5 new gas rotaries—18” and 21”. Extra power in 2 and 4-cycle 
engines—new twin-edged cutter blade with angled tips that lift grass for 
SMOOTH, EVEN CUT with CLEAN EJECTION through rear chute. Flip-over 
handle and other famous Huffy benefits. @ 2 gas reel mowers and Huffy Lawn 
Sweeper with handy Hite-Control® Lever at budget prices. 


BIGGER KEY DEALER PLAN! 


More benefits for you: Extra 5% futures discount (or 10% if you’re a 25-Star 
Key Dealer) when you register before Feb. 28th, 1956. Low-priced demonstrators 
and all materials you need to sell more mowers with free trials. @ FREE 

KEY DEALER LISTINGS in one or more full-page ads to appear in Parade, 
This Week, 32 Key City Newspapers, Sunset. Colorful national ads in The 
Saturday Evening Post, American Home, Farm Journal, Town Journal, 
Progressive Farmer. @ 111 MILLION PEOPLE will see Huffy Mower advertise- 
ments. Plenty of materials for you to use in your advertising and promotion, too. 


*Trademark Copyright, 1955. The Huffman Mfg. Company 





— WRITE FOR COLORFUL CATALOG 
OR ASK YOUR WHOLESALER SALESMAN FOR DETAILS 
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CALKING & GLAZING 
M: COMPOUNDS 


MMACKLANBURG-DUNC® 


The ‘Original’ CALKING LOAD 
dressed up ina BRIGHT NEWLABEL! 


M-D SPEED LOADS are available in Off-White or 
Pure White Color. Also available with or without 
Plastic Nozzle. Off-White Load shipped without noz- 
zel unless specified. Meets Federal Specifications 
TT-C-598 (Grade 1). 


“Impor". 
ter Calking O” 


KS ; .* 
Seals Cros ow Packed 10 SPEED LOADS to o carton or 
“round Wit 


(wT 
bss. "a eretels Fro case or carton 


in cases of 40 loads. Please specify 


HAND SQUEEZE 
TUBES 


for small jobs 





CALKING COMPOUND 


Of.White color available in knife or gun grode. 
Pure White evallable in gun grode onty. Of- 
White shipped uniess White specified. Gun grode 
meets Federa! Soecifications NO. TT-C.598 
(Grede 1). Available in VY opt., pt., at., gallon, 
5 goal. and 55 gols. 


=—_ => Na-Glaze 
jv), | _ GLAZING COMPOUND 


Perfect fer glazing wooed or mete! sash, replacing 
putty, setting plumbing, filling cracks, beotweork. 
Cleon, to wee. Will not dry owt, harden, crock 

cons; 


“GLAZING Meats ae 
Compound 


DEALERS 


ORDER TODAY — ne 
will receive promp! vet 


in nozzle, fasten key 
over crimpted end, tura 
key end start catking. 
Here's @ fast-moving 
item for over-the-counter 
soles. Pocked 12 tubes 





in @ handsome ‘Silent 
pec oily yee 
ten the? con be 


order MACKLANB” 


ment! 





YOU SELECT STOCK cor tus SevmourSmira 


Garden Shear Department consisting of a colorful 


A com 

metal di y holding 1 of each of 11 best selling tools. Useable 
on counter, in window or even on peg board. Takes only a small 
space. Also merchandising material — attractive 4 color streamer, 


circulars, mats, or cuts, etc. for advertising. 
A carefully balanced selected stock (based on National Survey of 
Dealer's Average Requirements) of popular fast items including 
six (6) famous nationally advertised ‘““‘Snap-Cut” items. 
® Or dealer may select stock to meet his 

special needs. { (see opposite page) ? \ 





® Free Goods plus extra profit. 


® Delivered to you direct from the manu- 
facturer—freight paid. 












































3 color metal display. 
Space required: 24” wide 
x 11” deep x 25” high. 


SEYMOUR SMITh TOOLS are 


NATIONALLY ADVERTISED 


to millions of readers of 


S. E. POST + BETTER HOMES AND GARDENS 
AMERICAN HOME + HOUSE & GARDEN 
NO. 1918 SUNSET ° BUSINESS WEEK 
Contains one each No. 119 FLOWER GROWER - POPULAR GARDENING 
and No. 118 Snap-Cut ners. 
Packed in attractive ih soo 


ve @ Write for FREE mots for your own local advertising 
Sale aa - —the best woy to moke our ods work for you. 
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vou make 62” PROFIT 


on your selection’ of fast-moving 
tools for garden and lawn. 







































“SNAP-CUT” PRUNER- - - -No. 149 


The easiest cutting pruner — Capacity 1'4" limbs — Light 
Weight — 25 inches long overall. 


“SNAP-CUT” HEDGE SHEARS - No. 54-9 


No better hedge shear made. 9 inches serrated edge 
bledes — oval handles. Full ground and heat treated. 


“EZY-CUT” HEDGE SHEARS- - No. 14-8 


A quality hedge shear at popular price — 8 serrated 
edge blades. 


LADIES HEDGE SHEARS - - - No. 14-6 


A light handy shear especially designed for the ladies. 
6 inch blades. 


“DROP-FORGED” GRASS SHEARS No. |3! 


Drop forged steel blade and handles. Hardened and pre- 
cision ground like the finest tailors shears. 


“SNAP-CUT” GRASS SHEARS -No. 3/ 


A popular pressed steel shears. Smooth, easy ond clean 
cutting action. 6 inch blades. New lower, popular price. 


“EZY-CUT” GRASS SHEARS - - No. U9! 


The ovtstonding grass shear value — slightly smaller than 
above at a new low price. 


“SNAP-CUT” ORIGINAL PRUNER No. /1S 


The well known, popular, original anvil pruning shear — 
the easy, clean cutter. 8” overall. 


T MOTE 
DEALER STOCK SELECTION 


' We suggest a “back-up” stock. However 
the dealer may make his own selection 
for stock if » following requirements 
are complied with: 

1. Total Value at Dealer Prices $125.00 
or more. 

2. At least one standard package of 
at least one item of Pruning Shears, 
Grass Shears and Hedge Shears 
must be included. 

3. Quantities of all items must be in 
units of standard packages as given. 

4. No. | Merchandiser must be in- 
cluded. 


SEE YOUR JOBBER 
Free Goods PLUS Extra Profit will be 





“SNAP-CUT” SPECIAL PRUNER- No. 0/9 


A new ocvtstanding anvil action pruning shear, popvler 
price — the season's best pruner valve. 8 overall. 


“SNAP-CUT” LADIES PRUNER - No. [18 


The popular, efficient 6” ladies pruner designed especially 
for the lodies. 


DROP FORGED PRUNER- - - No 1/9) 


A most astounding valve in lowest priced pruner — drop 
forged ond heot treated. 


Vuatily E07, 


ce IRS) 
SLATCAL } 





Seymour Smith & Son, inc., Oakville, Conn. 
Sales Rep.: John H. Grohom & Co., Inc., 105 Ovane St., New York 5, N. Y. 
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America’s Most Dependable Line 
of Quality Products 


SLIPKNOT 


World’s largest selling friction tape. 


SLIPKNOT 
GO) 


FRICTION TAPE 


ranteed to stick 
ry out! 


Slipknot is 


» . Cannot 


AVAILABLE IN ATTRACTIVE 
SELF-SELLING 
COUNTER DISPLAY 


PLYMOUTH PLASTIC 22cZzica/ TAPE 
TOUGHER! FASTER! NEATER! 


16% more dielectric protection. 
Highest resistance to water, oils, 
acids, corrosion and abrasion. 


SPACE SAVING 
MONEY MAKER! 
THIS COLORFUL 
COUNTER DISPLAY 
MEANS VOLUME 


ALSO AVAILABLE IN CONVENIENT 
FIVE PACK (Five 30 ft. rolls) 


PLYMOUTH P Rh 
SPLICING COMPOUND 


Secure for highest voltages. 
Moulds into one solid mass, 
making joints which never sep- 
arate. Without peer in the field 
| of commercial rubber insulat- 
ing tape — recognized by red- 
colored backing. 


STOCK — DISPLAY — SELL THE LINE 
OF pet bl Lanna a anne 6 





OTHER PLYMOUTH 
““SPLICING’’ PROD- 
UCTS ARE ALSO AVAIL. 
ABLE IN VARIOUS 
SIZES AND IN CON- 
VENIENT CONTAINERS 

















AMERICA’S MOST COMPLETE LINE OF 


PLYMOUTH 


GARDEN HOSE 
AND LAWN SPRINKLERS 
NO FINER QUALITY 


100% VINYLITE GUARANTEED 


(C,uaranteed 
for 
12 years 


| 
a 


PLYMOUTH LAWN SPRINKLER 


e Brilliant transparent green 
@ Exclusive “Lay Fiat’ design 
@ Flush-out cap for easy cleaning 


- ae 
PLYMOUTH TRANSPARENT 
© Brilliant red or green 
© Re-attachable brass 

couplings 
© America’s greatest value ‘ 


© Won-rust Perma-grip 
couplings 
© Outstanding value 


ed 


Also Plymouth Featherweight, Worthmore Opaque 





end Worthmore Transperent Gorden Hose. 


AVAILABLE IN EITHER 25-ft. OR 50-ft. LENGTHS 


PLYMOUTH RUBBER COMPANY, Tike 


or agesf 


CANTON, MASS. 


Rubberizers of Cloth in the World 
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17” and 19°. DUO-MASTER 
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Such exclusive 
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MODEL L HAND MOWER 
(Three other models—16" ond 18") 





20” ROCKET DELUXE 
(Also ovoilable in Rope Start ond Hi-Cut Model) 
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Red Taggs 
















» 
G Merchanalsing Tips: 


i 
“Home handymen’” like to work 
with these Cyclone Hardware Products 


It’s far easier to do a good job with top quality materials like Cyclone Insect Wire Screening 
and Cyclone Hardware Cloth. And because “do-it-yourself’’ devotees are quick to recognize 
this, it’s far easier to sell these Cyclone “Red Tag” Hardware Products. 


Here’s what your customers can count on 









IN CYCLONE INSECT WIRE SCREENING 


f 
| 





.. straight wires and even uniform mesh 
.. attractive appearance and durability 


.a complete selection in galvanized, bronze 
and aluminum 


. plus the Improved Multiple Wire Selvage 
that makes a snug, flat fit a sure thing. 


, 


IN CYCLONE HARDWARE CLOTH 














..a woven cloth with a welded selvage that 
makes installation easy 



















. heavy galvanizing for long life 
... Straight and even wire for good looks 
You'll establish your store as headquarters 
for quality when you stock and sell these and 
other Cyclone “Red Tag” Hardware Prod- 
ucts. But maintain the complete line; if your 
inventory is low, order from your jobber today. 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 


WAUKEGAN, ILLINOIS - SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS CYCLONE-ped 707 
HARDWARE PRODUCTS 
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Service 


and 





Quick service 


Combined 





Aware that its business cannot be 100 percent quick service, a Texas 


firm has its branch store set to accommodate all types of customers 


How much quick-service selling can a hardware store do? 

That is a difficult question to answer, but careful attention to layout, 
display of well-rounded stocks to encourage self-selection can mean a high 
percentage of quick-service sales. 

The advantages of such arrangements include increased impulse buy- 
ing, greater sales of related items and lower salary costs and other over- 
head expenses. And turnover can be increased by quick service. 

That is the experience of C & S Hardware in Dallas, Tex., operated by 
J. C. Carter and W. D. Stone in Casa View Village about 15 miles from 
downtown Dallas. 

The new store, opened in September, 1954, supplements a service-type 
hardware store operated by the firm in another Dallas suburb. In less 
than a year the newer store was showing greater volume and net profit 
than the older unit. The new store made a net profit in its first month 
of operation. 

Mr. Stone says, “We set a sales quota to insure us a profit in the first 
year. We did about 25 percent more than our quota in our first full year 
of operation. 

“There is stock in our original store that no customer even sees, and 
I wouldn’t be surprised if there are some items which only the clerk 
that unpacked them has ever seen. To sell merchandise today in com- 
petition with the many other type of stores selling hardware lines, you 
must make it easy for the public to handle and buy. Our store is designed 
with those things in mind. 

“In our newer store we promote quick service as far as the trade 





will permit. The public is not yet 
: educated to waiting on itself in 
Service and quick service combined buying some hardware store lines.” 

The new unit has a 60-ft front 
and is 125 ft deep. There are no 
window ledges, and all aisle and 
center-of-the-store fixtures are low, 
so that a person outside may see 
the length of the store. Brilliant 
lighting at night encourages win- 
dow lookers to become shoppers. 

Storage facilities are in a section 
walled off across the rear of the 
store. 

Mr. Stone says, “We have as 
little overstock as possible, order- 
ing small quantities each day rather 
than buying in quantity with less 
frequency.” 

Messrs. Stone and Carter de- 
signed their own fixtures to con- 
form with their ideas of quick-ser- 
vice selling. 

An outstanding feature of all 
fixtures is the absence of storage 
space beneath display units, all 
useable space being utilized for 
display. 

Island fixtures are 44x16 ft with 
the top display area low enough for 
a person of average height to see 
above. Wall fixtures comprise 





Quick service—customer makes selections from open displays, above, and takes the merchandise in shopping 
art to check-out counter, below, where the purchase is completed by packaging the items and paying the 


total on the register. 
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wooden shelving for the first three 
levels and three glass shelf levels 
on the upper portion. Shelving is 
graduated for greater visibility of 
merchandise, the top shelf being 
six feet from the floor. 

Stock turnover for the entire 
store is slightly higher than four 
times a year with the paint depart- 
ment having a better rate. 

Paints are the best selling major 
line in the store, this department 
occupying display space across haif 
of the rear wall. A feature of that 
section having particular appeal to 
women is a work table about waist 
high across the full length of the 
department. 
spreading 


It provides space for 
out paint and color 
charts, and depositing purchases. 

There are ample push-baskets 
for customers and Mr. Stone finds 
that the firm’s customers are using 
them to a greater degree as they 
become more accustomed to quick- 
service. 

Mr. Stone says, “Our sales peo- 
ple are not on the floor to wait on 
customers, excepting when their 
help is required. No salesman ever 
intrudes upon a customer who is 
browsing. Such intrusion is one of 


Service—W. D. Stone, one of the co-owners, helps customer select paint an 


«a = 3 


Canopied front of hardware and 


shelter for outdoor displays and for window 


the best ways to defeat the quick- 
service idea. 

“People who shop in self-service 
stores do so mainly because they 
like to do their own buying in their 
own leisurely way. To try to push 


“ther 


| . 
“ » 


sTores proviges 


shopping cen ter 


snoppers. 


them into making purchases would 
be to defeat the entire idea.” 

The only time a C & S employee 
approaches a customer on the floor 
is when that a 


(Continued on page 82) 


he sees person is 


uggests reicted /ines. 





Selling bridal gifts 





Store tours promote giftware sales 


Invite prospective brides 
to visit your giftwares 


section as a guide in 


furnishing their new homes 


and you start a chain of sales 


When a bride-to-be thinks about 
the shower and wedding gifts she 
would like to receive, she knows 
that she needs help in making 
selections. 

And that prospective bride will 
welcome an invitation from a 
hardware store to look over its 
household lines, including not 
only the fancier items for her 
dining room, but also utility lines 
such as pots and pans, and other 
culinary equipment. 

When the prospective bride vis- 
its vour store to select merchan- 
dise she will want for her home, 
talk to her about color schemes. 
And note the things in which she 
shows particular interest that vou 
may guide her friends seeking 


either modestly-priced or higher 


quality merchandise. 

That prospective bride will be 
interested in dinnerware, glass- 
ware, electrical housewares, cook- 
ing equipment, lamps, clothes 
hampers, gadgets and even in 


56 


ii. 


Part of the long line-up of islands in the housewares and giftwares 
department. Note the figure of a bridal dol! atop an island featuring 


wedding gift suggestions. 


such utility items as wastebaskets 
and kitchen garbage cans. 

King-Hipskind Co. in Wabash, 
Ind., has long followed this policy 
of inviting prospective brides to 
tour the store. 

Mrs. Hope Leurs, housewares de- 
partment manager, invites brides- 
to-be to visit the store for a con- 
ducted tour of its giftwares, 


housewares and electric house- 


wares sections. 


Gift list for friends 

These tours may take an hour 
or longer. 

Mrs. Leurs says, “These tours 
are worthwhile for the young 
woman and for the store. The 
bride-to-be gets an opportunity to 


make a list of the things we have 
which she would like for her 
home-to-be. We keep that list to 
friends and relatives 
when they visit the store to pur- 
chase gifts. 


show her 


“Her friends are happy to see 
our list of her preferences and her 
receipt of merchandise from our 
store gives her a friendly attitude 
toward our company.” 

What is the best method of con- 
tacting prospective brides as to 
their gift interests? 

Mrs. Leurs is given the names 
and addresses of prospective 
brides by women who have been 
pleased by the selections they re- 
ceived from the hardware store 
when they were brides. And she 
watches local newspapers for an- 
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Mrs. Leurs with a seasonal grouping of wrought iron Kitchen utensils on a perforated canary-colored 


table, chairs and grillwork. 





nouncements of engagements and 
weddings. The prospective bride 
is invited by phone to visit the 
store for a personally conducted 
tour. 

The firm’s housewares depart- 
ment is a 30x85-ft area in which 
good lighting, good housecleaning 
and orderly arrangement are 
given particular attention. 

There are four 5x10-ft islands 
lengthwise in the store, plus open 
display.of such items as wrought 
iron tables and chairs, grillwork, 
flowerstands along one aisle. 
This space is used for seasonal 
items with many impulse sales 
resulting. 

Seasonal! touches are frequently 
used on island displays. For ex- 
ample, last June an attractive 
bride motif was created by the 
use of a doll dressed in white 
bridal gown and veil in the cen- 
ter of a display of wedding gift 
suggestions. 

Distinctive lamps can be sold 
by placing some of them on 
islands, usually one lamp to a fix- 
ture. Fifty lamps of one model 
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were sold as the result of one of line during the past summer sea- 
them being so displayed. son. Brassware, shown on a wall 
A display of kitchen utensils on with plywood background, is ef- 
a canary colored perforated board fective in calling attention to 
panel, and decorated with a chef's these lines. 
head, has proven to be a good At least once in season, Mrs. 
sales builder of that line. Leurs makes a showing of a table 
Wall hangings of place mats, with iron grillwork around it, to 
against a background of matting resemble a garden placement 
helped to increase sales of that (Continued on page 82) 
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Self-service branch 





Front of the 40 x 
70-t+ visual-front 
self - service 
branch unit in 
the new shopping 


center. 


One-Week Opening Pulls 15,000 


30-year old firm establishes second self-service 
store in three years and attracts more 
than one-fourth of city to its grand opening sale 


Harold Johnson, store manager, and Joyce Stilley, housewares man- Johnson Hardware’s_  full-week 

ager at the checkout center in the branch store. opening of its second self-service 
store in Sioux Falls, S. D., attracted 
more than 15,000 visitors, more than 
one-quarter of the city’s 53,000 
population. 

Located in the city’s first shop- 
ping center serving a population of 
17,000 within a radius of one mile, 
the new branch is similar in layout 
to the main store at 2lst and Min- 
nesota Ave. remodeled three years 
ago for quick-service selling. (See 
H.A., Dec. 25, 1952, p. 17.) 

The Argus-Leader, local news- 
paper, carried an eight-page spe- 
cial section of ads and news stories 
to announce opening of the new 
shopping center on the Sunday pre- 
ceding the opening. 
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section which opens next fo the 


A half-page ad offering sou- of the branch store, carried an in- 
venirs and some specials and show- vitation, “Come to Park Ridge 
ing pictures of Mrs. Jeanne John- meet our new baby—another John- 
son, president of the company, and son Self Service hardware to serve 


one of her sons, Harold, manager you.” (Continued on next page) 


ace features tools on gondola type fixtures with perforated metal panels fo 


? Ve 


ncourage browsing, to permit free traftic circulation. 








lumbing deportment is 


pone/s of end of 


Four radio stations and one tele- 
Vision station used saturation spot 
announcements to call attention to 
the grand opening featuring special 
prices on special purchase merchan- 
dise. 


Those registering were partici- 
pants, without the need for pur- 
chases of any kind, in drawings for 
a variety of merchandise. 

The first three days of the open- 
ing, Johnson Hardware depended 


price fags in rac 


upon good prices, the novelty of the 
shopping center and free gifts to 
bring in the crowds. 

On Wednesday evening, Oct. 18, 
a full-page ad in the newspaper had 


ontinued on page 76) 











Showmanship in Business 


Part IV 


oy Zenn Kaufman 


Don't forget the 


Editor's note—This is the fourth part of a series of articles on how 


geailers can put showmanship into their promotions. Showmanshirc 

s the element that make the difference between a good, profitable 
on and a weak, non-productive effort. These articles 

give you many usetul ideas on how to improve your promotions by 


other colorful incidents that stand out 

against the drabness of the past.”” 
That is a quotation from a little 

booklet called “Put on a Good Show,” 


ority on sales promotion and the author of the best selling b 
n Business. The first article in this series 
appeocred in HARDWARE AGE, Aug. 


Don + Tell Me, Let Me Guess. wa: 


in This Corner we nove... 


“History is but the telling of the showmanship 
of the centuries—-David and Goliath, Alexander 
with no more worlds to conquer, Nero and his 
fiddle, Columbus and Isabelle’s jewels, John Smith 
and Pocahontas, Napoleon’s escape from Elba, 
Richard and the Crusades, the cry of the dying 
Lawrence, ‘Don’t give up the ship,’ Wolfe scaling 
the cliffs to the Plains of Abraham, Custer’s 
last stand, Franklin and his kite, and all the 


HARDWARE AGE. NOVEMBER 24, 1955 


published Sept. 


oppeorec VV 


prepared some time ago by Batten, 
sarton, Durstine & Osborn, a large 


C4. rey 
oTrike Up and successful advertising agency. 


The In 1955 that principle still works. 
How many copies of this morning's 
paper could be sold if we took out the 
people? Without Eisenhower, Mickey 
Mantle, Mao or Malenkov? Without 
Pegler, Winchell—or even Skippy? 
What would a newsstand look like, 
without people on magazine covers? What would 
radio be without its Benny, or TV without Lucy? 
Where would Christmas be without Santa Claus”? 
Or the Wild West without its Davy Crockett? 
How could invention be dramatized without 
Edison and Ford? The great events—the great 
discoveries—the great ideas of history all stand 
out as a parade of personalities. 

Every show has a cast. The screen has its 


> 
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Store Manager's Notebook 





stars. Every ball game has a cast of eighteen. 
Every fight has a cast of two. When you turn 
on the radio or TV you listen to, or watch, people. 

Yet, in selling, where we are also putting on 
a show, lots of merchants and salesmen try to 
put on their show without a cast. 

Life and death, as such, are admittedly mat- 
ters of great consequence. Life—the mere fact 
of being actually alive and not either dead or 
artificial—is tremendously popular. Use it in 
your business show. 

Kenneth M. Goode has given us many impor- 
tant axioms of selling, but one of his greatest 
is: “If, for any reason, it is impossible to por- 
tray the product in the hands of a user, remem- 
ber it is far more desirable to portray the user 
alone than the product alone.” 


Santa is old timer in sales cast 


Many of the outstanding merchandising jobs 
of the decade have been put over with tie-ups 
with people. “Call for Philip Morris” has im- 
mortalized Johnny the Bellhop and Philip Mor- 
ris cigarettes. As a matter of fact, Johnny 
achieved so much fame and popularity that the 
hotel industry often wished they’d never let 
him go. Certainly, the New Yorker, where he 
was discovered is sorry. Last year the Hotel 
Sales Managers’ Association gave him a plaque, 
citing him for his role as a symbol of the friend- 
liness so typical of good hotel personnel. 

Captain Eddie Rickenbacker brought a color- 
ful flying personality to Eastern Airlines. And, 
as an extreme instance, Mickey Mouse’s name 
has sold millions of dollars of merchandise for 
thousands of stores—from rubber balls to sweat- 
shirts. Mickey not only nibbled his way into 
the Encyclopedia Britannica, but in the words 
of a Federal judge—‘“pulled a toy train factory 
out of bankruptcy.” 

One of the best known applications in the re- 
tail field is the live Santa Claus in the Christ- 
mas toy window. An oldie, yes, but as good to- 
day as ever. In San Leandro, Calif., Maxwell 
Hardware let children climb into the window 
through a rear door to converse with Santa. A 
loudspeaker carried the conversation to crowds 
out front. 

In Brinkley, Ark., disaster overtook the Gar- 
rett Hardware Store when its Santa became ill. 
Undismayed, owner Garrett Warblow had a 
phone placed by Santa’s bed and told children 
to call Santa “long distance.” We give you one 
guess where Santa advised the children to go 
for toys. 

In Westmoreland, Kansas, Leslie Smity capi- 
talized on the birth of a granddaughter to run 
a “welcome” party. The store gave away samples 
of a new floor wax in the baby’s name, used the 
traffic to clear out a lot of old merchandise. In 
Sleepy Eye, Minn., the Our Own hardware store 
presented an electric clothes dryer to the parents 
of quads. Over five hundred neighbors came out 
to the radio broadcast. 

The Wm. Krueger Co. in Neenah, Wis., builds 


exciting shows around their window. They 
write, “We equipped one of our windows as a 
bedroom and we secured an attractive looking 
model to get into the bed under a new elec- 
tric blanket. We then put a microphone on the 
nightstand beside the bed and connected this to 
a loud speaker on the outside of the store. 

“Periodically the model would describe the 
electric blanket and give its sales features by 
means of the microphone. Spectators filled the 
sidewalk completely and overflowed into the 
street. 

“In an adjacent window we had set up a 
number of Delta power tools. The tools were 
connected and were demonstrated. 

“When the girl in the bed finished her talk 
on the blanket, we switched the loud speaker to 
another microphone in the tool window where 
a man described the operation of the tools. 

“One of the most interesting aspects was to 
see how the attention of the spectators moved 
from one window to the other as the broadcast 
moved from one to the other.” 

Ernst Hardware in Seattle has used live ducks 
to build interest in their store. Bob Donaldson, 
assistant store manager, will tell you that they 
have actually traced slumps in sales to periods 
when the ducks were removed from the window. 

He told HARDWARE AGE that “the sight of 
the small ducks in our window is a remarkable 
drawing card. We judge that nearly everyone 
in this big residential district of more than 
60,000 people has seen these ducks. 


Salesmanship helps sales meetings 


“For almost 18 months, the duck pond has 
been in the window. Several times during that 
period there has been a duck shortage due to our 
unsteady supply from a local breeder. Each time 
this has happened there has been quite some 
comment from the public. When we have had 
no ducks in the window there has been a small 
but noticeable slump in our family trade.” 

This promotion helps liquidate its own cost 
since the store sells the ducks when they grow 
too large for the window tank. 

Sales meetings, too, provide many opportuni- 
ties for putting a cast in your show. Bud Fox 
tells of the way a company in Pittsburgh puts 
a cast in its meetings by reading humorous imag- 
inary telegrams from noted celebrities. 

Mare Connelly once laughingly wrote an epi- 
taph for himself. It read: 


Here Lies the Body 
of 
Marc Connelly 
Who? 


The short cut to fame—and an epitaph of 
which no one will say “Who?” is to ask that ques- 
tion, “Who?” every time you plan an ad, a dis- 
play, or any other important step in your 
business. 

Ask yourself, “Who can I tie this up with?” 
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Toy displays attract 15-time customers 


Entire families frequently shop toy department, some as many as 


15 times a year, displays lead to sales of impulse and related items 


A 30-ft square toy department 
in the basement of Westphal’s in 
Manitowoc, Wis., is a mecca for 
many families seeking toys for 
their own and other households. 

Werner C. Wernicke says that 
it is not unusual for some toy cus- 
tomers to visit that department at 
least 15 times a year. 

The traffic-pulling power of this 
profitable department is such that 
it is not uncommon to see all mem- 
bers of a sizable farm family toy 
shopping at one time. Variety and 
good display are the reasons for 
this traffic. 

The north wall of the 52-weex 
toy department is for displays of 
dolls, soft toys and doll accessor- 
ies. Dolls priced from $2.98 to 
$15.95 are shown in glass front 





‘Continued on page 78) 
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Window displays 





Pre-season windows 


Start early buying 


Many consumers like to delay 
buying for any season’s use to the 
last minute. And that last-minute 
rush causes confusion in a store, 
and all too often customers are un- 
able to get what they want. 

Customer disappointment in such 
instances is reflected by loss of 
trade to other outlets. 


Exterior of the store with its canopied tront showing one large window and smaller units 


Southern store’s scheduling 
helps to more than double 
sales for some of its departments 


How can a hardware dealer over- 
come these conditions? 

One sure-fire method is to tie 
your store promotions in with your 
window displays, and to feature sea- 
sonal lines several months in ad- 
vance of the time customers nor- 
mally start thinking about buying 
them 


Such a plan is used by Holley 
Hardware Co. in Aiken, S. C., op- 
erated by F. L. and S. E. Holley, 
sons of C. L. Holley, who estab- 
lished the business in 1915. 

Until several years ago, says S. E. 
Holley, “We would go through the 
store to pick out items to fill our 
display windows with little thought 


adjoining the three-door 


entrance with merchandise on display plainly seen by foot and automobile traffic. 
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as to how they would look together 
Now we plan our windows, with our 
sales reflecting this change in think- 
ing. 

“The first step is to think what 
our customers will seek two months 
in advance. 

“The second step is to plan each 
display to include only those items 
which go together. 

“Our third step is to place one 
item that is on special sale in the 
large display window. 

“The fourth step is make our 
windows as attractive as possible. 

“At least one window a month is 
devoted to promoting happiness, 
through featuring items that bring 
pleasure to an entire family.” 


Sales planned in advance 


An example of advance planning 
is the showing in February of win- 
dow displays featuring picnic items. 
This idea has helped to start cus- 
tomers planning the purchase of 
picnic supplies early. 

Mr. Holley says, “We find that we 
get far more sales this way than 
when we waited to display picnic 
goods during the picnic season.” 

When fireplace items are featured 
in a display, only those items found 


rr) atesaieatas. 
J ~d . 


around a fireplace are shown in the one such number is stressed in the 
group to keep the customer's mind larger display window. 
on that one part of the home. clals 


In the featuring of special items, 


Such spe 


draw much attention and 


(Continued on next page) 
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bring new customers into the store. 

Specials on display are changed 
once every week to 10 days. 

Mr. Holley says, “This idea is a 
big factor in making customers 
visit us every time they are near 
the store. On these specials, we try 
to pick items customers will find in- 
teresting rather than stressing 
something which is not moving 
well.” 

Special items include clothes bas- 
kets, clothes hampers, pots and 
pans, bowls and dishes and small 
rugs. Prices on these specials are 
reduced to a price a few cents over 
the firm’s cost, usually at a price 
lower than $1. 

Most customers attracted into the 
store by window displays of special 
items make other purchases as well. 

Mass displays are seldom used in 
the windows. Instead, smaller dis- 


plays are featured to enable shop- 
pers to compare items of different 
types and qualities or to actually 
picture the merchandise as it will 
appear in their homes. 

When a kitchen display is fea- 
tured in a window, effort is made to 
show enough dishes in the sink for 
a family of four. If there are pots 
and pans on the stove enough are 
shown to meet the needs of a family 
of four people. 

As to merchandise intended to 
promote happiness, a picnic table 
will be shown late in the winter with 
all the things on and around it 
which can bring pleasure to a 
family. 

In the fall, a fireplace is shown 
with a popcorn popper, coffee pot 
and some kind of game of interest 
to an entire family. 

Hunting outfits, fishing outfits 


and a variety of other sporting 
goods are featured at other times. 

Each window display is tied to 
a department in the store. When a 
window featuring garden supplies 
is used, salesmen throughout the 
store suggest garden items and in- 
vite the customer to visit that de- 
partment. 

When specials are featured in a 
window display, large signs stress 
that item in the department in 
which they may be found. 

Mr. Holley says, “It would be 
difficult to tell exactly the amount 
of business increase our display 
windows have brought us since we 
have used them to feature specific 
departments. We have found them 
to be the eyes of the store. They 
can bring in business if they are 
properly planned. Our sales can 
vouch for this statement.” 





how to get 


Training retail salesmen 


Better salesmanship in your store 





Here is a simple method for improving the selling skills of your store personnel. 
Just put the poster shown on the facing page on a bulletin board in the back of the 
store, in a stock area, or wherever store people will see it frequently. 

This constant reminder of the qualities of good salesmanship will help any seri- 
ous member of your store staff improve his selling. The poster on the facing page is 
the sixth in a series of sales training posters that will appear in HARDWARE AGE. 
These posters were prepared by a hardwareman with extensive experience in the 
training of retail hardware salespeople. Each poster in the series will cover a differ- 
ent selling subject. The technique of presentation will be the same as that used so 
effectively by the armed services during the war to train military personnel in a 
wide variety of subjects. Each poster in this series is full page in size. 

Previously published posters in this series are: “How to go places in hardware 
retailing,” issue of Sept. 1, p. 70; “How do you look this morning,” Sept. 15, p. 108: 


“When you wait on a customer . 


.., sept. 29, p. 157; “Did that last check bounce?” 


Oct. 13, p. 112; “The eyes of the shoplifter are the tip off,” Nov. 10, p. 105. 
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Herdwore Age 
Capsule Counsel 
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Lean Over Backwards 
To Please Your Boss . . The Customer 








Your big job is to please the customer. A good 
salesperson bends over backward to satisfy a 
shopper and earn his good will. 


2 easy ways to please a customer and increase 
your sales: 


1 Let the customer talk. Listen carefully to what he 
says. It will help you serve him better and quicker. 
Relax and be natural. If you're relaxed, your cus- 
tomer will relax. too. It’s easier to sell to a relaxed 
shopper. 

Avoid arguments at all costs. You may win an argu- 
ment, but youll lose the sale. 


Learn your customers names. Use them whenever 

possible; it makes a shopper feel relaxed and willing 

to listen to your suggestions. 

Let the customer think he is doing the choosing. 

Guide him gently by answering questions and mak- 

ing suggestions. Don't try high pressure methods. 
Remember, the customer pays your wages. It 
is very important that you please him. 


Series No. 6 Hardware Age Editorial Feature 
Copyright '955—Hardware Age 
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Attractive displays of 
dinnerware ona 
tablecloth are used 
throughout the year. 


Special Gift Wrap Service 


Builds Volume in I exas 


Attractive gift wrapping has been 
a good sales and profit maker for 
Mr. and Mrs. David O’Brien at 
O’Brien Hardware in Gainesville, 
Texas. 

The O’Briens carry the idea a 
step further. Two gift wrapping 
schools were conducted by the store 
in the fall of 1953. This was an im- 
portant factor in increasing gift- 
ware sales and in the merchandising 
of gift wrap materials. 

Numerous public demonstrations 
of gift wrapping technique have 
been given at the store. 

On buying trips to Dallas Mrs. 
O’Brien attends the gift shows, 
Mrs. Carl Holland of the store staff 
visiting gift wrap material firms to 
study the latest in gift wrap ideas. 
Information obtained on such trips 
is immediately used at the store. 

In addition to special wrappings 
for gifts obtained at the store, the 
firm frequently wraps merchandise 
customers have purchased  else- 
where. 


Gift wrapping schools are held 
in the Community Center, with spe- 
cial store and window displays at 
the store to create further interest. 

Mr. and Mrs. O’Brien have oper- 
ated the store for three years, hav- 
ing acquired a business that had 


ya) o 
'- s reer. yi § 
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Kitchen tools. much in demand for 


angles and levels on this table. 





Leen operated at that site for more 
than 50 years. Complete renovation 
of the store was one of the first 
things undertaken by the present 
owners at the time of their acquisi- 
tion of the business. 


(Continued on page 80) 
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- BIGGER PROFITS 
with DISSTON fast-moving HARDWARE TOOLS ! 


HOME WORKSHOP TOOLS 










METAL-CUTTING TOOLS 


Disston De Luxe Circular Saw Blades. De 


Luxe line of circular saws offers various 


Saw Blades and Frames. 


Disston Durafiex hack saw blades are 





De Luxe Corcular Saw Blades 


sizes of cut-off, rip, and combination 
blades for bench machines—as well as 
planer, flooring, cut-off, and combina- 
tion blades for portable electric hand 





in demand for many metal-cutting jobs 
about the home and farm. They have 
flexible backs, hardened tooth edges— 






















0 all types and sizes wna : cut clean, fast, smooth. Available in 
iat ce ane a High-finish, sharp-tooth De Luxe , various lengths and tooth spacings 
ylades sell faster, satisfy more customers Diets aiees ak es See, 


Disston De Luxe Band Saws. These band saws have teeth easily adjustable 
that stay sharp, last longer ...are big sellers to owners 
of power workshops. Saws are set, sharpened, joined — 


ready for immediate use on all types of machines 


Disston Files. Smooth, casy cutting 
Disston Fast-Cut American Pattern type 
files are available in all shapes, sizes 











Dissten Weod Turning Chisel Set. Set consists of 8 polished “ and cuts Satisfied customers assure 
and ground chisels made of high carbon steel hardened to 7 a —— og eg a Swiss 
: hold keen cutting edge. Excellent for home craftsman Disston Hack Saw Pattern type files for fine detail work. 
; and professional Blades ead Frames 
; GARDEN TOOLS 
: Disston No 112 “ Disston Electric Hedge Trimmer. Light- 


weight, perfectly balanced, easy to use, 
Disston electric hedge trimmer is vibra- 
tion free—has wide appeal for home 
owner and professional 
ing blades cut 
bushes with ease. 


Disston Lawn Rakes? Light, strong, dura- 


Disston Cementing and Plastering Trowels. 
Lightweight, flexible steel blades of 
Disston finishing trowels have correct 
hang, ample knuckle room. Professionals 
prefer Disston trowels 





| le | — AO 





Two reciprocat- 
hedges, shrubs and 


Disston Brick and Pointing Trowels. Cor- 


rectly forged and ground Disston brick ble Disston lawn rakes have ‘‘spring- 
| and pointing trowels make cement- action” back that takes strain off the 
% 
handling easy, fast — popular with teeth, makes raking easier. Popular with 





bricklayers. Blade, post and tang are 


professional gardener and home owner 
made from one piece of Disston steel 


alike. Order D-24A (24 teeth), D-18A (18 
teeth), and the new No. 12 Lawn Pride. 
Disston'’s garden tool line also includes money-making hedge 
shears, grass shears, grass hooks, hand pruners, lopping shears. 


Disston No 338 
Flexolte Plastering Trowel 











pari” 


Countryside C-1 






Dresstoe 0 23 







The new Disston line of eight hand saws is a real profit- new decimal packaging units for easier ordering. Estab- 
maker for you. It includes popularly-priced saws for lished Disston favorites D-7, D-8, D-23, amd D-95 are 
: *“Do-It-Yourselfers,”” saws for the professional carpenter priced from $6.95 to $9.95. Other fast-selling saws for 


and mechanic. The Townsman, Countryside, Rancher, and 
Metropolitan are priced from $2.00 to $4.95—packed in 


special work include Disston’s compass saws, keyhole saws, 
coping saws, nest of saws. 












Order these popular, fast-moving DISSTON TOOLS from your DISSTON HARDWARE WHOLESALER. 
| HENRY DISSTON & SONS, INC., 1154 TACONY, PHILADELPHIA 35, PA., U.S.A. 


Concdion Factory: Toronto 3, Ont. 








DISSTON HAS THE EDGE’ 
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An effective method of highlight- 
ing do-it-yourself tools for home 
carpentry, masonry and electrical 
work is also a good method of 
utilizing otherwise wasted display 
space at Stangels, the retail divi- 
sion of J. J. Stangel Hardware Co. 
in Manitowoc, Wis. 

Four 2x4-ft perforated board 
panels are used on supporting col- 
umns in the display room to give 
the message, “Do-it-yourself and 





Plumbing fixtures are featured on 
this display 2 x 4-ft perforated board 
units mounted on supporting col- 
umns in the store. 

































Overhead space which might other- 
wise go to waste helps sel/ tools for 
the home craftsman. Note repetition 
of theme “Do-it-yourself and save.” 
















Spot panels promote .. . 


Do-It-Yourself sales 


Spot display panels tell customers to “‘do-it-yourself and save’’ and feature 


home tools for varied jobs. Uses otherwise wasted space 


save” to all store visitors. Held on 
the pillars by %-in. metal bands 
the signs are finished in a light 
yellow on both sides. 

Plumbing, carpentry and ma- 
sonry tools are shown on these 
panels as well as some electrical 
supplies for home wiring. 

In addition to their eye-catching 
value they provide the firm with 64 
sq ft of otherwise wasted display 
space. 

Charles Opichka, retail store 
manager, says of these staff-built 
units, “These panels have helped 
us to increase our sales of do-it- 
yourself items. The same merchan- 
dise is displayed on islands, but 
these panels individualize the ar- 
ticles and remind all home me- 
chanics of our stocks of these 
items.” 


identifies departments 


Merchandise featured on these 
panels high above the heads of 
store visitors are also displayed on 
islands directly underneath the 
panels or reasonably close to them. 
Use of the panels has encouraged 
many customers to inquire about 
do-it-yourself projects. 

With some of the local popula- 
tion working shorter hours, with 
less overtime pay, the do-it-your- 
self displays are of increasing in- 
terest to many people in the drea. 

Questions resulting from visitors 
seeing these attractive displays 
sometimes set the stage for the sale 
of power tools. 
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Sell Flat Wrenches QUICK! 


With this Sales-Active New 
Merchandising Idea by 


oo ® NONE BETTER 


oS 
PLASTIC POUCH AND 














Se at 

METAL WALL RACK 
with 5 or 6 Piece Sets of 
DROP FORGED TUFF-TEST 
CARBON STEEL ENGINEER'S 
OR COMBINATION WRENCHES 


w COST- 
ES AGTION 


& 


, / Spur your Tool Sales with low-cost NONE 
~ BETTER Wrench Sets packaged this eye- 
catching new way. Handsome Plastic 


COMPLETE 

KIT INCLUDES 
PLASTIC POUCH, 
METAL WALL RACK 
AND WRENCHES 














































ENGINEER'S WRENCH SETS 
WITH POUCH & WALL RACK 


5 Pc. Sets: Heavy Duty — ane 3/8” to 7/8”. 
Light Duty — openings 5/16” to 3/4”. Polished or 
Unpolished Heads. Std. Pkg. 5. 


6 Pc. Sets: Heavy Duty — openings 3/8” to 1”. 
Light Duty — openings 5/16” to 7/8". Polished or 
Unpolished Heads. Std. Pkg. 5. 


COMBINATION WRENCH SETS 
WITH POUCH & WALL RACK 


5 Pc. Set: Openings 7/16" to 3/4”. Polished Heads. 
Std. Pkg. 5. 


6 Pc. age Openings 3/8” to 3/4”. Polished Heads. 
Std. Pkg. 5 


Make Combination Sales— 


Sell an 11 or 19 piece TUFF-TEST 
Socket Wrench Set every time yow sell a Set of 
TUFF-TEST Flat Wrenches. Metal Rack hooks se- 
curely on front of Socket Wrench container, and 
both hang on wall as shown below. This NONE 
BETTER feature increases Tool Sales for you, 
helps your customer build a useful Tool Dept. 


L ’ 
: 
‘OC 45» ) 
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Pouch puts Tools on display for you, pro- 
vides a durable, handy Kit for your cus- 
tomer. Red enamel Metal Rack hangs on 
workshop or garage wall, puts a complete 
Set of popular NONE BETTER Wrenches 
at his fingertips. Tools are forged carbon 













steel, hardened and tempered for long wear, 
brightly plated against rust and corrosion, 
precision broached and superbly balanced. 
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THE NEW BRITAIN MACHINE CO., NEW BRITAIN, CONN. 
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Personnel Relations In 
An Expanding Economy 





by Earl L. Bramblett 


Personnel Staff 
General Motors Corp. 
Detroit, Mich. 


An address delivered at the 
American Hardware Manufac- 
turers Association annual meet- 
ing Oct. 25 in Atlantic City, 
N. J. 


The year 1955 has become a 
significant one in labor relations 
in the automotive industry. 

It marked the successful con- 
clusion of the first five year con- 
tracts which were pioneered back 
in 1950 and by General Motors. 
These long term agreements made 
a tremendous contribution to prog- 
ress and stability in our business. 

Under these agreements em- 
ployees for the first time could look 
forward to a long period of steady 
employment without the threat of 
strike. Management, too, was able 
to make long term plans. The 
whole economy benefited from these 
long term labor contracts. 

After the principle of the supple- 
mental unemployment benefit plan 
had been conceded by Ford, Gen- 
eral Motors had the choice of going 
along with it or taking a strike. 
We decided at that point there was 
no sense in subjecting our 400,000 
employees, and the employees of 


72 


ee 


... all of our labor contracts 


specifically acknowledge manage- 


ments right to hire, promote, dis- 


charge or discipline for cause... 


our suppliers and dealers, to a use- 
less strike. 

The supplemental unemployment 
benefit plan which the union 
worked out with Ford is exceed- 
ingly complicated and will require 
some time to appraise fully. 

We have made no secret of the 
fact that we do not think much of 
the plan. We in General Motors 
hold earnestly to the view that the 
responsibility for the amount and 
duration of unemployment com- 
pensation benefits rests with the 
legislatures of the various states. 

These guarantees are paid for 
entirely by employers. Neither 
general tax receipts nor contribu- 
tions of employees go toward pay- 
ment of these unemployment bene- 
fits. That is a fact which is not 
generally well known. 

The discussion of a supplemental 
unemployment benefit plan has ob- 
scured some of the important fea- 
tures of our labor agreements. 
Here are some of the basic prin- 
ciples which we have evolved and 
adhered to in dealing with 18 dif- 
ferent unions in the last 18 or 19 
years. 


Management's responsibilities 


First is the principle that man- 
agement’s responsibility for man- 
aging the business must be recog- 
nized and maintained. 

Dr. Leo Oldman once made the 
remark that, “collective bargaining 
is a process by which management’s 
prerogatives are transferred to the 
union.” We are determined that 
that shall not be the case. 

All of our labor contracts specifi- 


by 


cally acknowledge management’s 
right and responsibility to hire, 
promote, discharge or discipline for 
cause, and to maintain the disci- 
pline and efficiency of employees. 

They also recognize manage- 
ment’s sole right and responsibil- 
ity to determine such matters as 
the products to be manufactured, 
location of plants, schedules of pro- 
duction, and methods, processes and 
means of manufacturing. 

The second principle is that there 
must be respect by all parties for 
the orderly procedures laid down in 
the contract. 


Discipline when needed 


Our management organization is 
trained to respect and observe the 
letter of the contract and we insist 
that the union and employees do 
likewise. 

Down through the years we have 
followed a consistent policy of dis- 
ciplining any employee who takes 
part in any violation of the no- 
strike pledge in the contract. Con- 
sequently, lost time due to strikes 
and stoppages in our company is 
the lowest in the heavy goods 
industry. 

For example, in 1954 the lost 
time from such stoppages averaged 
only three minutes per employee for 
the entire year. 

A third basic concept is that 
merit, ability and willingness to 
work must be recognized and the 
employee compensated accordingly, 
both as to wages and the opportu- 
nity to advance in the organiza- 
tion. 

(Continued on next page) 
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COILUMBIAN 


“WORKSHOP” VISE NO. D45 


the new, larger capacity 5-inch jaw vise for farmers, 
home craftsmen and “do-it-yourself” workers 


The Columbian D45, with 5-inch jaw width and 6-inch Completely new . . . every part designed for heavy duty 
jaw opening, is the strongest, most useful, largest-capacity service ... not an adaptation of a smaller vise, it is built 
“Workshop” Vise ever made. to handle extra tough jobs with ease. 


hy 







COMPARE THESE SPECIFICATIONS...WEIGH THESE FEATURES! 





gh 
: 








; ® Heavy-duty, channel steel front jaw beam covers screw, 

EE SIRS Bie = 0G D45 e ra — a jaw anvil and anvil horn. 

Width, In.......... 5 nce ney stare sede yt 
Jaw - : 6 ® Handle balls forged from handle stock. 
cates sates Pains means ® Replaceable malleable iron nut, Acme thread. 
Pipe Capacity, In....... Ye-2'/2 ® Replaceable heat-treated steel jaw faces. 
Approx. Weight, Ibs... .. 38 © “Tri-Grip” permanent pipe jaws. 
Shipping Weight, Ibs. . . . 41 ° svete ty. yon a with slip-handle lock nut. 

) ® Polished jaws and anvil. 

Per Case........ 54 
Vises Per Case | s ® Bright red finish. 
—_—— —_ ® Packed in individual cartons; 





«and 2 other fine “Workshop” Vises! 

















Vise No. D43'% D44 
Jaws Open, in. | 4 5 











Pipe Capacity, In. 


/, Wel The Columbian Vise & Mfg. Co. 
| CLEVELAND 4, OHIO 
































Ve-1% Ya -2 
Approx. Weight, ibs. | 16 27 
Vises, Per Case 6 3 Also manufacturers of Columbian Levels 
Shipping Weight, Ibs. 105 90 
a it — AA..1612 
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PET ... another great 


toolmaker who puts Supreme Chucks 









“up front” to assure finer performance 


nat 
rat ; 



















Portable Electrical Tools (PET) are produced with the sincere | 
intention of giving America’s tool buyers the finest performance 
qualities possible. 

Tool buyers everywhere will do well to follow the leaders and 
specify Supreme on new tools—insist on them for all] replacement 
use. 

An industrial distributor near you can give you the full story 

on extra quality Supreme 
Brand Chucks. 


>> 


MNT 
; t <4 CHUCKS 


YT, 
s 7 





SUPREME PRODUCTS, INC. ° 2222 S$. CALUMET AVE., CHICAGO 16, ILL, 
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We also believe that efficiency of 
employees must be maintained and 
improved through new and better 
ways of doing things. 

Many people asked us about the 
continual rise in wages and the 
many fringe benefits in today’s col- 
lective bargaining. Some ask where 
is this going to end. 

We think that in America we can 
have just about anything we desire 
if we are all willing to work for it. 
In our society, the workers are also 
the customers, the consumers. But 
we need a better understanding of 
the simple truth that to have more 
we must produce more. 


Cooperative attitude helps 


We are happy that there is a 
growing acceptance of that point 
of view. For example, our labor 
agreements for the past seven 
years have expressly acknowledged 
the principle that to produce more 
with the same amount of human 
effort is a desirable social and eco- 
nomic objective. 

Our agreement specifically recog- 
nizes that a continuing improve- 
ment in the standard of living of 
employees depends upon technologi- 
cal progress, better tools, methods, 
processes and equipment, and a co- 
operative attitude on the part of 
all parties in such progress. 

We in General Motors look to 
the future with confidence. Any 
way you collect, analyze and inter- 
pret the facts you can arrive at 
only one conclusion: the next dec- 
ade offers the greatest opportuni- 
ties in our history. 


More prosperity ahead 


More people are employed than 
ever before. Our population is 
growing by leaps and bounds. By 
1962, our population may total 184 
million. Almost 20 million more 
than today. People are earning 
more money than ever before and 
these people are growing up, get- 
ting married, and_ establishing 
more households than ever before. 

As a measure of General Motors’ 
confidence in the future we are cur- 
rently spending $500 million to ex- 
pand our facilities to meet the de- 
mand for our products. This will 








CRESTOLOY 
WRENCHES 





NO FINER WRENCH ANYWHERE 


8 SIZES IN SINGLE & DOUBLE END TYPES 
Number Sue Capacity 


CRESTOLOY Wrenches are forged from a 


special alloy steel permitting thinner, trim- ee 1/2" 
AC18 


mer design with greater strength and less AGII2 


. f ‘ ACII5 1-11/16— 
weight than conventional adjustable ACi18 7 21/16" 


AC 124 2-7/16 


wrenches. Their chrome plate finish is as ae ae a 


durable as it is handsome. Choose CREST- scueaie “Jee © an 


OLOY Wrenches for outstanding per- 
formance in the toughest kind of 


service. Sold by hardware ( CRESCENT TOOLS 
dealers everywhere. : Cive Wings lo Work 


®) 


~_ |  fign of lhe Vb rlisan 


Crescent is ovr trode-mork, registered in the United Stotes ond obrood, for wrenches ond other tools. Sold by leading distributors and retoilers everywhere ond mode only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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Desmond-Simplex 
utility vises have 
all these features 


There's only one vise line 

that gives you these top-quality 
selling features in every vise 

in the line: 

steel channel slide 

enclosed screw 

shoulder-fit jaw inserts 

cut-off tool 

pipe jaws 

one-piece no-pinch handle 


Jaw widths: 3”, 3'/,", 4°, 5” 

for various needs of shop, farm, 
gorage, school, or home. 

On top of all this, 

Desmond gives 

you replaceable 

hardened stee! 

pipe jaw inserts 


in the two large sizes. 


LEADING HARDWARE DEALERS PROMOTE EXTRA VALUES IN 


Desmond-Simplex 


THE DESMOND-STEPHAN MFG. 


co., URBANA, OHIO 


Use handy coupon to obtain facts 
on the new Desmond-Simplex 
Vise Display Deal. 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 
Please send me full details on the new Vise Display Deal. 


Name 





Firm 





Address. 





Se Rs RA EN 


bring to about $3.5 billion our capi- 
tal investment in the United States 
and Canada since the end of World 
War II. This growth and progress 
has meant more good jobs, nearly 
300,000 good new jobs in Genera! 
Motors alone in the last 15 years. 

We believe that given a world at 
peace, sound national policies, and 
a people willing to work for the 
things they want, we can look for- 
ward to a more dynamic and pros- 
pering national economy. That is 
the goal to which we in General 
Motors are dedicated. 





One week opening 


(Continued from page 60) 


a number of specials and offered 
more gifts and further participa- 
tion for free drawings for merchan- 
dise. Four wholesale hardware and 
specialty houses carried congratula- 
tion ads addressed to “Johnson’s 
new baby in Park Ridge shopping 
center.” 

Specials were also obtainable at 
the 21st St. store which registered 
a 50 percent increase above its nor- 
mal daily volume during the six 
days of the grand opening celebra- 
tion. 


rr 


Expands Table Space 


To increase eye-level display space, 
Sterling Hardware in Eagle Grove 
lowa, has added three levels of glass 
shelving on one end of its dinnerware 
and glassware table. An additional 
glass shelf supported on metal up- 
rights has added a fourth level to 
the entire unit. Five display levels 
are provided on one end by the addi- 
tion of three shelves made of glass 
and bin hardware. 
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new Getty display carton 


Here's a brand-new counter display carton that can 
help you sell more casement operators to “do-it- 
yourself” customers. Each carton contains 6 (3 left- 
hand, 3 right-hand) Getty No. 4706-H Replacement 
Operators for metal casement windows. Carton is 
attractively printed in 2 colors. Top folds back present- 
ing a selling message to the customer. 
























can help you sel 


Just a few minutes ts all anyone needs to install these 
Getty metal casement operators. The new Getty Display 
Carton reminds your ‘do-it-yourself’ customers to 
replace worn-out operators themselves—helps you make 
profitable extra sales. Each operator comes packaged 
with complete, easy-to-follow installation instructions. 








re casement operato 


Remember, more Getty Operators are used on casement 
windows today than all other makes combined. The 
Getty No. 4706-H Replacement Operator fits 95°, of 
all metal casements made. It’s easy working, long 
wearing, available in a choice of bronze or aluminum 
lacquer finishes—the perfect low-cost operator for light 
metal casement windows. Ask your hardware whole- 
saler about this profitable new Getty No. 4706-H 
Display Package, or write us direct now. 





H. S. & Co., Inc. 





3348 NORTH 10th STREET - PHILADELPHIA 40, PA. - Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 
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Double Your 
MOUSE TRAP 


WITH THE NEW 


e 


IcCTOR Mouse Traps have 

always been “best sell- 
ers’’—and now they’re twice 
as easy to sell! The new 
Victor 2-Pack is an attrac- 
tive self-service package 
which will increase your unit 
sales and cut down on pil- 
ferage of loose traps. 


@ Stacks Neatly —Hangs Easily 
e Eye-Catching Red, White 


and Black Package 


Complete instructions for simplified bait- 
ing and setting printed right on the 
back of the pockage. 


@ Pre-Priced at 2 Traps for 15¢ 
Order from your wholesaler now. 


ANIMAL TRAP COMPANY 
OF AMERICA 


LITITZ, PA. « PASCAGOULA, MiSS. 


NIAGARA FALLS, CANADA 








Toy Displays Attract Customers 





(Continued from page 63) 


Outdoor playground equipment sel/s wel! as the result of this display. 


wall units. A similar display in 
the adjoining section is for stuffed 
toys. 

A rack of doll costumes is at one 
end of the doll case with many 
customers for this section of the 
department making frequent visits 
to the store to select additions for 
doll wardrobes. 

A strong bid for related sales 
in the doll section includes use of 
an island for showing an extensive 
stock of doll carriages priced up to 
$15. It is not unusual to sell a 
$15 doll to a customer seeking a 
gift for a youngster, and then sup- 
plement that purchase with a doll 
carriage of equal value. 

Mr. Wernicke reports that dolls, 
soft toys, doll buggies and doll 
accessory lines are among the most 
profitable items in the department. 

He says, “They make excellent 
birthday gifts. Once a parent or 
friend of a youngster visits the 
department and sees the wide vari- 
ety of merchandise, they will be- 
come repeat visitors.” 

Juvenile type decorations of ani- 
mals, toys and playthings above 
the wall displays add to the attrac- 


tive appearance of the neatly ar- 
ranged section. 

The center of the toy display 
features gym equipment for young- 
sters. 

Games, trains and train acces- 
sories and wheel goods are good 
lines during the entire year. Beach 
toys are featured in the warm 
months. 

Toy department purchases are 
given special gift wrapping at no 
extra charge with small gift cards 
as an extra service. 





HARDWARE HUMOR 





“Got one a little higher pitched?" 
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reasons why 
buyers choose Warren-Teed picks give the buyer what 


he wants most in a pick . . . 13% longer life and 


increased ‘‘dig-ability.”” The secret’s in 
WA ik - 7 N superior forging and accurate machining from 
tough, high carbon, open hearth steel. 


Buyers spot the outstanding workmanship in 
0 OL Warren-Teed picks instantly. That's why 


you can stock them with confidence and sell them 


with ease. 
ew { KS Write for New Catalog 


WA EED 


trade 


WAR REWN TOOL CORPO RATI 0 N Check your inventory today 


Manufacturers of Warren-Teed and Devil railway track tools Order in Easy to-Stock, 
y-to- : 
General Offices . . . Warren, Ohie Easy-to-Displey 


Colored Cartons 
Export Divisions . . 30 Charch St., New Yeort 7, N. Y. 
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to show 


is to 
SELL... 


modern... 
streamlined 


TRANS-FLO 


NOZZLES 


by 
VLCHEK 


Leak-proof — never a drip. 
Light in weight. 

Comfortably warm to the touch. 
Fully adjustable spray. 


Easily taken apart, cleaned 
and pul together — 


a, 


& a. 


-_ 


~ 
eee 


Durable—Molded of tough h/ 


Tenite Il. Handsome — Me cere 
transparent, green plastic. / ~\ A 
>. 
Shipped in self-serve, sales- 
making counter display 
boxes containing 12 
nozzles. Dealers are 
enthusiastic the way 
these nozzles sell. 
How's your 
stock? 


SHOW ‘EM, 
SELL ‘EM 


eee 
a6 bGSRSSS 0089 O°" 


3001 Best 87th Street 
Cleveland 4, Obie 








Special Gift Wrap Builds Volume in Texas 





(Continued from page 68) 


Low-backed window with shelving permits showing housewares at several 
levels without blocking sidewalk shoppers’ view of interior. 


Quality rather than price mer- 
chandise is stressed in the store, 
particularly in the gift section. 

When wedding dates are known 
the firm calls up the prospective 
bride to suggest a visit to the gift- 
wares departments. If she selects 
a pattern it is registered and a list 
made of the items she wants. This 
list helps the firm to give real ser- 
vice to those seeking gifts for 
brides. 

The bride registry service re- 
sults in many over-the-phone sales 
to people who do not visit the store 
for such purchases. The gift is 
appropriately wrapped, delivered 
to the prospective bride’s home. 
Mrs. O’Brien reports that this ser- 
vice has helped to increase gift- 
wares sales by 25 percent. 

Co-managers of the department 
are Mrs. O’Brien and Mrs. Hol- 
land. They feature open stock 
dinnerware and glassware in me- 
dium price ranges. Woodenware, 
coffee services and a wide range 
of outdoor living equipment are 
also good profit builders for the 
firm. Barbecue equipment is very 
popular, the mild climate of the 
area permitting outdoor eating for 
fully eight months of the year. 


Window displays are changed 


each week to keep gift seekers in- 
terested in the department at all 
times. 

Wide aisles, attractive displays 
help interest many people in mak- 
ing frequent visits to the depart- 
ment just to look around. These 
browsers often buy merchandise 
on impulse. 


Three-Purpose Display 


A miniature white picket fence makes 
an attractive and attention-pulling 
border for a toy table at McVicar 
Hardware Co. in Seattle. It also pre- 
vents youngsters from damaging toys 
with excessive handling and reduces 
pilferage. 
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The wide range of weights, sizes and 
types of CF&I Hex Mesh Nettings 
make them ideal for a wide variety 
of uses. They’re available galvanized 
either before or after weaving; with 
either conventional or reverse-twist 
construction; in all standard heights 
from 12” through 72”, and in wire sizes 
ranging from 14 through 20 gauges. 


FREDDIE, THE 


PETE, THE PLASTER BUG 


there's a CFel Hex Mesh Netting for everybody! 
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But variety tells just part of the story. 
CF&I Hex Mesh Nettings are made 
with extra-strong selvages, are easily 
formed, and give years of weather- 
resistant service. 


For full details on the wide variety of 
styles, widths, meshes and wire sizes 
available, contact your nearest CF&I 
jobber. 


THE COLORADO FUEL AND IRON CORPORATION—Albuquerque - Amarillo - Billings + Boise - Butte - Casper « Denver - E! Paso + Ft. Worth « Houston « Lincoln (Neb ) « Los Angeles 
Oakland + Oklahoma City - Phoenix + Portland « Pueblo « Salt Lake City - San Francisco + Seattle - Spokane + Wichita 


WICKWIRE SPENCER STEEL DIVISION—Atianta - Boston + Buffalo - Chicago - Detroit - New Orleans + New York + Philadelphia 


DONALD, THE 
DO-IT-YOURSELF 
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ives yOu 


more 


0 
move 


tools 





Salesmakers all! Tested and proven profit- 
able by more dealers every year. Step up your 
sales the easy way—with these great Gardex 
merchandising aids! 


No. 7708. 


The “Midget” 
Tool Merchandiser 
that created a 
whole new 
market! 





No. 760. 


Lightweight Tool 
Floor Display. 
Opens a vast, 
untapped market 
for lighter 
weight tools 








No. 960. Greatest development in long 
handied tools. A complete department in a 
few square feet. 


oS 


Finest rack ever 
for a limited 
display. Holds 
twice as many 
tools as the 
ordinary rack. 





No. 772. 


“Midget” Tool 
Perforated 
Hardboard Wall 
Display 
tremendously 
productive in high 
traffic areas. 





S wend 


: - 


“% 
<2 @ NEW PACKAGING! 
“a ' 


“Hang-it" Hooks hold any- 
\ thing with a handle. 2 to a 

\ package to retail at 39c. 
\ No. 940. 





Get complete details from your jobber on all 
Gardex merchandising nelips. Or write direct to: 


GARDEX we. 


501 Nerth Correll Ave., Michigan City 11, Ind. 





Service and quick service 

(Continued from page 55) 
looking for some item which he 
cannot find. 


The employee is instructed to 
walk up to the customer to inquire, 
“Are you finding what you want?” 

If the customer replies that he 
sees what he is seeking, the em- 
ployee smiles, and then walks away. 

The owners of C & S Hardware 
believe that quick-service selling 
in hardware stores can be developed 


to its full possibilities through 
closer cooperation of manufac- 
turers. 


Mr. Stone maintains that, “There 
are many items we handle that can- 
not be sold on a quick-service basis 
because of the manner in which 
they are delivered to us. Manufac- 
turers could remedy this in many 
cases by different packaging. 

“It would pay more manufac- 
turers to give serious study to 
packaging for quick-service hard- 
ware stores. It would increase their 
own business and it would enable 
us to make more profit.” 

Mr. Stone is a veteran commer- 
cial airlines pilot. The two hard- 
ware stores are his retirement base 
when the time comes for him to 
give up commercial flying. Mr. 
Carter is his father-in-law, and 
manages the older store. J. R. 
Johnson is manager of the newer 
unit. Mr. Stone devotes most of 
his off-duty time between the two 
stores. 


Store tours on giftwares 
(Continued from page 57) 

One such table showed artificial 
roses in the grillwork and a bow! 
of potato chips and pretzels for 
customers to nibble. 

The firm gift-wraps all gift- 
wares purchased at the store, 
making no charge for plain wrap- 
pings. If a fancier job is desired, 
a small charge is made to cover 
the cost of materials. Gift-wrap 
materials are also sold in the de- 
partment. 

Well-planned window displays, 
plus occasional newspaper adver- 
tising are aids in reminding the 
public of the department’s mer- 
chandise and services. 
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‘‘No sales laggards in the ’56 line 





of Fairbanks-Morse power mowers’’... says Sally Post 


Get your power mower sales and profits for 56 off to a 
fast start with this great Fairbanks-Morse line. Every 
mower, from riding models to the quiet electric, has what 
it takes to turn prospects into buyers—eye appeal... 
competitive price . . . demonstration appeal ... and 
Fairbanks-Morse guaranteed quality and construction. 


You start with satisfied customers 


The ’56 F-M line enables you to sell your prospect the 
kind of mower he wants—reel or rotary, manual, self- 
propelled or riding types, in cutting widths from 18” to 
24". As a result, every sale starts with the customer 
satisfied with his purchase. 





FAIR BANKS-MORSE 


eC a name worth remembering when you want the best 
MOWERS * 
PUMPS © MOTORS « 





WATER SYSTEMS . 
SCALES 


GENERATING SETS * MAGNETOS 
DIESEL LOCOMOTIVES AND ENGINES 
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Fairbanks-Morse dealers have many advantages 


Liberal discounts 


Co-operative advertising pro- 
gram 


NEW point-of-purchase helps 
Spring dating payment priv- 
ileges 

Fast service from nearby 
branches 


Quality—best in all price 
ranges—associated with the 
name of Fairbanks-Morse for 
more than 125 years 


PLUS national advertising in 
The Saturday Evening Post 
and Progressive Farmer 


Get Facts About Fairbanks-Morse Dealerships Now! 


If you plan to sell power mowers for the first time . . . or 


want to add a quality line... 
salesman will call promptly. 


mail the coupon. An F-M 


Fairbanks, Morse & Co., Dealer Division 


600 S. Michigan Ave., Chicago 5, Il. 


Gentlemen: We are interested in your Power Mower Line and the Spring 
Dating Program. Ask your salesman to call soon. 


Your name 
Firm name 
Address 
City 


State 









NATIONAL EDITION 


OF 


MIRACLE-WOOD FACTS 


MIRAGIERWOOD 














































. . be power-sanded 
. . « that dries 
quickly without 
crumbling . . . does 
not shrink... 
dries flush and is 











































ADVERTISED 


















































MIRACLE-WOOD 

is packed in %, 
Ye, 1, 4, and 8 Ib. 
cans. Special 
Introductory 
@ Display! 






















Write, wire or 


catalog sheet and price list! 









































MANUFACTURING CO.., 


teday for 
Several Sales Territories Available 


NEWTON 


tis 


al 
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NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 














(Continued from page 10) 


Postal Cost Increases Due 
if Congress Passes Bill 


Merchants may be faced with 
higher postage bills next year if 
Congress goes along with a Post 
Office Department proposal to hike 
almost all rates. 

Postmaster General Arthur Sum- 
merfield has White House approval 
to ask Congress for rate increases 
to put the department on a “pay- 
as-you-go” basis. Under the pro- 
posal, first class rates would go up 
from 3¢ to 4¢, third class rates 
(advertising circulars, small cata- 
logs, etc.) would rise by 29 percent, 
and further rate increases would 
come in parcel post and special! ser- 
vices. 

Congress, in an election year, 
however, will not approve rate hikes 
without a bitter fight. 

In addition to the fight expected 
over rate increases, a battle is ap- 
parently shaping up over the ques- 
tion of repealing Public Law 199, 
which restricts the size and weight 
of parcel post between first class 
post offices. Several retail groups 
are prepared to fight for repeal. 
Mr. Summerfield, while he probably 
won't take sides on repeal, does 
want changes in the parcel post law 
to permit more uniformity in its 
administration. 






Dealers Alerted To Double 
Holiday Theft Precautions 


Sneak thieves; shoplifters, purse 
snatchers and pick-pockets, are ex- 
pected to have a banner holiday 
season preying on shoppers and 
stores, the Federal Bureau of In- 
vestigation warns. 

FBI Director J. Edgar Hoover 
reminds merchants that from 
Thanksgiving through Christmas 
last year, shoplifting increased 45 
percent; purse snatching 36 per- 
cent, and 24 percent more pockets 


were picked. The increase in this 
type of crime needs “vigorous, con- 
certed effort’ on the part of loca! 
police, merchants, and civic clubs, 
he says. 

The FBI chief urges merchants 
to give training courses to their 
sales persons under police guidance. 
And he adds that some local plain- 
clothes detectives should be placed 
in uniform during the holiday sea- 
son. Uniforms, Mr. Hoover points 
out, are an “excellent deterrent to 
the would-be criminal.” 


Weather Bureau Says North, 
East Due For Severe Winter 


Northern and eastern states may 
be in for a real “old fashioned hard 
winter,” the U. S. Weather Bureau 
indicates. 

If present unusual patterns in 
the weather-making upper air cur- 
rents continue, Old Man Winter is 
going to deal severely with that 
part of the country, the Weather 
guessers say. 

There is no scientific reason for 
assuming these currents will or will 
not remain unchanged, the Weather 
Bureau says. It’s all up to chance. 
If some other pattern develops, 
then the northern and eastern 
states will get a repetition of the 
comparatively mild winters. 


Half Of Toy Sales Go To 
36 Pct Of Child Population 


Christmas toy sales will amount 
to more than $612 million this year 
for children 2 to 6 years old, toy 
manufacturers say. 

Children in this age bracket rep- 
resent 36 percent of the total child 
population, but they receive some 
144 million toys, or about half of 
all toys sold. Total toy sales for all 
age groups, including fathers, will 
be about $1.2 billion this vear, the 
manufacturers indicate. 

(Resume reading on page 11) 
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This Fall! 
Ads in 63 newspapers 


heip you sell 








l=} Plog ay &-¥-) me f-la eile ls 


Ba? 


When autumn’s cooler weather sends rats and 
mice scurrying indoors, your customers will look 
for a sure-shot, easy-to-use rat bait. 

That’s when you—and those customers — 
will spot Diamonp Black Leaf Ready-Mixed 
Warfarin ads, placed in newspapers soon 
after the temperature drops in your area. 


Easy to Sell! 


People will be asking for Black Leaf Warfarin. 
Be ready for ’em! 

Black Leaf’s ad campaign—largest in our 
history — covers 63 newspapers, 63 big 
markets. Get your share of this annual, fast- 
turnover business! Phone your Black Leaf 
distributor today for Ready-Mixed Warfarin. 


Ready-mixed! No muss! No bait 


station! Rat control is simple 
with D1iamonp Black Leaf Ready- 
Mixed Warfarin. Tell your cus- Lea! 


tomers to cut a 2" hole near the 


der. Diamond 
Black Leaf 


co MPAN Y 


words “Ready-Mixed” on the 


package. Use as bait station with 


CLEVELAND 14, OHIO 


the hole side up. Protect with 


board fastened to wall. 
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CATCH 
SHOPPERS’ EYES 
and their 


DOLLARS 


with 


National 
Linoleum 
Binding 


Colorfully Packaged to Sell 
On Sight 


Just display this convenient, self- 
service carton on your counter 
and see how fast National and 
Columbia Binding moves. Each 
colorful box contains a dozen clear 
“eae packages of %" linoleum 
inding—12 feet long, conven- 
iently poeemes for fastening and 
with the nail supply enclosed. 
Available in brass, aluminum or 
stainless steel. 


It’s good business to sell 


the complete Nationa! line: 


® WEATHERSTRIPPING «+ Thresholds « 
Spring Bronze « Metal and Felt Sweeps 
¢ Door and Window Sets 


& SPECIAL ROLLED MOLDINGS 
*& BINDING AND EDGING 
a 
Order from your jobber today— 


or write us for additional details! 





ATIONAL METAL 
DUCTS COMPANY 


Hardware and allied 
trade events up-to- 
date in each issue of 
Hardware Age 








4 
r 


February 
. 


* > 





Convention Check List 





s aipnavde}?ic 


31-Feb. 2 Pennsylva 
rag Hordwore 








Industrial Supply ic 
21-23. 1956, at Atlantic City. 
tendance 


National Events 


May 
At- 
members. 


Convention, Sponsored by American Supply & 
Machinery Manufacturers Assn.. 


restricted. to W. B. Thomas, Hunter-Thomas As- 
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AMAZING NEW | LAWN| MACHINE 
DOES THE WORK OF TEN MEN! 


Now You Can Sell Many of Your Customers Complete Lawn SERVICE 
Instead of Lawn Supplies—at a Far Greater Net Profit Per Customer! 








-'O you think you’re cashing in on the Traveling about four miles an hour, the maintain a perfect lawn—and then designed 


boom in beautiful tawns? You've barely LAWN-SCAPER automatically mows a machine to do it all automatically. Ba 
scratched the surface! There are literally mulches—aerates— fertilizes—reseeds—rolls sicaily, it is a riding mower-mulcher with 
millions of home owners who yearn for a and controls weeds, crabgrass, mosquitoes, a multi-purpose trailer unit. Built into the 


beautiful “golf green” !awn, but who simply grubs, and insects—ALL AT THE SAME trailer is an adjustable aerator drum with 
haven't got the equipment, the time, or the TIME! It can maintain a velvety green “golf specially designed removable spikes—a lawn 
“know-how” to get professional results— course lawn” with only five service calls per roller--and an automatic metered dispenser 
and who can’t afford the services of a pro- year. A $23.96 “Front Lawn Special.” your and spreader. Clamped atop the trailer ar 
fessional landscape gardener. (And millions full price for all-season care of an average four large fibre cans from which grass seed 
of others who hate the drudgery involved.) front lawn, will bring you more eager custom- and prill-type (pelletized) fertilizer, weed 

Now you can add a profitable new divi- ¢' than you can handle .. . at a profit to amd crabgrass killer, and insecticide flow 
sion to your business—by offering home YOU of $20 per customer! Powerful dealer imto a measuring hopper and then to th 
owners COMPLETE LAWN SERVICE displays will be provided to sell your Lawn whirling spreader. Contents of each drum 
FOR NO MORE THAN THEY MIGHT  scaping service to customers who come into are spread over exactly 50,000 square feet, 
OTHERWISE PAY FOR LAWN SUP. your store ... and youll receive tested pro- regardiess of traveling speed of machine 


PLIES ALONE! motion plans for signing up others. Materials are provided for a_ carefully 
What the LAWN-SCAPER Does — ond Why planned seasonal program— 5-23-23 fertilizer 


The Miracle of ‘‘LAWN-SCAPING"™ 


The revolutionary new scientific develop- 
ment which makes this possible is a new 
all-in-one miracle machine called the 
LAWN-SCAPER. It does for lawns what 


the invention of the combine did for har- 


a re with Dieldrin added in the Spring, three 
The LAWN-SCAPER was invented by a applications of safe non-burning 46-0-0 with 
scientist who spent many years studying ‘ pre-emerge nee weed killer in the Summer, 
exactly what should be done to build and and 5-23-23 plus re-seeding in the Fall. 
















































vesting grain. In a single operation, and 

with a single unskilled driver, it does ail/ FERTILIZES 

the important lawn jobs that previously re- RE-SEEDS Another drum is filled 

quired a number of different machines or Sine: of meee 6 with tiny free-flowing KILLS WEEDS. 

tools ... at the rate of AN ACRE AN drums can carry Pe ply cree CRABGRASS 

oo FMD 50.000 cacare fect ot | | S2rending mechaniam |} Drums also dispense 
With the LAWN-SCAPER, just ONE of 8 a mw Nespas a ae a 

your men can care for 600 average-size lawns 4 drums can flow at 

a year—with results that will have home own- , = nce 

ers for miles around gasping with admiration. 

















Controls Grubs, 
Mosauitoes, insects 
Latest insecticides, 
mixed in with fertil- 
izer. assure benutiful 
lawn, no more mos- 
guito bites 





FULLY PATENTED!— 
no other machine 
in America like it 








ROLLS 


Back roller ievels 























































. = turf, mashes chemi- 
MOWS —_ — Ae Ow ms cal pellets into close 
Fan-like suction of = contact with moist 
a irling blades MOLSNES AERATES | earth and grass. 
hielded fre di iver, Any larger particles of grass Spiked roller aerates without 
a ae ; and leaves are re-cut into fine a ,- 










lifting turf. Can be raised or 
lowered as desired. 


lifts low-flying grasses 


mixture. Makes valuable plant 
for cutting. 


food. 





















| : — 
. ’ 
: ag oo at CORP. OF AMERICA, Dept. 30, ' 
Here is the opportunity you've been boom. This is the kind of opportu. § Ri r on : reg “ee a ene ; 
looking for to expand and diversify nity that occurs only once or twice : Neh me complete Cotalls of your new LaWn-Scaren. | ¢ 
your business. Profits from first year in a decade. So rush coupon now 8 | Name : 
of operation can pay entire cost of ma- for full details—or to get the infor- § | ; 
chines and supplies many times over. mation even faster, wire to : Address : 
But it’s important to act NOW if Cccopersmith, President,  y 36, LAWhe. ; . 
. a a Sak? he eround SCAPE_CORPORATION AMERICA, City State : 
ou want t get in on the groun Suite 2300, 11 West 42nd $¢ York ’ ity tate : 
floor” of this new multi-million dollar 36, w. Y. ° - - 5 icnieriginianittainitatliatins r 
ASSESSES neaananaas" 
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lamp catalog today. 


EXTRA SALES—EXTRA PROFITS 


Are yours with the complete line of Eagle popular priced lamps... 
Pin-up, Bed, Desk, Nite, Piano, Picture. Sewing Machine, Infra Red 
and the famous Magic Booklite. Beautifully designed and finished 
in the latest decorator colors, these fast selling lamps will add to 
your sales volume and increase your profits. Write for complete 





4 7 
NEW BAKELITE MODERN 
PIN-UP LAMP 


“(TS COLORIFIC” 



































A 
















& 
No. 384 oe 





IN BEAUTIFUL DECORATOR COLORS 


Black Base With Ivory Shade 
Grained Walnut ° ivory @ Chartreuse 
Chinese Red ° Forest Green 
+. 
bakelite pin-up lamp on ™ a. 
lastic shade will not melt, — 
trous colors that will no 
ls allows for ee . — 
‘» base has auto 
‘tion. Key slot i ST as 
ic np tne feature. Every part tighten 
oc 


that they will not loosen up. 


























Here is the only 
Break resistant P 
get hot. Bright lus 


Polished brass swive 


















































BUY Eagle With CONFIDENCE 
SELL Eagle With CONFIDENCE 
USE Eagle With CONFIDENCE 


























SOLD THROUGH 
WHOLESALERS 
ONLY 


























EAGLE ELECTRIC MANUFACTURING CO.. INC. 


r ih: vv 
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sociates, 2130 Keith Bldg., Cleve- 
land 15, business manager; the 
National Industrial Distributors’ 
Assn., 1900 Arch St., Philadelphia 
8. Robert C. Fernley, executive sec- 
retary; The Southern Industria! 
Distributors Assn., 712 Volunteer 
Bldg., Atlanta, E. L. Pugh, secre- 
tary-treasurer. 


National Housewares & Home Appli- 
ance Show, July 9-13, 1956, at Con- 
vention Hall, Atlantic City. Spon- 
sored by the National Housewares 
Manufacturers Assn., 1140 Mer- 
chandise Mart, Chicago 54; A. W. 
Buddenberg, executive secretary. 


National Retail] Hardware Assn. Con- 
vention, July 22-26, 1956, at the 
Royal York Hotel, Toronto. Na- 
tional Retail Hardware Assn., 964 
N. Pennsylvania St., Indianapolis 4. 


National Sporting Goods Convention 
and Show, Feb. 5-9, 1956, at Hotel 
Morrison, Chicago. Sponsored by 
the National Sporting Goods Assn.., 
716 N. Rush St., Chicago 11. Ad- 
dress requests for exhibit space to 
Robert J. Youngblood, assistant 
NSGA secretary. 





National Winter Housewares Show, 
Jan. 19-26, at Navy Pier, Chicago. 
Sponsored by National Housewares 
Manufacturers Assn., 1140 Mer- 
chandise Mart, Chicago 54; A. W. 

Buddenberg, executive secretary. 


Regional Events 


Ace Hardware Corp. Annual Conven- 
tion at the Conrad Hilton Hotel, 
Chicago, Jan. 30-Feb. 1, 1956. 
Arthur Krausman, Convention Mgr., 
2355 S. Blue Island Ave., Chicago 8. 


Cotter & Co. Annual Convention and 


Merchandise Show, Feb. 19-21, 1956, 
at company headquarters, 365 E. 
Illinois St., Chicago 11. 


| Eastern Garden Supply Trade Show, 


Feb. 7, 1956, at New York, spon- 
sored by Garden Supply Merchan- 
diser Magazine, 1901 St. Paul St., 
Baltimore 18. 


| Gift Shows: Washington, D. C., Hotel 


Willard, Jan. 8-11, 1956. Chicago, 
LaSalle Hotel and The Palmer 
House, Feb. 5-15, 1956. New York, 
Hotel New Yorker and N. Y. Trade 
Show Blidg., 35th St. & 8th Ave.., 
Feb. 26-March 2, 1956. Boston, Ho- 
tel Statler, March 5-9, 1956. Phila- 
de'phia, Hotel Benjamin Franklin, 
March 18-21, 1956. George F. Little 
Management, 220 Fifth Ave., New 
York 1. 


_ Hibbard, Spencer, Bartlett & Co., 3rd 


Annual Merchandise Convention of 


HARDWARE AGE, NOVEMBER 24, 1955 











you can sell 





can openers 


with this simple 
easy-to-use i 
demonstrator |, Free 


sordine can 
demonstrators 
supplied 

with each 
Westco 66 
shipment. 


Housewares of 
TENITE POLYETHYLENE 


practically sell themselves 


| Tenite Polyethylene adds “sell” to plastic housewares. 
Smooth, lustrous and colorful, housewares made of 

| this durable material catch your customers’ eyes and 
help start the sale for you. 

For example, take the Cushion-eze drain tray molded 
of Tenite Polyethylene by ALLADIN PLAsTICcs, INC., 
Los Angeles 45, Calif. Bright, smooth Tenite helps sell 
the tray in the store; the resilient material keeps selling 

That's because to fry it... is to buy it! This simple demon- | in the home by protecting dishes from nicking and 
strator* on your counter actually invites your customers | breaking. And the wash basin: non-chipping Tenite 
to see for themselves the smooth, silky cutting action made Polyethylene stays smooth, protects fabrics against 
possible by Westco 66's rotating blade snagging. Again, your customers stay sold. 


of Randined tos ae 2 or mom Lam rears Be sure you get all these advantages when buying 
a chance to feel how easily it glides "Guaranteed by © 


Good Housekeeping plastic housewares. Always ask for items molded of 


nd any can, including the hard- rs 

ngs : i - Tenite Polyethylene. You-and your customers — will 
to-open sardine can. Always a best 

seller, the Westco 66 with its new be glad you did. 


demonstrator will pyramid sales higher than ever. Write | EASTMAN CHEMICAL PRODUCTS, INC., Kingsport, Tennessee 
now for complete information. subsidiary of Eastman Kodak Company 


QUALITY PRODUCTS FOR OVER A CENTURY 
3 Sell All the T & S Kitchen Time Severs. 
Boost your profits with sales-building Deluxe 
Superwhirl Die-Cast Beater and Bivewhir! 


a gt Ball-Bearing Beoter. POLYETHYLEN E 


The Turner & Seymour Mfg. Co., Torrington, Conn. | an Eastman plastic 
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Niyers 


THE FULL LINE 











POWER PUMPS 


PROFIT-MAKING EXTRAS 


TOP QUALITY — 


The best materials, expertly worked by experienced men 
with precision machines, guaranteed by a warranty un- 
surpassed in the industry . . . This is the way Myers pro- 
tects your profit and your reputation. 


ADVERTISING — 


Year-around, consistent advertising that moves consum- 
ers to buy. Every month your customers read Myers ads 
on the pages of America’s leading home and farm maga- 
zines. Cash in now on the power of national advertising 
by Myers, a leading advertiser in the industry. 


PROMOTION — 


To make every advertising dollar pay off double for you, 
Myers makes available all the selling tools you can use 
for hard-hitting promotion in your own market. Hitch 
your sales wagon to a national advertising star by taking 
advantage of the displays, ad mats, radio commercials, 
and literature available to Myers dealers year round. 


TRAINING — 


Factory training for you and your men and all you pay is 
transportation! You learn how to sell more Myers prod- 
ucts, and you'll find you sell more of the other items you 
handle, too. It’s a deal you won't want to miss. 








————-—--------—--—------- ~----- 5 





dealer. Send for free literature and 





details of the Myers dealer plan to: 





THEF. €. MYERS & BRO. CO. 
Dept. HA-11, Ashiend, Ohic City 


i 
| 
| Adyar Find out today how you 
| canmake more money as a Myers 
I 
| 
i 


State 
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Auburn and True Value Associate 
Dealers, Jan. 15-18, 1956. Advance 
registration, Jan. 15; also, open 
house. Meetings start Jan. 16. 
Exhibit in company’s warehouse, 
Evanston Ill. 


Home Furnishing Accessories Show, 
Jan. 22-27, 1956, at N. Y. Trade 
Show Bldg., 35th St. & 8th Ave., 
New York. George F. Little Man- 
agement, 220 Fifth Ave. New 
York 1. 


Janney, Semple, Hill & Co. Annual 
Retailers’ Conference, Jan. 9-11, 
1956, at Calhoun Beach Hotel, Min- 
neapolis. 


Lamp Industry Methods & Materials 
Show, April 22-24, 1956, at Hotel 
New Yorker, New York. George F. 
Little Management, 220 Fifth Ave., 
New York 1. 


Lamp Show, Jan. 22-27, 1956, at Hotel 
New Yorker and N. Y. Trade Show 
Bidg., 35th St. & 8th Ave., New 
York. George F. Little Manage- 
ment, 220 Fifth Ave., New York 1. 


Midwest Garden Supply Trade Show, 
Jan. 24-26, 1956, at International 
Amphitheatre Exposition Hall, Chi- 
cago. Sponsored by Garden Supply 
Merchandiser Magazine, 1901 St. 
Paul St., Baltimore 18. 


New England Housewares Show, Feb. 
19-22, 1956, at the Parker House, 
Boston. Exhipit at Parker House 
Hugh R. Rooney, Show Committee 
Chairman, Parker House, Boston 7. 


Our Own Hardware Co., stockholders’ 
meeting and merchandise exhibit, 
Feb. 13-15, 1956, at company’s 
offices, 618 N. 2rd St., Minneapolis. 


Supple-Biddle-Steltz Co., 15th Mer- 
chandise Fair, Feb. 13-16, 1956, at 
3rd & Hunting Park Ave., Phila- 
delphia. 


Winter Market, Western Merchandise 
Mart, Feb. 6-10, 1956, in San Fran- 
cisco. A. Cameron Ball, Gen. Mgr., 
1355 Market St., San Francisco 3. 


State Events 


Alabama Retail Hardware Assn., Feb. 
19-21, 1956, in Montgomery. Show 
and convention in State Coliseum, 
Montgomery. C. F. (Chuck) Giles, 
409 N. 23rd St., Birmingham 3. 


Arkansas Retail Hardware Assn., Feb. 
12-13, 1956. Sessions and exhibit at 
Robinson Auditorium; hotel head- 
quarters, Marion Hotel, Little Rock. 
J. Wayne Tisdale, 908 Rector Bldg.., 
Little Rock. 


California Retail Hardware Assn., 
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Just let your customers see them ! 
...the new BUCH LAWN CARTS 


am — ad 
)s 


new design... extra capacity 
scratch-resistant ‘‘Auto-Finish”’! 


Deluxe Lawn Cart-— 
lawn-mower-type han- 
dies, semi-pneumatic tires 


Keeping lawns clean of 

leaves and trash is no chore 

with the Buch Lawn Cart. 

You can see why! When the 

Buch Lawn Cart is tipped 

forward, the tray lip hugs the 

ground so leaves and trash can be swept right in. Capacity 

of these Bermuda Green and Buff beauties is four cubic feet 

. a full cubic foot more than most competitive carts... 

built bigger yet easier to handle. And a DuPont scratch- 

resistant ““Auto-Finish” keeps the colors and finish bright 

Standard Lawn Cart—light, and smooth! Smooth-rolling bearings on both models... 
inexpensive, yet sturdy. 

wide no-mark tires ... sturdy welded wheels. And they’re 


both rugged, inexpensive and easy to sell! 


NATIONALLY ADVERTISED 


Fe “3 C a Lawn Care Equipment 


IN THE SATURDAY EVENING POST 


| AMERICA’S COMPLETE LINE OF ROLLING LAWN CARE EQUIPMENT 


aN 4 Berne. "en | 3 a / 
= wo | 


y= “O R i at Oy - ay YY 


New Spreeders New Barrows Lown Rollers Aerators Power Edger New Lewn Carts 


Buch Manufacturing Co., Elizabethtown, Pa. 
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Real line leaders—the completely re- 


finest rules... 
and ““Tru-Zero”’ 
black numbers . 


hook, white blade, big 


1208W—$1.19, 
1212W—$1.89, 


Show Em 


And You'll Sell 


HERE’S WHY: 


NEW PRODUCTS 


The popular priced Pacemaker— 

chrome plated cases, white blades. New 
rules with tested Stanley quality in 4 
sizes. AO6W—75¢, AODBW—89¢, ADLOW 
~$1.09 and AOI2ZW —$1.29. 


WULMUUUU UU ryirire 7 
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The BIG rules—white tape %” wide 
designed 1200 series...all new, the for extra rigidity. Double scale—inches 
“Tru-Reading’” mouth on one edge, feet and inches on the other 
“Tru-Reading’”’ mouth and “Tru- 
. double scale tape in Zero” hook ... 3610W, 10 ft.—$2.39 
. sizes. 1206W—98¢, and 3612W, 12 ft.—§$2.89. 

1210W—$1.49 and 


NEW PACKAGES 


Feb. 12-15, 1956, at Fairmount 
Hotel, San Francisco. Kreuger B. 
Jacobson. 262 Western Merchandise 
Mart. 1355 Market St.. San Fran- 
cisco 3. 


Carolinas Hardware Assn., Feb. 21- 
23, 1956. Sessions and exhibit at 
Radio Center; hotel headquarters, 
Hotel Charlotte, Charlotte, N. C. 
D. W. Laws, 118 East Fourth St., 


Charlotte 2. 


Connecticut Hardware Assn., Feb. 8, 
1956, at Bridgeport. Sessions and 
headquarters at Stratfield Hotel, 
Bridgeport. Ned Russell, Harris 
Hardware, Southport, Conn. 


Florida & Georgia Retail Hardware 
Assns., March 4-6, 1956. Joint con- 
vention, show and merchandise ex- 
hibit. Hotel headquarters George 
Washington meee, agente Fla. 
W. W. Howell, P. O. Box 183, Way- 


cross, Ga. 








Illinois Retail Hardware Assn., Feb. 
21-23, 1956, at Sherman Hotel, Chi- 
cago. William F. Ewert, 1194 Mer- 
chandise Mart, Chicago 54. 


Indiana Retail Hardware Assn., Jan. 
24-26, 1956. Sessions and exhibit at 
Murat Temple; hotel headquarters, 
The Sheraton-Lincoln, Indianapolis. 

J. Sheely, 964 N. Pennsylvania 
St., Indianapolis 4. 






Intermountain Assn. Hardware & Im- 
plement Dealers, Jan. 22-24, 1956, 
Exhibit at Elks Club; hotel head- 
quarters, Hotel Boise, Boise, Idaho. 
Leon L. Weeks, 308 Continental 
Bank Bldg., Boise. 
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and useful premium 


NEW PROMOTION 


Stanley is telling 34 million readers of Saturpay Evenine Posr, 
hometown newspapers in end around83 Homes & GarpDENs, 
home towns about these Stanley Rules. 





Each 3600 and 1200 rule comes in its Each Pacemaker comes in its own 
own deluxe Magna-View box, and each 
in its own individual display box. The box with handy magnifying 
deluxe Magna-View box is a handsome .6 Pacemakers are 
. the display tells tell and sell display dim n he re. 
and seliseflectively from counter, island, is product, package 
peg board, wall or window. promotion in one easy-to-show, easy- 


to-buy-from unit. 


BUILDER. 


This is local advertising on a na- 


oneal arale. Give your customers the third look, 


the look that sells .. . 

And that’s only part of it. Millions Rules in your store. Your wholesaler 
get a second look at these rules in Stan- can supply you now. Wri 
ley advertising now running in Tue Tools, 38N Elm St.. New Britain, Conn. 


STANLEY 


The Stanley Works © New Britain, Conn 


TOOLS « ELECTRIC TOOLS « HARDWARE « STEEL « STEEL STRAPPING 


Magna-View box, a re-usable ate 


and point- ‘eltnle 


Tue CARPENTER, 
PracTicaL BuittperR and AMERICAN 






lowa Retail Hardware Assn., Feb. 
7-10, 1956. Exhibit at Veterans Me- 
morial Auditorium; sessions and 
hotel headquarters, Hotel Savery, 
Des Moines. Philip R. Jacobson, 
Mason City. 

(Continued on page 94) 
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Data courtesy The Yale & Towne Manufacturing Company, Stamford, Conn. 
Bags manufactured by U. S. Envelope Company, Springfield, Mass. 


‘‘People used to be lock-unconscious... 


“Stuck away in a drab box, a lock had 
about as much sales appeal as a rock,” 
says Mr. J. L. Sestrom, proprietor of 
Briarcliff Hardware & Appliance Co., 
Briarcliff Manor, N. Y. “Then Yale & 
Towne came up with this polyethylene 
packaging. It helps pop good-looking, 
special-purpose loc ks right in front of 
shoppers eves. Ideas for where-to-use 
pop into heads .. . and hands pop into 

pocketbooks. Now we sell more locks 

and more different kinds of locks.” 
“No wonder we're sold on this type 
of packaging,” says the manufacturer. 


BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation T[q@ 30 East 42nd Street, New York 17, N. Y. 


“It kicks up sales, keeps merchandise 
clean, makes inventory easier for manu- 
facturer and dealer, provides a display 
stopper with plenty of brand identifica- 
tion. And polyethylene is strong enough 
to do the job.” 

No matter what you make or retail: 
the package is the key to bigger busi- 
ness. See that the products you sell get 
a break in film made of Baxe.rre Brand 
Polyethylene. Get the full factual story 
from your packaging supplier. See for 
yourself how it pays you...in more 
business and more profitable sales. 


BAKELITE 


Polyethylene Plastic 


The term Baxexrre and the Trefoil Symbol are registered trade-marks of UCC 
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_ ARRO at DARD _ RRL) Pm» ". ARROR> Kentucky Retail Hardware Assn., 
oi res : — eS Jan. 31-Feb. 2, 1956. Sessions, ex- 
hibit and hotel headquarters, Hotel 


K ky, Louisville. Edward Keiley, 
ASILY_ UY INSTALLED > dl / SONS. tg | Sar"kepae Bags toute = 











Louisiana Retail Hardware Assn., 
March 11-12, 1956, Hotel Roosevelt, 


a . 4 | New Orleans. David O. Mansfield, 

DEPENDABILITY bese oe Se 
; : a aN > ee Michigan Retail Hardware Assn., Feb. 
HOLDING POWER > eo g j 13-15, 1956. Civic Auditorium and 


ae eR Sadi ~— | Hotel Pantlind, Grand Rapids. Har- 
} i ™ | - old W. Schumacher, Michigan Na- 


tional Tower, Lansing 8&. 
| ALITY ~ ae 4 ¢ Minnesota Retail Hardware Assn., 
ROG | | Jan. 24-26, 1956. Exhibit at Munici- 


; pal Auditorium, Minneapolis. C. J. 
SERVICE | a Christopher, 2110 Nicollet Ave. 
rT 1 oo Minneapolis 4. 
foi ol 


FORM 2 | Mississippi Beten maeawate Aan. 
—— et ee 
& DRILLING DEVICES 
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D. O. Mansfield, P. O. Box 1696, 
Jackson 5. 


Missouri Retail Hardware Assn., Feb. 
14-16, 1956, at Hotel Jefferson, St. 
Louis. Harry Scherer, 1189 Arcade 
Bidg., 812 Olive St., St. Louis. 


- 


ARROFIUTE CARBIDE MASONRY DRILL 
— 
on hanasu eieie: bed 
LAG SCREW EXPANSION SHIELD | TWO WING 
SPRING-TYPE 
im, TIT TOGGLE BOLT 
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Mountain States Hardware & Imple- 
ment Assn., Jan. 24-26, 1956. Ses- 
sions and hotel headquarters at Ho- 
tel Cosmopolitan, Denver. Francis 
W. Reich, 1233 Spruce St., Boulder, 
Colo. 

SPRING HEAD 

STEEL TOGGLE BOLT Nebraska Retail Hardware Assn., 
Feb. 14-16, 1956. Exhibit and ses- 

| sions at Omaha Auditorium; hotel 
| headquarters, F ontelle Hotel, Omaha. 

RIVETED HEAD | C. A. McCoy, 325 Insurance Blidg., 

TOGGLE BOLT Lincoln 8. 


‘ a Assn., Feb. 20-22, 1956. Exhibit at 


ne ae es | Hotel Statler and Ist Corps Cadet 
——— Armory; sessions and hotel head- 
quarters, Hotel Statler, Boston. A. 


FOUR-POINT HAND STAR DRILL C. MacHardy, 185 Dartmouth St., 


Boston 16. 


THREE-POINT ORILL POINT 
War Memorial: sessions and hotel 


een headquarters, Hotel Syracuse, Syr- 


FOUR-POINT DRILL POINT | acuse. Nicholas H. Kiley, Hills 


Bidg., Syracuse 2. 
a = North Coast Retail Hardware Assn., 


TWIST DRILL POINT =) | Feb. 5-7, 1956. Exhibit and sessions 


2») | at Masonic Temple; hote!] headquar- 
Ui ters, Heathman Hotels, Portland, 
| Ore. Martin W. Danko, Route 12, 
| Box 109, Fife Sq., Tacoma. 
RUBBERGRIP - 


DRILL POINT HOLDER : : 
MAL-LEAD BOLT ANCHOR ~ | Nerth Dakota Retail Hardware Assn.. 


: : ‘ ; Jan. 17-18, 1956. Sessions and ex- 

See your industrial, hardware or electrical supplier = | hibit at City Auditorium; hotel 

headquarters, The Leland-Parker, 

ARRO EXPANSION BOLT COMPANY Minot. Miss E. J. MeGrann, 54% 
1600 Boone Ave., Marion, Ohio | 
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New England Hardware Dealers 
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New York State Retail Hardware 
Assn., Feb. 13-15, 1956. Exhibit at 
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SELLING 
., the trea 


Lolect-a-Pak 


is the answer! 
















A Complete, Compact Merchandising Program 





Including Popular Assortments, Free Display Boards SLIDE BOX PERMITS 
; CUSTOMERS TO SEE AND 
and Panels and Exclusive Packaging EXAMINE MERCHANDISE 


Stimulate impulse hardware sales with “Select-a-Pak: This exclusive merchandising program includes the 
largest variety of products packaged for quick-service selling... offered by one manufacturer. Saves sales 
clerk’s time...makes sales efforts more profitable. “‘Select-a-Pakaging” also saves valuable display and storage 
space when compared with old-fashioned envelopes. FREE display boards or display panels (your choice 


with each assortment) fit your existing fixtures. See your jobber or write for Catalog-Price List No. 255. 


Originator of “Select-a-Pak”... Leader in Merchandising 





| ‘\} NATIONAL LOCK COMPANY 


Rockford, Illinois © Merchant Sales Division 


’ 7 ’ : = —,- 
o—_> . | Rea | s 
e . cz - <2) _ : “bk é + 
CABINET : SASH FURNITURE SCREWS 
HAROWARE ‘ HAROWARE ‘ x" CASTERS * AND BOLTS 
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Broadway, Fargo. 


Ohio Hardware Assn., Feb. 6-8, 1956. 
Exhibit at Public Auditorium; ses- 
sions and hotel headquarters, Hote! 
Cleveland, Cleveland. John B. Conk- 
lin, 198 So. High St., Columbus 15. 


Oklahoma Hardware & Implement 
Asen., Feb. 21-23, 1956, at Oklahoma 
City. Sessions and exhibit, Munici- 
pal Auditorium; hotel headquar- 
ters, Skirvin Hotel, Oklahoma City. 


Aaron Gritzmaker, 515 Midwest 
Bidg., Oklahoma City. 
Pacific Southwest Hardware Assn., 


Feb. 21-23, 1956. Exhibit at Munici- 
pal Auditorium; sessions and hotel 
headquarters, Wilton Hotel, Long 
teach, Calif. Otto H. Grigg, Room 
1120, 416 W. 8th St., Los Angeles 14. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn., Jan. 31-Feb. 2, 
1956. Sessions and exhibit, Conven- 
tion Hall; hotel headquarters, Ben- 
jamin Franklin Hotel, Philadelphia. 
L. W. Jenness, Room 707, 1616 
Walnut St., Philadelphia 3. 


South Dakota Retail Hardware Assn.. 
April 3-5, 1956. Exhibits at Coli- 
seum; sessions and hotel headquar- 
ters, Cataract Hotel, Sioux Fails. 





BIGGEST FIXTURE 


O. R. Baily, 1300 So. Jefferson Ave., 
Sioux Falls. 


Tennessee Retail Hardware Assn., 
Feb. 19-21, 1956, in Nashville. Ses- 
sions and hotel headquarters, An- 
drew Jackson Hotel, Nashville. 
Morris Jones, P. O. Box 784, Nash- 
ville. 
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| suggest we prepare for the Christ- 
mas rush early this year. Get in your 
ipply of vitamins, nerve tonics and 
eeping pills!’ 


VALUE AT LOWER COST 


HERE ARE THE 


FACTS 
2 








HELLER 


WRITE FOR FOLDER NO. 2-NA 








Texas Hardware & Implement Assn., 
Jan. 29-Feb. 1, 1956. Sessions, ex- 
hibit at hotel headquarters at The 
Statler-Hilton, Dallas. R. M. Souder, 
1108 Gibraltar Life Bldg., Dallas 2. 


Tri-State Hardware & Implement 
Assn., Feb. 13-14, 1956, at Herring 
Hotel. Amarilo, Tex. R. B. Allen, 
1408 4th Ave., Canyon, Tex. 


Virginia Retail Hardware  Assn., 
March 4-6, 1956, at Fort Monroe 
(Old Point Comfort). Exhibit, ses- 
sions and hotel headquarters, The 
Chamberlain, Fort Monroe. G. T. 
Omohundro, Jr., Scottsville, Va. 


Western Retail Implement & Hard- 
ware Assn., Jan. 16-18, 1956. Ses- 
sions and exhibit at Municipal Audi- 
torium; hotel headquarters, Hotel 
President, Kansas City, Mo. W. J. 
Shaw, 3915 Main St., Kansas City 2. 


West Virginia Hardware Assn., Feb. 
12-14, 1956, at Hotel Prichard, 
Huntington. James C. Fielding, 1628 
McClung St., Charleston 1. 


Wisconsin Retail Hardware Assn., 
Feb. 7-9, 1956. Exhibit and sessions 
at Milwaukee Auditorium-Arena; 
hotel headquarters, Hotel Schroeder, 
Milwaukee. H. A. Lewis, Stevens 
Point. 





DELUXE EQUIPMENT 


Complete with display brackets 
and peg panel backs FOR ONLY 


$7 3800 


FOREMOST IN STYLE—BEST QUALITY AND CONSTRUCTION 
EXCEPTIONALLY BEAUTIFUL—EMBODYING THE BEST FEATURES 
DESIGNED TO DISPLAY MORE MERCHANDISE 

FIELD TESTED, APPROVED BY MERCHANDISING EXPERTS 

AS A NUMBER ONE SALES PRODUCER 


W. C. HELLER & CO., MONTPELIER, OHIO 


GIVES You MorE For rourr MONEY 
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remain that way. 

Tenite Polyethylene as used by DAPOL PLASTICS, INC.., 
Worcester 5, Mass., to produce pitchers, coasters, and 
other plastic housewares, uniquely meets this require- 
ment. For Tenite Polyethylene, along with its beauty of 


bd : color, its handsome luster, and its resistance to chip 
National Housewares ping, is also highly resistant to peeling. Surfaces 
. > 
Manufacturers Exhibit 


always remain smooth and sanitary. 
So here is just one more reason why Tenite Polyethy- 
lene will do a better selling job for you. Be sure you get 
all the advantages of this material when buying plastic 
JAN UARY 19-2 6 housewares. Always ask for items molded of Tenite 
Exhibit not open Sunday, Jon. 22 Polyethylene. You—and your customers — will be glad 


B Bienes 


EASTMAN CHEMICAL PRODUCTS, INC., Kingsport, Tennessee 
subsidiary of Eastman Kodak Company 


TENITE 
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NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION POLYETHYLENE 
1140 Merchandise Mert, Chicege 54, Iilinels an Eastman plastic 
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WHAT'S NEW 











®@ For more information on these products and services 
use free post card on page 101. 


(Continued from page 13) 








place mats or serving tray. Two 
patterns are available: Irish linen 
and melody stix, and sizes vary 
from 18x20 in. to 84x20 in. Retail 
prices range from 60¢ to $1. Nesco. 


For more data circle Ne. 8 on postcard, p. 101 


Line of Files 


An expanded line of Red Tang 
files is available for machine shop 
operations, saw filing, die making, 
precision instrument manufacture, 
automotive and aircraft production, 
pattern making, foundries, rail- 
roads and shipyards, garages, auto 
body repairing and for special ap- 
plications. Line includes: American 
pattern files and rasps, American- 
Swiss Swiss pattern files, Vixen 
milled curved-tooth files and hold- 
ers, and rotary files and burrs (high 
speed steel and carbide). Simonds 
Saw and Steel Co. 


For more data circle No. § on postcard, p. 101 


Venetian Blind Kit 


For do-it-yourselfers, the WK 


tape and cord kit contains every- 
thing needed to renew tape and 
cord on an average Venetian blind 
-——two 70 in. lengths of solid ladder 
tape, one 30 ft. length of glazed 
cord, two matching plastic tassels, 





and one cord adjustment device. 
Instructions are printed clearly on 
reverse side of container, which is 
of clear acetate to provide protec- 
tion and visibility to customer pros- 
pects. For display, package can be 
hung on perforated board, stood on 
end or adapted for various counter 
arrangements; container may later 
be used for knitting, or handker- 


chief or odds-and-ends storage. 




























Available in white, duck, red, 
mingled, cream, mulberry, dark 
green, china blue. Suggested retail: 
$1. Weiss & Klau. 


For more data circle No. 10 on postcard, p 101 


Garden Shears Line 


Nine Snap-Cut garden tools for 
pruning and trimming include four 
shears and five pruners; the Snap- 
Cut name has been added to tools 
other than pruners. Line now con- 
sists of these shears: No. 57, grass; 
No. 575, stand-up grass; No. 54-9, 
hedge; and No. 149, lopping. 
Pruners: No. 1312, tree; plus four 
hand pruners—No. 119, 8 in.; No. 
118, 6 in.; No. 319, 8 in.; and No. 
019, 8 in. Seymour Smith & Son, 
Ine. 


For more data circle Ne. 11 on postcard, p. 101 


Power Lawn Mowers 


Two of the 10 models in the 1956 
line of deluxe power lawn mowers 
are self-propelled rotary power 












models, known as Power-Trims, in 
18 and 21 in. cutting widths, de- 
signed for mowing, mulching and 
weedcutting and having Reo 4- 
cycle, 2'14,-hp engines. Other 
models include two Revo-Trims 
(illustrated) and two Spin-Trim 
rotary models; two Royale reel- 
type mowers; and the Trima-Lawn 
and Ride-A-Lawn reel-type mowers 
in 25 in. cutting widths. (This new 
products item originally appeared 
in the Oct. 13, 1955, issue, page 
208, with the wrong photo; it is 
being republished with the correct 
photo.) Reo Div., Motor Wheel 
Corp. 


For more data circle No. 12 on postcard, p. 101 


Rotary Edger, Trimmer 

Featuring a _ self - sharpening 
blade, a rotary edger and trimmer 
is available in three models. Prod- 
uct has sure-grip tire tread — a 
solid rubber tire fitted into wheel 
so that it doesn’t slip or loosen. 
Tool may be operated both forward 
and backward and has a shearing 
action that clips as it rolls along; 
drive wheel tread provides traction 
and power from wheel to cutter 
blade. Edger and trimmer is for 
use in edging walks, curbs and 
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rUR bce FASTENER NEED! 


Continental Produces Over 1,756,000 






Styles and Sizes of Standard Screws Alone! 


Continental offers you a greater selection 
than any other fastener producer 

The vast inventory of fastenings offered 
by Continental is proof that you can always 
count on Continental for every fastener 
need. Whether your demands are for special 
or regular units, you will be assured of the 
best fastener for your job and of fast serv- 
ice, too. 


You will profit by putting this operation 


to work for you. The Continental Screw 
Company’s design engineers and produc- 
tion specialists offer you the benefits of 


over 50 years experience and know-how. 
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Continental Screw Co. 


Manufacturers of Holtite Fastenings 
NEW BEDFORD, MASSACHUSETTS, U. S. A. 









WHAT'S NEW 


® For more information 
on these products and 
services use free post 
card on page 101. 





driveways, trimming borders, and 
for clipping around building, trees 
and fences. Deluxe model (illus- 
trated) retails for $4.95; standard 
model is $3.95, and master model 
is $5.85. Geyer Mfg. Co. 


For more data circle No. 13 on postcard, p. 101 


Hand Scoops 


Two hand scoops of round bot- 
tom design, for easier sack scoop- 
ing, are made of heavy galvanized 





steel with handles rigidly mounted 
to scoop body. The 3 qt. model is 
5%4 in. wide, 354 in. deep at back 
and 9 in. long; 5 qt. model is 6%% in. 
wide, 6% in. deep, and 11% in. 
long. The Oakes Mfg. Co., Inc.., 
Subsidiary of Food Machinery and 
Chemical Corp. 


Fer more data circle No. 14 on postcard, p. 101 


Folding Utility Table 


Redesigned with a marble-finish 
top, satin-black legs and gold ac- 
cents, a new line of Beauty-Fold 
aluminum tables is now available. 
Top has Tuscany marble in Perma- 
Clad finish, slim legs and touches of 
golden brass finish which are also 
on the plastic handle. Table opens 
at the touch of a button to serve & 
persons; folds away quickly for 


storage in car trunk, closet or be- 
hind a door. Guaranteed by Good 
Housekeeping Institute, tables hold 
40 times their own weig' t but are 


portable. Available in two sizes: 
27x60 in. and 30x72 in.; larger 
model serves 10 or 12 persons, and 
is useful for parties, buffets, games, 
homework, indoor hobbies, as well 
as camping, picnics and barbecues. 
All-Luminum Products. 

For more data circle No. 15 on postcard, p. 101 


Electric Dated Clock 
Originally designed for the kitch- 

en, the electric Date 

Calendar Clock tells time, day and 


| MON, MII AUG | 


[23) 





date and has been restyled for use 
around the home, in offices and in 
stores. Clock is offered in metallic 
bronze, antique yellow, flame red, 
ebony and ice white; dial has flat 
gold center, black numerals and 
time markings on white  back- 
ground, and black calendar panel 
with gold windows. Retails for 
$9.95, plus Federal tax. Lux Clock 
Mfg. Co. 

For more data circle No. 16 on postcard, p. 101 


Paint Remover 


Containing no caustics to irri- 
tate hands or blemish fine veneers, 
TM-4 wash-away paint remover 
dissolves paints, shellacs, var- 
nishes, and stains on wood, metal, 
plaster and glass. Once dissolved, 
they can be washed away with 
plain water without sanding or 
scraping. Winfield Brooks Co. 


For more data circle Ne. 17 on postcard, p. 101 


Spinning Lure Kit 


Because lure parts are screw- 
machined, fishermen can change the 
original five spinning lures in the 
Change-A-Lure kit to 1,000 differ- 
ent combinations of color, design 
and weight to fit most fishing con- 






Minder 
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ditions. Kit is packaged in a trans- 
parent plastic box of eight com- 
partments with five lures, two stain- 
less steel leaders, two snap swivels, 
four anti-twist keels and four hook 
guards. Airex Corp. 


For more data circle No. 18 on postcard, p. 101 


Portable Heat Can 


This quart-size Hunter’s Heater 
ean for outdoor portable heat con- 
tains charcoal briquets impregnated 
with methanol to provide warmth 
for hunters and ice fishermen. 
Canned heat is smokeless and odor- 
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less; lasts from three to four hours. 
Item may also be used as a cook 
stove. Kingsford Chemical Co. 


For more data circle No. 19 on postcard, p. 101 


Saw Rudder-Guide 


A rudder feature has been added 
to the Cummins heavy-duty Maxaw 
7800. Called the True Course 
Guide, it is similar to a ship rud- 
der and automaticallly guides saw 
through cuts, keeping saw cut open. 
Guide prevents wood binding and 
permits air passage for constani 
air circulation at blade and wood 
while work progresses. Results in- 
clude reducing wear and tear on 


(Continued on page 104) 
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Please use this P. O. 
Box Address for Quick 
Check Cards Only 











HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more intormation on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service wiil now 
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for which | have circled below. 


set you all the information you need, quickly. 
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Here is Your Quick Check Card 


What it is... How it works 





Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New’ columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card aos appears 
under the individual item description. 








Drop the post card in the mail box. No postage is needed. You will 
quickly receive, tree, complete details on the product from the manufac- 
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turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 





Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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Introducing LARDOSELLS No. 99 
100% MORE TOOL SALES 


appeal for your store 
with this 4-way fixture 


Never before such exciting colors and downright sales appeal 
for putty knives, wall scrapers, point scrapers and speciclty 
items. Colorful CARDOSELLS displayed on the No. 99 Self-Serve 
Shopper Merchandiser offer every merchant an additional floor 
salesman. The No. 99 is a combination 4-way fixture for floor, 
counter, wall or store pillar. CARDOSELL Merchandisers ore 
given at no charge with stocks of CARDOSELLS. 


CARDOSELLS No. 99 SHOPPER 

Retailers may get the complete CARDOSELLS Shopper cat no 
charge with a minimum purchase of $49.50 worth of 
CARDOSELLS. Bwild your own selection to meet your retail 
requirements. 

No. 99 SHOPPER FIXTURE — Complete floor fixture — with 12 
hooks — 5% ft. high — 2 ft. wide — panel size 3 ft. 4 in. high — 
2 ft. wide. 


Shipping Weight — 13% Ibs., without stock. 
CARDOSELLS No. 99T SHOPPER 


This is the top section, without stand, but includes easel for 
counter. This Shopper can also be used on wall or store pillar. 
Retailers may get this Shopper at no charge with a minimum 
purchase of $39.50 worth of CARDOSELLS. Build your own 
selection to meet your retail requirements. 


No. 99T SHOPPER FIXTURE —Top Section only —with 12 
hooks — 3 ft. 4 in. high — 2 ft. wide. 
Shipping Weight — 92 Ibs., without stock. 


WRITE FOR COLORED CATALOG SHEET 
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HYDE MANUFACTURING CO. SOUTHBRIDGE, MASS., 
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WHAT’S NEW 


(Continued from page 100) 





motor and blade, and longer life 
for the saw. The 7% in. blade on 
Model 7800 has cutting capacity of 
8 in. saw. John Oster Mfg. Co. 

For more data circle No. 26 on postcard, p. 101 


1956 Power Mowers 


Four features are included in the 
1956 line of Worcester rotaries: 
Side ejector chute to prevent clump- 
ing or matting; built-in adjustable 
deflector to control discharge of 
clippings; offset wheel to prevent 
scalping; and streamlined adjusta- 
ble handle. All 4-cycle models have 
leaf mulcher at no extra cost. (This 
new products item originally ap- 
peared in the Oct. 13, 1955 issue, 





page 206, with the wrong photo; 
it is herewith republished with the 
correct photo.) Worcester Lawn 
Mower Co., Div. of Savage Arms 
Corp. 

For more data circle No. 21 on postcard, p. 101 


1956 Tackle Box Line 


The 1956 tackle, tool and utility 
box line has been streamlined and 
standardized. The 1200 series in- 
cludes four drawn and seamless 
models, approximately 12 in. long, 
with choice of one, two or three 
cantilever trays; offered in metallic 
green finish, series includes one 
utility box without a tray. Four 
models approximately 15 in. long 
are in the 1500 series, available in 
gray metallic and having drawn 
and seamless construction; one box 
is without a tray, and retail prices 


104 





range from just under $2 to slight- 
ly over $3. Deluxe models are in the 
1600 series, which has drawn and 
seamless boxes and metallic ma- 
hogany finish with brass plated 
hardware and hollow steel suitcase 
handles; retail range is from just 
under $3 to just over $4. The No. 
210 heavy gauge tote box and the 
No. 21-1 tool box are also being 
marketed. The Hamilton Metal 
Products Co. 


For more data circle No. 22 on postcard, p. 161 


One-Gallon Vaporizer 


Usable all night without refilling, 
the Model 1200 one-gallon Electre- 





steem vaporizer gives from 8 to 16 
hours of air humidity. A steady 
steam vapor results after unit is 
plugged in. The medicant cap is 
king-size to hold inhalants. Unit 
has wide-mouth opening to help 
prevent splashing and spilling when 
filling from faucet or bottle. Ap- 
proved by Underwriters’ Labora- 
tories, Inc., the Electresteem cannot 
be over-heated, since it shuts off 
when water level falls below heating 
tube. Base is made of heat-resistant 
black plastic and is cool to touch. 
Vaporizer retails at $7.95. Landers, 
Frary & Clark. 


For more data circle No. 23 on postcard, p. 101 


Dishwashing Unit 


This handle-nozzle type of dish- 
washing unit may be installed by 
the buyer without special knowl- 
edge of plumbing. Dishwasher fits 
most swing-spout faucets and comes 
packaged with installation in- 
structions, parts-adapter kit and 
wrenches. A time-saver, the dish- 
washer’s use requires no dish 
towels, dish rag, scouring pads or 
dish pan since manufacturer sug- 
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gests that dishes and pans be air- 
dried in a drain rack. Lightweight 
handle controls the vacuum device 
which changes flow of water from 
hot suds to clear rinse as it sprays 
out of nylon nozzle. Liquid deter- 
gent is stored right in unit. Retail 
price: $39.95. Gerity-Michigan 
Corp. 


For more data circle No. 24 on postcard, p. 101 


Air Valve Spray Gun 


Featuring standardization of noz- 
zles, tips and needles, for low-cost 
parts replacement, the Model 35 air 
valve spray gun incorporates a pre- 
cision gun head with a super-com- 
fort grip handle. Light in weight 
and balanced for easy handling, gun 
is fitted with a full range of in- 
ternal and external air nozzles. 
Gun head is attached by heavy in- 
ternal screw to the rigid aluminum 
alloy handle and may be easily re- 





placed. External air nozzles are of 
precision-machined brass, and in- 
ternal air nozzles are made of case- 
hardened steel, of which the ground 
fluid tips are also made. Needles 





1955 
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sanitary housewares of 


























THESE SIX 
NUMBERS ARE j 
THE BEST SELLERS TODAY 


Most caulk manufacturers carry VITAL 
guns and load their caulk in VITAL made car- 
tridges. If your local caulk manufacturer does 
not stock the VITAL gun model you want, 
write us direct for folder showing our complete 
line. We manufacture 14 gun models and 30 
different nozzles designed to fulfill every caulk- 
ing need for home or professional use. There is 
a licensed VITAL distributor near you who can 
make immediate delivery. 

Only VITAL manufactures a COM- 
PLETE LINE of top grade caulking equipment. 


I Wlital Products 


MANUFACTURING CO. 








7508 QUINCY AVE. © CLEVELAND 4, OHIO 


Customers prefer colorful, 





TENITE POLYETHYLENE 


Just a stroll through your housewares department will 
convince you (if you don't already agree) that your 
customers do look for bright, easy-to-clean items 



















every time — and that means housewares molded from 
Tenite Polyethylene. 

RONA PLASTIC CorpP., New York 61, N.Y., molds its 
vegetable crispers of Tenite Polyethylene. This is your 
customers assurance that they won't have to worry 
about peeling and chipping...that their crispers will 
retain their luster, pleasant feel and attractiveness 
indefinitely. In turn, this is your assurance of satisfied 
customers—and repeat sales. 

So be sure you get all these advantages when buy- 
ing plastic housewares. Always ask for items molded 
of Tenite Polyethylene. You—and your customers 
will be glad you did. 


EASTMAN CHEMICAL PRODUCTS, INC., Kingsport, Tennessee 
subsidiary of Eastman Kodak Company 


TENITE 


POLYETHYLENE 


an Eastman plastic 








WHAT'S NEW 


® For more information 
on these products and 
services use free post 
card on page 101. 








are in stainless steel; stainless steel 
fluid tiys are available. Sharpe 
Mfg. Co. 


For more data circle No. 25 on postcard, p. 161 


Steel Steak Knife Set 

A six-piece stainless steel steak 
knife set in the Saturn pattern has 
a forged Texas grille-shaped blade 
with an extra wide point and wavy 





scalloped edge for added keenness. 
Steak set is gift boxed and retails 
for $9.95. Robeson Cutlery Co., 
Inc. 


For more data circle No. 26 on postcard, p. 101 


Large Gas Fuel Tank 


A king-size fuel tank in the low- 
pressure automatic-gas field con- 
tains more than 20,000 Btu’s of 
heat. This throw-away tank is 
used on the Prepo torch, a tool for 
laying tile, soldering or whenever 









controlled heat is required. Unit 
is more than twice as large as the 
pint-size fuel tank, still manufac- 
tured and retails for $1.69. Prepo 
Corp. 


For more data circle No. 27 on postcard, p. 101 


30-inch Gas Range 


Designed for flush-to-wall instal- 
lation, the Model M614 30-in. gas 
range has tall splasher back featur- 





titanium 
enamel finish with aluminum top 
cap and trim strip. Two giant and 


ing white porcelain 


two standard Harper Onica top 
burners have automatic lighting 
with built-in filters. Extra-large 
oven has automatic heat control, 
non-tilt aluminized racks with 
safety stops, and a metal oven seal 
at door closure. Drop-door broiler 
has plain door panel and roll-out 
drawer, and there is a choice of 
four broiling heights. Built into 
splasher back is cove lighting which 
illuminates entire cooking surface 
of range. Model has universal 
burners and orifices which are ad- 
justable to any gas. Perfection In- 
dustries, Inc. 


For more data circle No. 28 on postcard, p. 101 


Rotary Power Mowers 


A concave front that permits 
closer front trimming, plus a side 
discharge that can be closed for 
mulching purposes, feature the 1956 
Eversharp rotary power lawn 
mower line, which has been com- 
pletely redesigned. Housing is twu- 
tone, of automotive type, and ma- 
chines are made of reinforced alu- 
minum. Blade is reversible and 
sharpened on both sides. Rotary 
Model 286 has 22-in. cut, 2 or 2% 
hp motor and suggested list price 
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of $105.50; Model 285 has 


19-in. 
cut, 154 hp engine and suggested 


list price of $89.95. Self-propelled 
rotary Model 245: 22-in. cut, 2%4 hp 
engine and suggested list price of 
$129.50. Electric rotary Model 105 
has 18-in. cut, 1/3 hp motor and 
list price of $64.95. Midwest Mower 
Corp. 


For more data circle No. 29 on postcard, p. 101 


Beam Lamp Fixture 


Furnished in gold and black 
with complementing colored cord 
and plug, a Utilite fixture, known 
as No. 4, for sealed beam lamps 
comes with a strong steel wire 
stand which supports lamp, lens- 
holder and colored lens on floor or 
table; it may also be hung on wall 
for down lighting. Socket housing 
is attached to stand with wing 
nuts so that light beam may be 
adjusted to desired angle. Steber 
Mfg. Co. 


For more data circle No. 30 on postcard, p. 101 


Copper-Clad Cookware 


Two copper-clad aluminum uten- 
sils—a 1%4 pt. saucepan and a 7-in. 
skillet-—have been added to the line. 
Formed of permanently-bonded cop- 
per and aluminum Alcoplate metal, 
equipped with 


items are rustic 
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If you are interested in power mower 
profits consider this fact... . 


rTPYODAY, more than half of the 

rotary power mower buyers choose the 
mower with a 2-cycle engine. Are you 
getting your share of those customers? 


You are missing half your 
potential profits unless you are 
displaying 2-cycle power mowers. 
Frankly, the trend is to 2-cycle . .. In the 
1955 season alone over 1,000,000 2-cycle 
rotary power mowers are being sold. 

If you are not getting your share of this 
business, doesn’t it make sense to take 
a closer look at the 2-cycle market? 
















Better than 60% of - seary eu coe mnatep more power mone WHY more and more power mower buyers prefer 
ower mowers ore s-cycie. oFi the modern 2- e 
pron , POWER PRODUCTS Lightweight mowers with the modern 2-cycle POWER PRODUCTS 
. aces engine. engine. 


© There is no messy oil changing or checking 
® They ore 40% lighter to push 

© They ore easier to start 

® They ore styled for modern living 


POWER PRODUCTS 











More then 1 ovt of 3 rotery mowers core 
powered by the modern POWER PRODUCTS 
2-cycle engine 











2011% WORTH 127TH STREET 
GRAFTON, WISCONSIN 














HARDWARE AGE, NOVEMBER 24, 1955 






STARRING ‘0927 '" the 


home 
> mos! interesting 
naron » 


smi terowor Beye 


rofitable hardware line! 
profi 


tithi, Ga Jus f yy, 9 one 
. (a ae 


= 


your most 





















Tif jsp 
StI] E 


abinet 


-B diling C 
asfes how!” 


n s 
res you ca 


y J ry, ‘ y . 
A. 5 
Dr sags >" 


- 


“FREE 


$3.50 Value Display Board 
with Americana Deal 













Show your customers you have it with this 
clever stand-up display board, complete 
with New Americana hardware. 
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Americana Knob ZIlb—H% 8B" Americana 


} Semi-Concealed Hinge 


#32%—%" “T" Americana 
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Hinge ! Rubber Roller Catch 


U. S. Pot. 22660464 


NEW AMERICANA 
is handsome, 
hammered steel 
hardware, finished 
in “Stor-Brite” 
Black, Antique, 
Copper or 

Brushed Brass. 





=394—Americana Hammered Pui! 
=395—Americana Hammered Pull! 






























SEND FOR COMPLETE CATALOG TODAY! 


STAR METAL PRODUCTS — 


Street Brookly® 








370 Butler 





Sold through wholesalers only 


» CORT 
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hardwood handles and hanging 
rings. Copper bottoms give heat 
distribution for more even cooking, 
and also meet homemakers’ demand 
for copper in the kitchen. Saucepan, 
for soups, sauces, vegetables and 
cereals, retails for $2.50; skillet 
(illustrated) retails at $2.75. Items 
are offered in individual boxes or 
packaged as a set. The Everedy Co. 


For more data circle No. 31 on postcard, p. 101 


Stapler Desk Set 


In gold and black, the Swingline 
stapler desk set is offered in a 
transparent package which con- 
tains gold-plated desk stapler, 5,000 


Speedpoint staples, and a black and 
gold Staple-X-Tractor. Called the 
Golden Executive set, it is pre- 
sented as a gift idea. Speed Prod- 
ucts Co., Inc. 


For more data circle No. 32 on postcard, p. 101 


Adjustable Clamps 

With frames designed for extra 
strength, these adjustable “C”’ 
clamps (Style No. 14) are offered 
in 10 sizes ranging from 1 through 
8 in. capacities, including 1% and 
2% in. designs. Priced low to sell! 
in volume, clamps are described in 
literature available upon request. 
Adjustable Clamp Co. 


For more data circle No. 33 on postcard, p. 10! 


Women's Wrist Watch 


A golden color case, silvered 
metal dial with applied numerals, 
small second hand and black suede 
leather strap are features of a 
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small Sentinel women’s wrist 
watch, which has jeweled, shock- 
resistant movement and anti-mag- 
netic temperature compensating 
hairspring. Watch, which has small 
second hand, is in Deal No. 199 
which includes display and four 
watches individually  gift-boxed. 
Guaranteed for a full year. Retail 
cost is $27.20. The E. Ingraham 
Co. 


For more data circle No. 34 on postcard, p. 101 












































Pull-Push Tape Rules 

Available in four sizes, the Pace- 
maker line (bottom, in photo) of 
pull-push steel tape rules feature 
telephone dial-type numbers on 
baked white enamel finish. Prices 
range from 75é¢ for the 6 ft size to 


$1.29 for 12 ft rules. The 1200 and Same Kinds and Sizes of Fasteners used in Today's 
3610W rules, newly redesigned, Appliances, Autos, etc. 
feature the Tru-Reading mouth BRIGHT ZINC PLATED - FOR METAL OR WOOD 


which exposes tape markings on 
both sides of the reading indicators, 
and the Tru-Zero hook which auto- 
matically compensates for its own 


49 SIZES ° Phillips Round Head Machine Screws, nuts attached 
Phillips Round Head Self-Tapping Screws 
Carriage Bolts, nuts attached 


thickness in making inside or out- Stove Bolts, Round and Flat Heads, nuts attached 
side measurements. Cases are die- Machine Bolts, Square Head, nuts attached 
Price Stn kers Set your own pr . A ( omplete 


Counter Department (28° x 28"x 14" Metal Case 
A Natural for the “ Do-It-Yourself"’ trade 





SERVICE FROM 


3 CENTERS BUFFALO BOLT CO. 
Division of Buffalo-Eclipse Corp 
WESTERN OFFICE HA 1 Oliver Street 


North Tonawanda, N . Y 


Chicago 4, Illinois 

HArrison 7-2179 Please send me the Handy-Way descriptive brochure. 
EASTERN OFFICE Name Title 

New York 7, N. Y. Company 

REctor 2-1888 





Street 
CENTRAL OFFICE 

(ay State 
No. Tonawanda, N. Y. 
Buffalo — JAckson 2400 Wholesaler Retailer 
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There’s profit for you in 


ANCHOR BRAND 
BARNYARD HARDWARE 


No. 1 Curry Comb 
Duplex (Patented), 
Sheet Steel, 
Leather Handle 











No. 15 Curry Comb 
Circular Pattern 
(reversible), 
Soring Steel, 

Red Enameled 
Wood Handie 


No. 0540 
Curry Comb 
Eight Bars, 
Closed Back, 
Stee! Comb 
and Shank, 
Red Enameled 
Wood Handie 


Livestock owners in your area — 
farmers, ranchers, breeders, stable 
owners — know and prefer famous 
Anchor Brand harness, saddlery, 
and grooming hardware. And you 
can meet all requirements from 
this one complete line. Ask your 
jobber —or write direct — for 
full information. 


NORTH JUDD 


Manufacturing Company 
New Britein 





Connecticut 


New York * Boston * Philodelphica e Atlanta 
Buficio * Detroit * Chicago * St. Lovis 
Delles * los Angeles * Son Froncisco 








WHAT’S NEW 





® For more information 
on these products and 
services use free post 
card on page 101. 


cast, chrome-finished. The 1200 line 
is offered in four sizes, with the 6 
ft length at 98¢ and the 12 ft size 
at $1.89; 3610W rules are 10 and 
12 ft, priced at $2.39 and $2.89, re- 
spectively. White blades of all rules 
are coated with tough plastic. 
Stanley Tools Div., The Stanley 
W orks. 


For more data circle No. 35 on posteard, p. 161 


Texture Paint 


with brush or roller 
coater, 3-D one-coat interior tex- 
ture paint may be textured with 
sponge, brush or whisk broom. For 
old and new home decoration, this 
product plasters and paints in one 
coat, covers hairline plaster cracks, 
prepared wallboard seams, ma- 
sonry and other interior surfaces. 
Paint is available in white and can 
be tinted with Kem tinting colors 
to produce wide range of modern 
decorator colors. Dries to tough, 
washable finish in about an hour. 
The Lowe Brothers Co. 


For more data circle No. 36 on postcard, p. 161 


Applied 


Curtain Rod 


Deluxe Coronet curtain rod has 
been added to the extension tra- 
verse line. Rod incorporates the 
Duotrax principle wherein right 
and left sides ride separate tracks 
in the same rod; mechanism actu- 
ally has two tracks, to eliminate 
sticking or jamming because rods 
need not cross a double thickness 
of metal. New rod’s extensions 
range from 28 to 150 in. Eastern 
Venetian Blind Co. 


For more data circle Ne. 37 on postcard, p. 10! 


Aluminum Ladders 


Flat-Pack aluminum ladders re- 


quire about 1/7 the space of con- 
ventional ladders for storage and 











Ladders are 


shipping. 
enough so that the 2, 3 and 4 ft 
sizes may be shipped parcel post. 


compact 


Ladders’ moving parts are pre- 
riveted for easier assembling by 
purchaser; features include Saf-t- 
tred steps and non-skid rubber feet. 
Available in 7 sizes—2, 3, 4, 5, 6, 
8 and 10 ft—ladders are individu- 
ally packaged and unconditionally 
guaranteed against manufacturing 
defects. 
tries Corp. 


Coronet Aluminum Indus- 


For more data circle No. 38 on postcard, p. 161 


Trough Waterers 


A line of Kleen-Ezy trough 
waterers is available to serve every 
size of bird from day-old chicks to 
full-grown hens and turkeys. Water- 
ers are adjustable, as birds grow; 
and no tools are needed. Heavy 
gage galvanized steel troughs may 
be lifted from the non-tip end- 
stands for quick cleaning and with- 
out disconnecting valve from water 
supply; troughs slope upward at 
ends to make cleaning. easier. 
Trough waterers are available in 4 
ft and 8 ft trough lengths with 
gravity-type valve, or 8 ft trough 
length with float-type valve. Valves 
operate on pressures up to 55 Ib. 
H. D. Hudson Mfg. Co. 


For more data circle No. 39 on postcard, p. 161 


ice Skate Sharpener 

For hollow-grinding ice skates, 
the Model 200 Peerless ice skate 
sharpener uses two free-swinging 
arms and grinds parallel to skate 
runner. Grinding wheel and motor 
free-swinging 
arm which is, in turn, supported 
by a second free-swinging arm; 
two pivot points permit grind- 


are mounted on a 


ing wheel to follow contour of skate 
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CEARLSON BIG CHIEF 


No. 3312 
with 12 foot blade 3%” wide 


With 10-second Blade Change... 

easy to read jet block numerals on 

snow white blode surface... Built-in 
Avtomotic Broke... Easy action 

Swing Tip...centralized Coil Control... 
Graducted in 1é6ths. Weighs only 
5% oz. in 2” chrome plated case. 















144 inches of QUALITY 
steel tape rule 3/,” Wide White Blade 
with stud marks every 16” 


Sure to inflvence customers and stimulate 
sales, the new 12 foot BIG CHIEF 

with the wider 34” white blade is the 
new star in the CARLSON line 

of quality steel tape rules. 








BY THE ORIGINATORS 
OF THE WIDE BLADE RULE 


new BIG CHIEF now... 


Give your customers the easy 
convenience they need when making 
those “high, hard ones." Make a bid 

for more business with the BIG CHIEF. 

Order from your Jobber today! 















PRODUCED UNDER PATENTS 2089209, 2510939, 
2629180 AND PAT. PENDING 


CARLSON & SULLIVAN, INC.* MONROVIA, CALIFORNIA 





Catch ‘em at Christmas 


with the Hey Ceezlidy 


TACKLEMASTER 







the only TACKLE BOX Big Enough for All the Tackle! 


We're ready for a real bonanza of Christmas gift sales with 

: the newest and biggest of all My Buddy Tackle Boxes—the great 
My Buddy Tacklemaster. You'll really be able to clinch a lot of 
gift purchases with the Tacklemaster. Look for the Tacklemaster 
ads which will appear in the pre-Christmas issves 
of TRUE, SPORTS AFIELD, and HOLIDAY. 


Get ready right now for a record Christmas 
season. Order enough My Buddy TACKLE- 
MASTERS so you'll have enough to go around. 
WRITE, WIRE OR PHONE YOUR ORDER TODAY! 


FALLS CITY DIVISION 





STRATTON & TERSTEGGE CO., INC., 
P.O. BOX 1859, LOUISVILLE, KY. 
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Modern shoppers go for 
housewares of 


TENITE POLYETHYLENE 


Housewares made of Tenite Polyethylene fairly shout 
“modern” from every inch of their surface. Attractive 







and inviting on your counter, crisp and handsome in 





your customers homes, these bright items are de- 





















manded by modern shoppers everywhere. 

Tenite Polyethylene helps you satisfy this demand. 
| For example, there are the wastebaskets made by 
| PLAS-TEX CorP., Los Angeles 64, Calif. Tenite Polyethy- 
lene helps them keep their showroom appearance... 
retain their luster...resist peeling and chipping...and 
maintain their clean look with just an occasional wash- 
ing. All of which adds up to satisfied customers and 
repeat sales for you! 

Be sure you get all these advantages when buying 
plastic housewares. Always ask for items molded of 
Tenite Polyethylene. You— and your customers — will be 
glad you did. 


EASTMAN CHEMICAL PRODUCTS, INC., Kingsport, Tennessee 
subsidiary of Eastman Kodak Company 


 TENITE 


| POLYETHYLENE 


| an Eastman plastic 








ing for rinsing nor the placing of 
we ae A sg = A od ae < | hands in water. Cellulose mop head 

‘per ss may be quickly screwed onto 
handle, and angle of mop head to 
handle permits use on ledges, in 
corners and over windows. Mops 
are guaranteed for five years. Han- 
cock Corp. 





blade while traveling along exact 
centerline of blade. This method 
leaves parallel grinding marks 
which require no hand honing or 
breaking-in by skater. Sharpener 
is available in four different op- 
tions. The Fate-Root-Heath Co. a Chain Saw Line 


For more data circle No. 40 on postcard, p. 161 


For more data circle No. 42 on postcard, p. 101 


Power-designed and in a wide 

range of prices, a line of seven 

Rust Inhibitor Paint products of the corrosion, making gasoline-powered 
them ineffective as agents of 
further rust formation. Permit: 


chain saws has 
cast-aluminum construction and 
num paint, Rust-Blok, is an inhibi- Paint Div., Aluminum Industries ee Speraten. Bote ened 
tive primer and a Bakelite Pai ne, ” drive and geared models are 7 new 
aluminum finish combined in one ica data circle No. 41 on postcard, p. 101 ae anc reg powered by a-cycle 
paint, which was developed and _— He gasoline engines. Two saws are 
tested in cooperation with Alumi- : provided for the occasional user, 
num Co. of America. Paint uses industrial Mop three for moderate duty on farms 
the new anti-rust, Celestite SR, and Model No. 2600 automatic mop and in woodlots, and two are heavy- 
an aluminum pigment compounded has been added to the industrial duty models for professional users. 
with a waterproof phenolic resin, line and features duPont cellulose SpeeDemon Special direct - drive 
processed in tung and linseed oils. mop head in giant size. This com- and Eager Beaver gear-drive mod- 
Rust-Block does repainting job in mercial-sized mop has mop head els are for occasional cutting; each 
one coat after removal of rust 34%x11 in., a two-piece metal and model comes with either 16 or 19 
scale; no special surface prepara- hardwood handle with metal in. bar and chain, and both saws 
tion is necessary. Paint’s active chromeplated, and a self-squeezing cut vertically and _ horizontally. 
rust inhibitor combines with by- handle that does not require bend- Medium-use models are: all-posi- 


A one-coat rust inhibitor alumi- 





ARE YOU HAVING 
MERCHANDISING 2 
PROBLEMS? 


INCREASE STORE SALES AREA WITH M & D 
GONDOLA ISLANDS WITHOUT INCREASING 
THE SIZE OF YOUR STORE. 


This outstanding island-type merchandiser incor- 
porates the ultimate in flexibility. Shelves are 
adjustable vertically and bins can be made up 
in increments of '/2", and all bin clips lock into 
the perforated metal without the necessity of 
using screw or nail hold-down. 

This is just one of the many types of gondola 
units manufectured by M & D. Let us plan and 
completely fixturize your store. Ask for one of 
our sales representatives to call at your con- 
venience. 


Above unit complete with glass ond clips—$!60.00 F.0.8. Plant 
imensions—3" Wide, 6 Long, 50° High 

















pS Sees oe M & D DISPLAY COMPAN 
by the lorgest whole- 
sale houses and hard- ® 502 SOUTH GREEN ST.. CAMBRIDGE CITY, INDIANA 


iati 
were emoctetens © 715 SOUTH PALM AVENUE, ALHAMBRA, CALIFORNIA 
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MORE AND MORE DEALERS 
ARE FINDING OUT THAT 






The Profit Package! 

















1. DEPENDABLE QUALITY 
2. GENEROUS MARKUPS 

3. REASONABLE RETAIL PRICES 

STRONG NATIONAL ADVERTISING 


Quality famous for over a century keeps 
customers coming back for other Tree 
Brand item:. Add BOKER’S generous mark- 
ups, reasonable retail prices and strong 
SATURDAY EVENING POST ads and you 
have sure profits! Talk to your jobber today 
about Tree Brand! 





16-piece starter set 19.95 
BROOKPARK 


non-breaking dinnerware fashioned of melmac® 
in new turquoise and white, pink and black, | 
chartreuse, emerald, burgundy and pearl gray. STEAM SET 


An it@m women go for 


wants. Handsome to \oo@ at :; 
t razgr sharp, hollow-groundbiades. 








“SUBURBAN” TABLEWARE SET 


Handsome, practical 24-piece Tabieware 
set. Genuine Pakkawood handies, stain and 
burn resistant. Choice of Dox or pilasti 
Carrying case; slight difference in price. 


4 appearing in the A 


SATURDAY EVENING POST 

















“} 
CARVING SETS ™ 


i, Sev quickly because they look 
their quality! Highest quality 
stee Genuine tag Nandcies 
curved to fit the hand 















0 sell on sight at 
a ood pr fit! Wide var ety 


Christmas sales! of sizes. Quality all the way 











Novernber 26 issue \ 
a Family Gill Center | 
: Sell them ongb, and you'll never 
4 i STAR! and fine odks a patterns to 
Suit every — 
CATALOG ON REQUEST. 
A 
Cleveland 9, Ohio 
: | Wa, re UTILERY se" 
b Recognized 
a H. BOKER & CO., INC. 
- yaiue Established ah 


tie in! ALSO BOKER WCLIERS, 
it's the easy way to wrap up extra ann wet ut 
International Molded Plastics, Inc. sae gph erm ) 
POS eGo 
101 Duane St. Mew York 7, W.Y. 





ee a ll ee SE OF MLS, ide ES hes 95-4 Pe 
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794 SOUTH STREET 






THE TRADE MARK . . 


Trade Marks are a protection to the pur- 
chaser and the user. A trade mark is an assur- 
ance of quality in the product it covers. 


The FLETCHER trade mark is your guarantee 
of dependable uniform performance when you 
use FLETCHER Glass Cutters. Look for it on 
every carton and the name FLETCHER on every 
cutter. 


For more than 50 years this name has been 
"synchronized" with glass cutters and has be- 
come a by-word in many of the largest glass 
This distinction has been well earned 
by constant improvements in keeping with 
changing conditions affecting the process of 


factories. 


glass cutting. 


THE PRODUCT 


THE FLETCHER- TERRY CO. 


FORESTVILLE, CONN. 
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WHAT’S NEW 


® For more information 
on these products and 
services use free post 
card on page 101. 








tion SpeeDemon Deluxe, the Busy 
Beaver, and the Custom Pro, which 
have full power in all positions; 
each has a pump-diaphragm-type 
carburetor allowing all-position cut- 
ting, weigh around 27 Ib and have 
4 hp (except SpeeDemon Deluxe, 
which has 3% hp). Professional 
models for daily use are the direct- 
drive Big Timber SpeeDemon, with 
5 hp and weighing 27 lb, anc the 
gear-driven Big Timber Pro, with 
5% hp and 29 lb weight; three sizes 
of bar and chain assembly—16, 19 
and 24 in.—are available with this 
SpeeDemon and a fourth size, 30 
in., can be supplied with the Pro. 
For the Busy Beaver, Custom Pr» 
or Big Timber Pro models, a 15-in. 
bow-saw attachment is available. 
Strunk Equipment Co. 











For more data circle No. 43 on postcard, p. 101 





Hedge, Lopping Shears 
Three items have been added to 
the Rocket tool line: No. AT85 


( 
\ 













hedge shears, No. Al03 heavy duty 
lopper, and No. A105 citrus lopper 
Tools feature tubular steel chrome- 
plated handles and rubber fiber no- 
slip grips which absorb. shocks. 
Hedge shears (illustrated) have 
extra shock-absorbing rubber 
bumper. Blades are heat-treated, 
mirror-polished. Hedge shears are 
22 in. long, have 8% in. blades and 





















Mr. NUTS 'N BOLTS says... 


Get a firmer grip on SALES 
with GRIPSO 


Special feature TOOLS 


For 
if 


ading tools, it 
lves, winching 
it, hoisting op- 


her uses. 


TOOLS 


Multi-Duty PLIERS 
Amazing new 3-piece eS 
design multiplies hand © . 
power 10 times. 4 posi- 

tion parallel jaws give 

non-slip grip on nuts, 

bolts, anything—in hard 

to reach places. 


Trigger-Matic 


Sheer mechanical magic! 
Locks on with 1 ton grip, 
releases instantly, gently 
with touch of the finger. 
Five tools in one. De- 
signed to do more work 
easier and faster for the 
home craftsman. ail 


Gripso-Matic PIPE WRENCH 


A flick of the wrist, a tap 
of the hand—pipe turns in- SS 
stantly, perfectly. Stream- 
lined—lightweight, works 
twice as fast as other pipe 
wrenches. A brute for 
strength. 


Though originally designed as 
PIPE 


Manufactured*by Thread-Ezy 


_ Subsidiary of The Toledo Pipe Threading 
1445 Summit Street, Toledo 4, Ohio. 


is a powerful portable power drive 
will greatly reduce manual labor. Weighs only 26 


nds. Rugged construction, sturdy reversible ‘2 H.P. 


. operating augers, cranking operations. The 
WORLDS FINEST 


A real profit potential because it handles so 


: Opening and closing large vi 
ions, pulling wire through condu 


list all of them. 
ans of power to operate pipe thre 


LIGHT * VERSATILE * TIMESAVING 


ghly desirable unit for many o 


ears the familiar “TOLEDO” label, you know it’s 


ependable product. 


a hi 
any jobs easily. Send for full details. Remember 
g. Ca 


\ 


Here's anew tool that’s so chock full of uses it is diffi- 
Machine Company, 


opera 
I 
‘ 
if 


PIPE THREADERS + PIPE WRENCHES - PIPE MACHINES 


BUILDERS OF THE 


All tools guaranteed 4 


See your dealer or write H. R. BASFORD CO. 
Dept. HA-I1, 235-15th St., Sen Francisco, Calif. 


aumeand 


New Power..New Features 


ALL NEW 


THREADED PIPE 


POWER PIPE THREADER 





THE NEW OSTER | NO. 552 


Pipe-Master 


PORTABLE PIPE MACHINES 


PORT-A-PONY 





TOLE DO No. 68 


FREE BOOKLET 
CONTAINS All 
THE FACTS! 








Send for your copy today! 
THE MANUFACTURING CO. 


Main Office and Factory 
Box 4326-9 . Cleveland 32, Ohic 
New York Factory Branch Sales and Service, 25-36 Jackson Ave., Long island City 1, N.Y. 


Builders of Cost Reducing Threading Equipment Since 1893 


(NEW). 
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WHAT'S NEW 


gy 2% lb; A103 lopper is 27%; 
. long, weighs 2% lb; and A105 

sia is 26 in. long, weighs 2% Ib. 

Items are packed four per carton. 

True Temper Corp. 

For more data circle No. 44 on postcard, p. 191 


Carbide-Tipped Biades 
This long-wearing carbide-tipped 
power saw blade is designed for 
home, farm, industrial or construc- 
tion use. Blade cuts all woods, 
asbestos, cement boards, any abra- 

















ROWE. [ ELL Ade | 4 


Rowe'l-Ezy “Rocket.” 
Close coupled sidewalk 
edger. Designed and 
built to the same high 
standards of quality 
and workmanship that 
go into all Rowe’l-Ezy 






sive materials, Bakelite, corkboard, 


copper, fiber board, magnesium, 
Masonite, Sheetrock, Micarta or 
Formica on plywood, plastics, roof- 
ing and siding and thin veneers. 
Available in 6, 7 and 8-in. sizes. 
Mall Tool Co. 

For more data circle No. 45 on posteard, p. 101 


Key-in-Knob Lockset 


This key-in-knob addition to the 
K-Z-Set line of locksets has three 





assembled units which fit together 
with two screws and needs only 
two quickly-drilled holes for instal- 
lation. Model 500 has double thru- 
bolt construction, one-piece knobs 
(2% in. diameter) with concealed 






snap-on screw roses and plain or 
deadlocking latch bolts. A 5-in. 
long bracket of one-piece construc- 
tion (with no linkage or extensions ) 
is available where installation of 
large escutcheons is desired. Na- 
tional Hardware Corp. 


For more data circle Neo. 46 on postcard, p. 161 


Bakelite Pin-Up Lamp 

Offered in Chinese red, ivory, 
grained walnut, chartreuse, forest 
green and black base with ivory 
shade, the Bakelite pin-up lamp is 
made of break-resistant plastic that 
does not burn, melt or get hot. 
Lamp may be cleaned with a damp 
cloth. Polished brass swivel per- 
mits movement of shade to any de- 
sired position, and key slot in base 
of lamp has slide feature to make 
an automatic lock mounting so that 
lamp cannot fall when properly 
hung. Individually boxed, lamps 
are furnished with 6 ft. cord and 
turn knob socket and have sug- 
gested retail price of $2.49. Eagle 
Electric Mfg. Co., Ine. 


For more data circle No. 47 on postcard, p. 101 


(Resume reading on page 13) 





America 5 Favorite 


Rowe'l-Ezy “Deluxe” 
with offset driving wheel 
is the finest edger of its 
type. Its versatility and 
ease of operation has 
made this edger the 
choice of home owners 
and professional gar- 
deners everywhere — 















} 


/ €é. 
(AMM tt C7 gourd fl ee ers 


ky 
A 
F 





Rowe'l-Ezy “Super.” 
The ultimate of all 
edgers. Does all edging 
and trimming jobs so 
effortlessly, almost 
operates itself. The dual 


wheels give maximum 
















products. Features a 
new Rowe’'l-Ezy shear- 
ing action; cuts either 

forward or in reverse. 































cuts, trims, borders and 
edges anywhere grass 
grows; cuts either 
i forward or in reverse. 


traction and stability. 


Cuts either forward or 





\ in reverse. 




















Model 50 | / if Model 95 Model >« 
$395 LIST ip 49S LIST 59> LIST 
Packed 6/Certon : ) Packed 6/Corton Packed 6/Carton 
Shipping wt. 18 lbs. Aol | Shipping wt. 22 Ibs. 









All edgers hove full 48° 
hordies ond ore guaran- 
teed agoins! defective 
moterai and workmanship 


CASH IN ON ROWE'L-EZY POPULARITY 


ADVERTISED if 


mes 2 Garden; Rimmei 
Home, Flowe ican 


ORDER HOW FROM YOUR JOBBER lor Gardening, coger’ a 


Rowe Tool Company, Box 3185, Glendale 1, California 
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FBULL’S EYE BILL brings 
| dealers some TN 


O\ ai 






? 








INC. , / 
Ber Boll hinge’ 


FOR SALES... WITH H&R's 
ata Of GIFTWORTHY GUNS 


the industry $ 
; | mon . P and 
yt the middie samen tn tals 









| 





t witho 





| Signifies quality . . 


precision manufacturing... 
| questionable perform- 





fi 
rege cope m 4 ware 
fastest turnover. Prepaid shipments fro ial tl 
am Atianta, Georgia; St. Paul, 
locations: 





Texas; 90" Francisco, Calif. 






igest offered 


Gun D 
with the Gient “ee 


st warehouse. 






INCREASE PROFITS 
deciers from neare 
Edition, Retoils a? 






di rect to 
poge Ann iwersary 











. fastest-handling 12 or 16 gauge bolt 
action tubulor repeater. Nine different 
degrees of choke with Vari-Choke. Mulino Sighting Dome 
assures top accuracy. Monte Carlo stock, recoil pad, fluted comb, semi- 
eas Cs SE GR. 2. « dk. i.e dnc 4c che whe 6b6abeee4 $35.95 


NEW 28-GAUGE 28° BARREL “TOPPER”................. $24.95 
Also in 12 ga. with 30° ,and 32° bbls; 16, 20 and .410 with 28” bbl.; 

ee OE Ce en dn 5 ee eet s gba au dies $24.95 
“TOPPER DE LUXE” chrome frame, black stock and fore-end. 


F NEW! 410 ga. with 28" bbl. 


.. $27.95 











LARGE-GRIP GUARDSMAN .32 


it's the Model 632 with new, 
large “Cling Fast” grips as on 
H&R's Model 922. Solid frame .32 cal. 
revolver with 4” bbl. Also available with smoll 
ee CR ee OE kiceceddcweovccs $32.75 


"SPORTSMAN" 9-SHOT .22..........-+45: $49.75 
MODEL 922 9-SHOT .22 4° and 6" BARREL... $28.75 
922 BANTAMWEIGHT 2'2" BARREL........ $28.75 


and H&R’S TOP VALUE .22 RIFLES 





“PIONEER,” Mode! 750. Compore 
... there's no better bolt action 
single shot! Features include Bull's Eye Broach Rifling, self 
cocking, side thumb safety, Americon walnut stock . . 

AND exclusive “Fivid-Feed” loading platform............ «- $17. 95 


“PLAINSMAN™ Model 865. Bolt action 5-shot box magazine .22 re- 
peater. Reload and shoot in seconds with the positive magazine ejector. 
Balanced just right . . . smooth action $25.95 


een eeveeeeneeeneeneneeeee. © 


HARRINGTON & RICHARDSON, INC. 


Where U. S. Mi Garand Rifles are Made 
378 Pork Avenwe, Worcester 10, Massachusetts, U. S. A. 
Canedian Plant and Sales Office: H.AR. Arms Co., Ud., 
Montreal 23, P. O.. 









INC. 
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...the greatest name in 
power lawn mowers 


Why? Because COOPER has 
been building power lawn 
mowing equipment since 1926 

. built them better than all 
others! The name COOPER 
. outstand- 
ing engineering design 













ance on America’s 
finest lawns! 


pe 7 
















from 18” to 65” . 

pers”, 

Edgers and Trimmers.. 
perials” from 27°’ 


STAY SOLD. 


Write or 
and 
about 


complete 
the 


COMING 


The New 


SOON: 








2 2 
. 4 
aie | 
- 


When you sell COOPER mowers, you're 
selling a complete line of power mowing 
equipment! Whether your customer 
owns a 60’ lot or a country estate, 
there is a COOPER mower to meet his 
lawn mowing needs. There are sizes 
. reel type “Klip- 
rotary type "Cyclo- Mo's” 
.and big “Im- 
to 65” 
riding sulkies! There is more 
profit in COOPER mowers. 
COOPER mowers sell fast and 


wire for literature 
information 
big COOPER 
power mower line TODAY! 


‘Cyclo-Mo” Rotary! 
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MARSHALLTOWN, 


co. 
787-789 South First Avenue 
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utensils, remove paint, or even to 
sand wood. Accessories for the 
Model 420 mixer include: lamb’s 
wool polishing bonnet, three fine 
sanding discs, an adapter shaft, 
and a rubber backing pad. Attach- 
ments may be put in place quickly 


after beaters are removed. Home- 
maker's kit retails at $3, with 
mixer priced at $19.95 in white, 
pink, aqua or yellow ($21.95 in 
chrome, $22.95 in copper). John 
Oster Mfg. Co. 

For more data circle No. 48 on postcard, p. 101 


Yule Package Cover 


In addition to new designs, door 
knockers now have Christmas 
covers that can be slipped on gift 
boxes for holiday season display. 
Twelve designs and variety of fin- 
ishes, including two-tone, are avail- 
able in the solid forged brass door 
knocker line. Baldwin Mfg. Corp. 


For more data circle No. 49 on postcard, p. 101 


. 
Escutcheon Displays 
Two decorator-designed display 
mounts 
frame 


Picture- 
have been introduced to 


-Colorslide and 


help merchandise the new lock es- 
cutcheon designs on counters, in 
windows or at local trade and home 
shows. Of Philippine mahogany 
and clear Plexiglass, the Colorslide 
display is furnished with six cards 
painted on both sides with modern 
door color combinations, plus one 
piece of solid mahogany back- 
ground, for a total of 13 door color 
combinations for lock backgrounds. 
Unit is complete with stand-up 
easel and measures 14%4 in. high 
and 12% in. wide. The Picture- 
frame mount (illustrated) is pro- 
duced of wood and Masonite with a 


(Continued on page 120) 


Dependable Everyday Utility Tools! 


Warwood Bars are staple tools 


WARWOOD 
WORKMANSHIP 
MAKES THE 
DIFFERENCE 


TOOLS FOR 


GENERAL CONSTRUCTION 
AGRICULTURE and GARDENING 
MINING ond INDUSTRY 
RAILROAD TRACK MAINTENANCE 


for rough use. New developments 
in forging methods make Warwood 
bars stronger, more durable and 
longer lasting. Attractively finished, 
these tools will meet the most ex- 
acting requirements for everyday 
rugged service. For the best in 
bars and other forged tools, 
always buy Warwood ... it’s your 


guocrontee of customer satisfaction. 


ne 
SINCE 1854 


ae 
WARWOOD TOOL COMPANY + Wheeling, W. Va. “2 
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He used to score POINTS... 
and NOW he scores PROFITS! 


...With Draper-Maynard 
BASKETBALLS 


How many years ago? Twenty — twenty-five? 
Way back then this merchant was scoring baskets 
from the middle of the floor. Today he's scoring 
profits from the floor of his store with the same 
D&M Basketballs and other D&M Equipment! 

For over 100 years Draper-Maynard has been 
a sales leader in hardware stores, because it 
features modern, top quality products in every 
price range — gives you something to sell 
everybody. 

So, although many moons have passed since 
you last scored a basket, D&M equipment is still 
around making it easy for you to “handle” 
basketballs at the counter where every shot is 
good for extra profits! See the D&M catalog 
for the complete line of leather and “Plylon” 
rubber-covered basketballs. Ask your 
wholesaler or write direct. 


Sports Equipment 
Cincinnati 32, Ohio 
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TO HELP YOU SELL 








® For more information 

on these products and 

services use free post 
card on page 101. 


metal collapsible easel and hanger. 
Mount has four color combinations. 
For slight additional cost, the Pic- 
tureframe may be had in any two 
custom colors as specified. Unit 
measures 14% in. high and 12% 
in. wide. Schlage Lock Co. 


For more data circle No. 56 on postcard, p. 161 


Brush Cleaner Offer 


With every order for the Chim- 
ney Sweep assortment—assortment 
is one case of powder or one case 
of liquid—two cans of Process 33 
paint brush cleaner are included 
free. Cleaner in pint cans retails 
for 69¢. Chimney Sweep is avail- 
able in liquid for oil or kerosene 
units, and in powder for coal and 
wood units. Each free offer as- 
sortment has a display set in color, 
one for Chimney Sweep and one for 









re, 


all doors lead to 
greater profits with 


DURA/Lex’ 


Durable aluminum base, flexible viny| i 
arch provide positive sealing . . . hugs : 
floor and door... the reason why 
DURAflex wins customers, influ- 

ences your customers as no , 
other threshold can! 
Every door needs 


Process 33. (This is a corrected 
new products announcement, to cor- 
rect any erroneous impression that 
may have been given in an earlier 
announcement on page 174 of Sept. 
15, 1955, issue. ) 
Co. 


For more data circle No. 51 on postcard. p. 161 


Roofing-Rolls Carton 


To permit merchandising on 
showroom floors, corrugated alumi- 


G. N. Coughlan 








num roofing in rolls and in pro- 
tective-display 
available. 


cartons are now 


Printed in orange and 





black, cartons are in 28 and 48 in. 
heights to carry corrugated alumi- 
num in four sizes—28 in. wide by 
50 ft. long, 28 in. wide by 100 ft. 
long, 48 in. wide by 50 ft., and 48 
in. by 100 ft. Material is offered 
in both mill finish or embossed. 
Cartons may be angle cut at top to 
expose rolled aluminum for dis- 
play; appropriate copy, including 
installation instructions and sug- 
gested applications, is printed on 
sides. Easy identification of marked 
cartons speeds selection and han- 
dling. Quaker State Metals Co. 


For more data circle No. 52 on postcard, p. 101 


Camping Products Folder 
Fourteen sleeping bag models, 
air mattresses, tents and toboggan 
cushions are included in the 1956 
line, described with complete infor- 
mation and illustrations in a four- 
page folder, which is 84x11 in. and 
in full color. Price list also avail- 
able. The American Pad & Tezx- 
file Co. 
For more data circle No. 53 on postcard, p. 101 


(Resume reading on page 13) 











DURAflex! 


cg ag or 
a nee 


bo tt a Nata , a / 


This 






Here's greater profits... 


faster sales! 


colorful, eye-catching DURAfiex floor 


display will move thresholds faster than 
you ve ever seen them move before! Write 
today for full information on how you can 
get this profit-maker free! 


3275 
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a: DURA//ex co. 


NW. 37th 


STREET MIAMI! FLORIDA 













LOOK FOR 


DIAMALLOY 


The Demand for 


 DIAMALLOY 
WRENCHES 


is Based on 
Superior 
Pertormance 


Here’s Why... 






1. Manufactured from 
finest alloy steel 
available. 






2. Machined to close 
tolerances — ad- 
just easily and 


firmly. 


Hardened and 
toughened by 
latest heat treating 
methods—jaws will 
not nick. 


3. 




















Chrome plated and 
highly polished for 
sales appeol. 


5. Manufactured in 8 
sizes—4" to 24” 
single end. 











Write for New 
W-20 Tool Catalog 





“There is 
| i Nothing finer 
than a 








DIAMOND” 





DIAMOND CALK 
Horseshoe Co 


DULUTH « MINNESOTA ©. Est.1908 _ TORONTO-ONTARIO 


. ' TOE 














EXTERIOR 














New P.V. A: paint makes hit 
with contractors and homeowners 


NEW GOLD BOND 


makes it easier than ever be rore to give any 


Exterior Velwet— with *Polyvinyl 
Acetate Base 
masonry surtace tresh new color! 


It gives asbestos, brick, concrete or stucco a Breathing 
Paint Film that allows moisture vapor to escape from in 


side but resist penetration from outside 
Exterior Velvet is self-cleaning. Chalking action keeps the 
iob tresh looking. 


Equipment cleans in soapy water. No solvents 


ket. Get vour share of it with new Gold Bond Exterior Ve! 
rid Bond Paint Line 


For full details ot the Cs write - 


Masonry painting is a profitable and ever-expanding mar 
| 
| vet 


NATIONAL GYPSUM C0., BUFFALO 2, WV. Y. 


g80aG' 









c 
Velvet Lorex Color Masonry Wall Sunflex 
Wall Paint Texture Texture Paints Primer Wall Pa:nt 


Paint better with 


ENR Bi he. PAINT PRODUCTS 
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Read it in 
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Adsco Subsidiary Bays Lorenz In Further 
Growth of Wholesaling Lines In Northwest 


In a joint statement made 
by W. C. Lorenz, president 
of Lorenz Co., Medford and 
Klamath Falls, Oregon, and 
J. L. MeGara, executive vice- 
president, Adsco Industries, 
Buffalo, N. Y., it was an- 
nounced that Adsco had, 
through a subsidiary cor- 
poration, agreed to purchase 


the business and assets of 
Lorenz. 
The wholesale hardware, 


industrial and plumbing sup- 
ply, and steel jobbing dis- 
tributor business will be used 
to further expand Adsco’s 


wholesaling lines in the 
northwest territory. 
This is the second step 


taken by the Adsco firm in 


establishing itself in that 
part of the country. The 
first step was the acquisition 
of Woodbury Hardware Co. 
at Portland, Eugene, and 
Medford, Oregon, earlier this 
year. Woodbury and Lorenz 
had distributed similar lines. 


Adsco assumes operations 


on Nov. 28, with no con- 
templated changes in the 


operating or sales organiza- 
tion. Outstanding orders will 
be filled, and business will 
be carried on as usual. The 
acquisition adds electrical 
and automotive supplies to 
Adsco’s present distribution, 
and expands the plumbing 
supplies section. 





Marshall-Wells Names 


Three In Promotions 
In a series of recent 
moves, the Marshall-Wells 


Co., Portland, Ore., has pro- 





H. R. GUNDRY 


moted three men in its sales 
division. 

H. R. Gundry has been 
named manager of the Seat- 
tle branch. He was sales 
manager, Portland branch. 

Succeeding Mr. Gundry, 
W. E. Wilson is the sales 
manager at Portland. He was 
Mr. Gundry’s assistant 


E. E. Pearson has been 


122 


Mr. 


to 


named assistant 
Wilson. 
















WwW. E. WILSON 





Shields Dealer Show 
Doubles ‘54 Attendance 


The Shields & Brother 
Hardware Festival, held 
Nov. 1-3 at its Philadelphia, 
Pa., warehouse and show- 
room, drew nearly 2200 deal- 
ers and guests. 

The third annua! show at- 
tendance was double that of 
previous years. Lines of 60 
major manufacturers 


were 

shown by 55 salesmen and 

manufacturers agents to 

dealers from a 50-mile ra- 
dius. 

Housewares, garden sup- 


plies, and paints were fea- 


tured. Selling was brisk. 

Many prizes were given, 
end a buffet supper was 
served. 


S. G. Byerley Is 50 
Year Man At McClung 


Spencer G. Byerley com- 
pleted his 50th year at C. M. 
McClung & Co., Knoxville, 
Tenn., on Nov. 8. He is 69 
years old. 
He has 


worked as order 








clerk, warehouse department 
head, traveling salesman, as- 
sistant buyer, and buyer. 


Salt Lake Hardware 
Plans Further Expansion 


Another large expansion 
of the Salt Lake Hardware 
Co. will begin soon at Grand 
Junction, Colorado. 

The $500,000 branch of 
the hardware wholesaler wil! 
include a single-story ware- 
house of 50,000 sq ft, and 
later a multi-storied unit of 
150,000 sq ft. Construction 
is to begin upon completion 
of plans. 


Hardware Boosters Plan 


Annual Christmas Party 
The 


Inc., 


Hardware Boosters, 
New York, hardware- 


men’s social-business club, 
will hold its annual Christ- 
mass party on Dec. 15 at 
Hotel Delmonico. 

Many prizes will be 


awarded, and the Trade Di- 
rectory, published in connec- 
tion with the annual affair, 
will be distributed. 












Sportscaster Opens Shields Dealer Show 
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radio and television an- 


nouncer, cuts the gold tape to open Shields & Brother Hard- 


ware Festival, Philadelphia, Pa., on Nov. |, 


as Lou Loesche 


(right), partner in the firm, other Shields officials, and many 
buyers look on. The three-day event was attended by 2200 


dealers and guests. 
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Alabama Dealer Remodels Hardware Store H. K. Porter Co. Acquires Henry Disston 


& Sons, Inc., and Carlson & Sallivan 


Bes [= 


Bill Wittmeier Supply Co. store in Oneonta, Ala., has been 
remodeled and was reopened recently with a three-day grand 
opening. Hardware departments are on the first floor, and 
housewares, giftwares, toys and furniture on the second 
floor. This is a self service type store. 





Dealer At Oneonta, Ala., Remodels Store; 
Film Star Opens Store At Palm Springs, Calif. 


Oneonta, Ala. — 
modeled and enlarged Bill 
Wittmeier Supply Co. store 
was reopened with a three- 
day grand opening. Full 
page newspaper advertise- 
ments plus spot radio an- 
nouncements promoted the 
opening. There was a 30- 
minute radio program on the 
second day of in-store inter- 
views with customers. (See 
picture above.) 


The re- 


Palm Springs, Calif. — 
Bringing a little glitter to 
the hardware business, movie 
star Alan Ladd, in partner- 
ship with Robert Higgins, 
has opened the Higgins and 
Ladd hardware and sports 
goods store. The store, 
painted aquamarine and 
coral, features self-service. 
An added attraction is free 
fruit juice for shoppers. 

(Continued on page 126) 





Bolt Makers Change 
Discount Schedules 


list prices and dis- 
count schedules were put in 
effect recently by manufac- 
turers on bolt products sold 
to hardware wholesalers. 

There were some fractional 
declines and advances in 
bolts, but in general 
prices paid by the trade re- 
main relatively unchanged. 
The major change is in a 
simplified structure for pric- 
ing clerks and the end of 
quoting dealers a price above 
list. 

Old pricing structures were 
based on list established as 
far back as 1927. Discount 


New 


some 


schedules were changed over 
the years to reflect rising 
costs of labor, materials and 
taxes, and pricing clerks 
were getting into 36 possible 
discounts for any group of 
bolt products with up to 40,- 
000 possible increments. 

Distributors pointed out 
the unworkable _ structure 
that developed and the diffi- 
cult position of quoting on a 
base that ended up in a price 
above list. 

The industry now general- 
ly has grouped the possible 
increments into four groups 
and discounts are on a case 
basis and 20.000 lb carload 
price. 
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Henry Disston & Sons, Inc., 
Philadelphia, in the hard- 
ware business for 115 years, 
has been purchased by H. K. 
Porter Co., Inc., Pittsburgh, 
Pa. 

The Porter company also 
announced the acquisition of 
Carlson & Sullivan, Inc., 
Monrovia, Calif., manufac- 
turers of steel rules and 
measures. 

The Disston company will 
be known as the Henry Diss- 
ton Division of H. K. Porter 
Co., Inc. Carlson & Sullivan 
sales will be integrated with 
Disston sales and the opera- 
tion will be known as Car!l- 
son Rules and Measures, 
Henry Disston Div., H. K. 
Porter Co., Inc. 

It was also announced that 
Lawrence L. Garber, a vice- 
president of Porter, has been 
made general manager of the 
Disston Division. 

At the same time it was 
reported that C. Vernon 
Newton has been appointed 
plant manager of Carlson & 
Sullivan. Mr. Newton for- 
merly was production man- 
ager for the California Wal- 
nut Growers Assn. 

Mr. Garber, the new gen- 
eral manager of Disston, 
told HARDWARE AGE that he 
was planning no immediate 
changes in Disston policies. 
It is his present plan, Mr. 
Garber said, to maintain the 
reputation of Disston prod- 
ucts and the firm’s distribu- 
tion policies. 

Mr. Garber was formerly 
general manager of the Alloy 
Metal Wire Division of H. K. 
Porter. 

Purchase of the Disston 
firm brings to 12 the divi- 
sions now operated by H. K. 
Porter Co. Other Porter di- 
visions are Alloy Metal Wire, 
Connors Steel, Delta-Star 
Electric, Eseco, Henry Diss- 
ton, Laclede-Christy, Leschen 
Wire Rope, McLain Fire 
Brick, Quaker Pioneer Rub- 


LAWRENCE L. GARBER 
ber, Quaker Rubber, River- 
side Metal Co., Vulcan Cruci- 
ble Steel Co., and Watson- 
Stillman Fittings. 

The 


was 


purchase of Disston 
arranged in exchange 
for $6,000,000 of the new 
4% percent preferred stock 
of H. K. Porter. The pur- 
chase includes all five wholly 
owned subsidiaries of 
ton. 

The purchase by Porter 
culminates a period of ne- 
gotiation, which included in- 
dications of interest in buy- 
ing Disston on the part of 
American Hardware Corp. 
and also Billings & Spencer 
Co. 


lDiss- 











Operate Geigy Chemical 


Diamond Black Leaf 
Chemical Co., Cleveland, 
Ohio, plans to take over op- 
eration of the Des Moines, 
Iowa, pesticide processing 
plant of Geigy agricultural 
chemicals div., Geigy Chemi- 
cal Corp., New York, on Dec. 


The 35,000 sq ft plant will 
intensify Geigy’s activity in 
marketing DDT and metho- 
xychlor, and further develop 
production of new agricul- 
tural chemicals. 
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BigValue! Bigvolume! Big Prop | 


Introducing the New Fast-Selling 


% 
with our 
_ 


Fine Pocket Knives for 
Every Purse and ene 


Here's a sensational new line of pocket knives by one of 
the oldest and largest American cutlery manufacturers 
... knives of quality workmanship with high-carbon steel 
blades, unbreakable handles, solid bolsters and hand- 
sharpened blades. 
A full assortment of handsome pocket 
knives for every purpose—each priced 
ot an attractive value-packed $1.00 
to bring bigger volume and profits 


to you ! 
CAMCO DISPLAY 


FREE/ CASE No. 56-12 


is yours with ‘2 dozen each of the 
12 top-selling style numbers 

The smart glass-front wood 
cabinet opens at top, can be locked, 
hes storage space at rear. Di- 
mensions: 13%" x 11” x 12”. Plus 
free CAMCO Display Banners and 


Retail Value of Knives $72.00 
43.20 


YOU PAY ONLY cir 


(Display Case Free) 


Your 40% Profit. 


SHOW and GROW with CAMCO 
Open Stock Pocket Knives! 


ee 


$571 — SLIM SENATOR PEN 
KNIFE 
solid plastag handle 


>... 
#551—HEAVY DUTY BARLOW 
KNIFE 


solid black rogersboard 


ae lie 


r-_* 


#7-11—ANGLER’S FISH KNIFE 
solid plastag handle 


~ 


ES11—— PONY JACK KNIFE 
solid plastag handle 
($512 in maize pyroxylin) 





el 


#521-— SMALL PONY JACK 
_ red tinsel handle 
(#522 in solid nu-pear!) 





—— 


#450— ALL-PURPOSE CAMP 
KNIFE 
solid plastag handle 

















Madein U.S.A. by 
CAMILLUS 
CUTLERY 
COMPANY 


CAMILLUS.N_Y. 


Oat OF THE OLOTST aeO Laecrst 
Meer ecTveee, OF ferwr’. @ amlene 


For full details on this 
fast - selling, full - profit 
line, write teday—Dept. HA-1. 





Camillus Has the Edge 








News of the Trade— 














New appointments, new territories, etc. 


MANUFACTURERS’ SALESMEN 








Revere Copper 


Revere Copper and Brass 
Inc., Rome, N. Y., in expan- 
sion of its dealer sales force, 
has added six sales represen- 
tatives. They will specialize 
in dealer sales, display, and 
personnel education. 

The men are Albert Bailey, 
in Atlanta, Ga., Winslow 
Fogg, Seattle, Wash., area; 
Melville Gevertz, southwest, 
Charles Dornbush, Portland, 
Ore., Edward §S. Johnstone, 
Los Angeles, Calif., and Don- 
ald Headrick covers southern 
California. 


McKinney Mfg. Co. 


McKinney Mfg. Co., Pitts- 
burgh, Pa., has named Glenn 
K. Rosenfelder manager, cen- 
tral sales region. He was 
Pennsylvania and Ohio rep- 
resentative. 

He succeeds T. J. 


supervises sales in 


Kalahar, 
Illinois, 


GORDON C. BRINTON 


Missouri, Wisconsin, Kansas, 
Colorado, Utah, New Mexico, 
Minnesota, Iowa. Nebraska. 


HARDWARE 


North and South Dakota, 
Wyoming, and northwest In- 
diana. 

Gordon C. Brinton is 
named Philadelphia, Pa., ter- 
ritorial sales assistant. 

He will assist G. N. Wil- 
liams, manager, and repre- 
sent builders’ hardware lines 
in southeastern Pennsy!- 
vania, southern New Jersey, 
and Delaware. 


Arvin Industries 


Arvin Industries, Ince., 
Columbus, Ind., has named 
three district sales managers 
to represent the housewares 
and furniture division. 

Arthur W. Steffen will ser- 
vice Iowa, Nebraska, and 
southern Minnesota. He was 
with Renard Linoleum and 
Rug Co. Carl J. Rechner will 
cover Wisconsin, lowa, and 
parts of Illinois. He was 
district merchandiser, Spar- 
ton Radio and Television 
Corp. 

Frank M. Selander will 
cover Tennessee, Kentucky, 
and southern Indiana. He 
was with Nesco. 


Autoyre Co. 


The Autoyre Co., Oakville, 
Conn., subsidiary of Ekco 
Products Co., has named two 
sales representatives in its 
sales force expansion. 

Milford Berman will cover 
Maryland, Virginia, West 
Virginia, North Carolina, 
and parts of Delaware. He 
was with Malco Wholesalers, 
W Ashington, D. C. 

tay B. Nichols, formerly 
of Autoyre west coast sales, 
is the a tg iy for the 
Los Angeles, Calif. area. 


Propulsion Engine 


Baxter Jones is the repre- 
sentative for Propulsion En- 
gine Corp., Div., Food Ma- 
chinery and Chemica! Corp., 
South Milwaukee, Wis. He 
directs sales in Oklahoma 
and Texas, excepting the 
Penhandle area. 


Toastmaster Products 


J. P. McHugh is the St. 
Louis, Mo., territory repre- 
sentative for Toastmaster 
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News of the Trade 














New appointments, new territories, etc. 


MANUFACTURERS’ 


SALESMEN 





products div., McGraw Elec- 
tric Co., Elgin, lil. Formerly 
Toastmaster’s Chicago, IIl., 
representative, he succeeds 
D. D. Hutchins. 

He directs sales in Mis- 
souri, lowa, Nebraska, Kan- 
sas, and southern Illinois. 


Mastic Tile Corp. 


Solly P. Boyko is the dis- 
trict manager covering Con- 
necticut, western Massachu- 
setts, and parts of New York 
state for Mastic Tile Corp. 
of America, Newburgh, N. Y. 
He was a representa- 
tive. 


sales 


Eureka Williams 


The Eureka div., Eureka 
Williams Co., New York, 
has named James R. Dawson 
as staff assistant to sales 
vice-president A. L. McCar- 
thy. He was eastern re- 
gional manager for Amana 
Freezers. 


DeWalt, Inc. 


DeWalt, 
Pa., has 


Lancaster, 
Robert A. 


Ine.. 
named 





ROBERT A. HUMMERT 


Hummert as Chicago area 
sales manager. He has seven 
counties in Illinois. He was 
central zone manager for 
the Porter-Cable Machine Co. 


McCloskey Varnish 

Willis H. Kirby and Philip 
McIntosh are named trade 
sales representatives, Mc- 
Closkey Varnish Co., Phila- 
delphia, Pa. 

Mr. Kirby has Maryland, 
and Washington, D. C. Mr. 
McIntosh covers Tennessee, 
and southern Kentucky. 





American Window Glass 
Elects C. M. Wescott 


Charles M. Wescott has 
been elected vice-president 
in charge of sales, American 
Window Glass Co., Pitts- 
burgh, Pa. 

He was sales vice-presi- 
dent, Seidlitz Paint & Var- 
nish Co., Kansas City, Mo. 


Clark Named Mystic 
Merchandise Manager 


Frank P. Clark has been 
named merchandising man- 
ager, Mystic Adhesive Prod- 
ucts, Chicago, Ill. He was 
premium manager of Ta- 
tham-Laird Inc. 


Representatives Join 
Reardon §$ Million Club 


Three sales representatives 
of Reardon Co., St. Louis, 
Mo., were recently inducted 
into the company’s million 
dollar club, formed for sales- 
men topping the $1 million 
mark in 1955. 


Ernest Cabana, Montreal: 
William O. Stevens, St. Louis 
division; and Robert A. 
Crighton, eastern division, 
were honored with inscribed 
gold wrist watches. 


American Pad Promotes 
Miller To Controller 


American Pad & Textile 
Co., Greenfield, Ohio, has 
promoted Harold Miller to 
controller and office man- 
ager. 

He has held various posi- 
tions since starting with the 
firm in 1941. 


Borg-Warner Names 
Spotz Sales Manager 


Pesco Products div., Borg- 
Warner Corp., Bedford, Ohio, 
has appointed Donald R. 
Spotz as general sales man- 
ager. 

Prior to joining Pesco, he 
was sales manager, accesso- 
ries div., Thompson Prod- 
ucts, Inc. 
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The Top Quality Steel in a 


— without damage 


7 

> —_— to the blade! 

It’s not recommended practice, 
but in capable hands a Camillus 
pocket knife like the “Whittler” 
(style 2272 above) can shave the 
threads from a 12-inch carriage 
bolt — without damaging its high- 
carbon, custom-made steel blade. 


Such demonstrable quality features of famous 
Camillus knives have been cutting a choice share of 
the pocket knife business for dealers since 1876. This 
quality product is backed by an aggressive program 
of advertising and free dealer sales aids (displays, 
banners, streamers, newspaper mats, folders and 
catalogs) that really makes Camillus sell... and sell 
at a full 40% profit for you! 


FREE —Modern 12-Piece 

Display Case +55 
Bleached oak veneer panel dis- 
plays 12 knives, each identified 
by number and price, with all 
blades open. Fits into locked 
storage .compartment base or 
can be wall or window display. 


Camillus 
Has the 


For information 
write Dept. HA-A 


CAMILLUS 


CUTLERY COMPANY 
Camiltius, NM. Y. 


America’s “Most Wanted” Knife—A Product 
of Fine American Craftsmanship Since 1876. 





GREATEST News in Years 





3-gang mower hitch. 
A211 Seeder & Spreader attachment. 


MORE FOR THE MONEY—Never before in history has any 
riding tractor offered so much for so little! The new Planet Jr. 
SUPERIDER will save untold hours of labor and money in the 
upkeep of lawn ond gorden. Your customers will be amazed 
ot the comfort, ease of handling and smooth operation 
of SUPERIDER. 


POWER TO SPARE—The new Plonet Jr. SUPERIDER— designed 
with proper weight distribution to utilize all available power — 
con handie heavy loads and gong mowers with ease. Yes, 
there's power to spore in the new Planet Jr. SUPERIDER. 


PRESENT OWNERS CAN CONVERT— Good news for present 
owners. They con convert their present Super Tuffy Tractors into 
Superiders—for on amazingly low price. This meons extra 
business for you. 
wwe eee 
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IN THE NEW Planet Jr. 


SUPERIDER 


This is your opportunity te get in on the bigges! money moker 


for 1956. 
Stock and Display 
Rugged, Powerful, Versatile SUPERIDER 

i __—_o 

403 N. Sth Street 

Philadelphia 40. Pa. 

Rush the SUPERIDER Story to me oat once. 

NAME 

ADDRESS 

CITY 

















DEALER BRIEFS: 


(Continued from page 123) 

Stanton, Neb.—Gaddie 
hardware recently held a 
nine-day remodeling celebra- 
tion, featuring free gifts, an 
appliance auction, and free 
coffee and cookies. The store 
has been completely remod- 
eled. 

Carthage, N. Y.— Joseph 
Paczkowski, owner of the 
Boonville Hardware Co., has 
bought the Bushnell & Bas- 
sett hardware store at 270 
State St. He will run both 
stores with the aid of his 
brother, Stanley. Another 
store they operate, the for- 
mer Clark hardware at Cas- 
torland, will be closed. 

Cincinnati, Ohio— A new 
store, Finneytown Hardware, 
has opened at 936 N. Bent 
Rd. The owner is Frank 
Parrillo. Unusual features 
include perforated-panel in- 
terior walls, and bright col- 
ored exterior paneling. 

Yorktown Heights, N. Y.— 
Donald and Robert Mitchell 





News of the Trade 





are the owners of the re- 
cently remodeled Mitchell 
Hardware, near Depot Plaza. 
Housewares and garden tools 
have been expanded.  In- 
creased lines of fertilizers 
and seeds are planned. 

Arapahoe, Neb.—Longsine 
Hardware, completely remod- 
eled and refixtured, recently 
held a fall reopening sale. 
Expanded stocks and more 
semi-self service are the re- 
sult of the over-all modern- 
ization. 

Angola, Ind. — Uperations 
preliminary to the erection 
of the new Lyons Hardware 
at Pleasant Lake have be- 
gun. The 40x50 ft building 
is scheduled for completion 
on Jan. 15. Mr. and Mrs. 
Robert Moore, owners, plan 
to call it the Moore Hard- 
ware when completed. 

Gastonia, N. C.—T. R. 
Watson, 16-year hardware 
veteran, is the manager of 
Akers Hardware & Supply 
Co. He _ succeeds Carroll 
Kerr. He was a sales repre- 
sentative. 





Culp Elected Head of 
Insta-Products Co. 


Knapp-Monarch Co. has 
formed a new subsidiary, 
Insta Products Co., at St. 
Louis, Mo. 

James T. Culp has been 
elected vice-president and di- 
rector of sales. 

Insta Products will oper- 
ate as a separate manufac- 


JAMES T. CULP 


turing and marketing divi- 
sion of the parent company. 
Mr. Culp, with Knapp-Mon- 
arch since 1938, was national 
sales manager. 


National Builders Show 
Jan. 22 At Chicago 


The largest display on 
record of building materials, 
equipment, and services, the 
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annual convention and ex- 
position, National Ass’n of 
Home Builders, opens Jan. 
29 through 26 at Chicago’s 
Conrad Hilton and Sherman 
hotels, and the Coliseum. 

Exhibit space is increased 
one-third over 1955, with 450 
exhibitors showing. Light 
construction equipment will 
be shown for the first time. 
Heating and air condition- 
ing equipment, and power 
tool displays have been ex- 
panded. 

Advance registration cards 
for NAHB members are 
available at local NAHB 
chapters. Non-members 
should write National Ass’n 
of Home Builders, 111 W. 
Jackson Blvd., Chicago 4, Ill. 


Ohio Valley Now Stocks 
Refrigeration Supplies 


Ohio Valley Hardware Co., 
hardware wholesaler at 
Evansville, Ind., has expand- 
ed by stocking general sup- 
plies to serve the refrigera- 
tion business. 

This is an extension of the 
company’s service on com- 
mercial and residential air 
conditioners. 

One man has been added 
to the sales staff. Refrigera- 
tion lines will be stocked in 
aseparate warehouse in 
Evansville. 
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News of the Trade 


H. K. Porter Celebrates 75th Year Growth 
From Single Metal Tool To Complete Industry 


In celebration of its 75th 
year of growth in the metal- 
cutting tool industry in New 
England, H. K. Porter, Inc., 
Somerville, Mass., stated its 
tool design would continue 
expansion with the changing 
needs of modern industrial 
needs. 

Henry K. Porter 
the company 75 
when he 


founded 
years ago 
introduced a new 


bolt cutting tool. Its success 
lead to an industry with tools 
for all types of metal cutting 
in four manufacturing divi- 
sions that form H. K. Porter, 
Inc. 

James G. Geddes, son of 
the first treasurer, is now 
president. Two of H. K. 
Porter’s grandsons, Henry 
K. Porter and Thomas M. 
Porter, are vice-presidents. 





‘56 Housewares Show To 
Open Jan. 19 At Chicago 


The 24th annual National 
Housewares Manufacturers 
Exhibit opens Jan. 19 
through Jan. 26 at Chicago’s 
Navy Pier and the nearby 
drill hall. 

It will be open daily, ex- 
cept Sunday, Jan. 22, from 
9 a.m. to 5 p.m. The last day 
closing hour is 2 p.m. 

There will be 625 exhibi- 
tors in more than 1000 
booths at the four-mile long 
show. Shuttle bus service 
will operate between the Pier 
and Loop hotels. 

More than 10,000 
from the U. S. 
will see “more 
and small electrical appli- 
ances than ever before as- 
sembled in a single location,” 
states A. W. Buddenberg, ex- 
ecutive secretary, NHMA. 

Buyers were mailed ad- 
vance registration cards 
on Dee. 1. 


buyers 
and Canada 
housewares 


Hopkins Promotes Two 
In Sales Division 

L. Hopkins Mfg. Co., Lake 
City, Pa., has promoted two 
men to newly-created posi- 
tions in the firm. 


WALLACE A. KULCZYE 


Wallace A. Kulezyk, for- 
mer New England division 


OTTO WEISE 


sales manager, is superinten- 
dent of the new plant. Otto 
Weise is the eastern division 
sales-manager. He was 
sistant to the sales manager, 
in the same states he now 
directs. 


as- 


H. H. Martens Elected 
Proctor Vice-President 


Proctor Electric Co., Phil- 
adelphia, Pa., has elected H. 
Henry Martens  vice-presi- 


H. HENRY MARTENS 


dent in charge of sales. He 
directs sales and service of 
all Proctor products. 

Mr. Martens was genera! 
sales manager, Nesco div., 
Merritt, Chapman, and Scott 
at Milwaukee, Wis. 
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POWER FOR EVERY JOB— Whether it be 
preparing seed beds, cultivating gardens, 
renovating lawns, mulching, or cleaning up 
borders, PLANETILLER with its hefty 2% 
h.p. engine will sail through it with ease 
regardless of ground condition or size of job, 


2 


me . SE Gr ae 

SELF-CLEANING, SELF-SHARPENING 

10°" tines ore the result of years of research and development. 
Heot Treated and Tempered they ore self-cleaning and self- 
sharpening and designed to give maximum tilth, Adaptable 
for deep tillage or shallow cultivation; optional gauge wheels 
provide positive control of depth up to 6 inches. Your customers 
will be amazed oat the handling of PLANETILLER. Only 2 controls, 
clutch and throttie. Weighs only 79 ibs. Compact and easy to 
store in a corner of a garage. 


iT THLS—IT MOWS: The PLANETILLER con be quickly trans- 
formed into a rotary mower by using Planet Jr. AS2T Rotary 
Attochment. 











THE New Planet Jr. 


PLANETILLER 


You don't heve te be « power machinery specialist te make money 
— PLANETHKLER. Ali you need is « prospect—PLANETHLER will 
© rest. 


Take this opportunity. Get in on the Biggest Money Maker for 
1956. Steck and Dispicy The Brand New Rugged, Dependable, 
Versatile PLANETULER 


403 WN. Sth Street 
Philadeiphia 40. Pa 


Rush the special story on PLANETILLER to me oat once. 
NAME 
ADDRESS 

















Dealer Kit Ready Soon 
For Modernization Drive 


A promotional kit will be 
available soon for hardware 
dealers tieing in with the na- 
tional Operation Home Im- 
provement program to get 
home owners to fix up their 
homes during 1956. 

The kit will contain win- 
dow streamers, mats, truck 
banners and other materials. 

The program begins in 
January. Materials manu- 
facturers will begin tieing in 
their consumer magazine ad- 
vertising in February with 
the program’s seal. 

Operation Home Improve- 
ment is sponsored by the 
construction and civic devel- 
opment department of the 
U. S. Chamber of Commerce. 
It has the support of build- 
ing materials manufacturers 
and associations. National 
headquarters are at 10 Rock- 
efeller Plaza, New York 20, 
N. Y. 


NEWS OF 


-News of the Trade 


The program’s aim is to 
focus the attention of home 
owners on the value of main- 
taining and improving the 
interior and exterior of their 
homes. The sponsors point 
out that the program unites 
the building industry under 
one banner to encourage 
pecvle to spend their money 
fox home improvements. 


This is the symbol mate- 
rial manufacturers will be 
using next year in consumer 
advertising to sell home im- 
provement. 


MANUFACTURERS AGENTS 


Mayes Tool 


Mayes Bros. Tool Mfg. Co., 
Port Austin, Michigan, has 
named Louis Appell Co. its 
sales representative for parts 
of New York state and New 
Jersey, including the metro- 
politan New York City area. 

Also named, P. F. Buckley 
covers Pennsylvania, Mary- 
land, the District of Colum- 
bia, and parts of New York 
and New Jersey. 


Reliance Sales Corp. 


Reliance 
Corp., Woonsocket, R. I., has 


Products Sales 
named 
cover 
States. 

Stanley Aronson covers 
the metropolitan New York 
area. Berman and Davin As- 
sociates directs New En- 
giand and upper New York 
State. 


representatives 
eastern 


to 
seaboard 


Forms Agency 


Joseph T. Guitteau, Jr., 
former assistant manager, 
chain store sales for Libbey 
Glass div., Owens - Illinois 
Glass Co., Toledo, Ohio, has 
formed his own manufactur- 
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ers’ representative agency at 


Toledo. 


Branchell Co. 


Branchell St. Louis, 
Mo., has named three repre- 
sentatives in a realignment 
of sales areas. 

Herbert Blaine covers 
southern California, and 
Bert Greenberg has north- 
ern California. Minnesota, 
North and South Dakota are 
serviced by the Monroe 
Kronstedt Co. 


Le... 


Glamur Products 


Glamur Products, Inc., 
Syracuse, N. Y., has named 
Spence-Dery Associates, Inc., 
Boston, Mass., as field repre- 
sentative in Massachusetts, 
Vermont, New Hampshire, 
and Maine. 


Columbian Cutlery 


Trade Way Sales Co., To- 
ronto, Ontario, Canada, is 
the new sales representative 
for Columbian Cutlery, Read- 
ing, Pa. Throughout the Do- 
minion, Trade Way main- 
tains offices and warehousing 
service at principal locations. 








OBITUARIES. 





J. Rembert Nesbitt 


J. Rembert Nesbitt, 
vice-president and director of 
Moore - Handley Hardware 
Co., Inc., wholesaler of Bir- 
mingham, Ala., died on Nov. 
5, a few days after returning 
from the National Wholesale 
Hardware convention at At- 
lantic City, N. J. He started 
with the firm 35 years ago, 
earing for delivery wagon 
teams. He progressed 
through warehouse — stock, 
packing, city sales, outside 
sales, purchasing, and finally, 
was elected a vice-president 
and director of sales in 1948. 


57, 


Ernest J. Griggs 


Ernest J. Griggs, 96, Che- 
shire, Conn., died at his 
home on Sept. 25. He was 
Connecticut’s oldest active 
hardware merchant, with 75 
vears service with the N. T. 
Bushnell Hardware Co., New 
Haven. He was chairman of 
the board of the firm. He 
started with Bushnell at the 
age of 21, at a salary of 36 
a week. He became general 
manager of the company be- 
fore reaching 30 years of 
age. Prior to 1946, when he 
was made board chairman, 
he had been president for 25 
years. He never retired. 


B. F. Hamilton 


B. F. Hamilton, 71, senior 
founder and chairman of the 
board, Hamilton Mfg. Corp., 
Columbus, Ind., died Qct. 31. 
He had suffered a cerebral! 
thrombosis on Sept. 16. He, 
with his sons, William, Earl, 
and Clarence, organized the 
company in 1935. 


Hugh A. Asbury 


Hugh A. Asbury, 72, sec- 
retary-treasurer of Mor- 
rown-Thomas Hardware Co., 
Amarillo, Texas, for more 
than 30 years, and later vice- 
president, died Oct. 27 in an 
Amarillo hospital. He was 
with the wholesale firm for 
44 years before retiring in 
1952. 


Carl A. Lothringer 


Carl A. Lothringer, Cleve- 
land, Ohio, a hardware con- 
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sultant and salesman for 
more than 35 years, died Oct. 
12, after a brief illness. He 
started with the old Luetke- 
meyer Hardware Co., and 
later spent 20 years with 


Midland Hardware Co. 


Harry J. Pierce 

Harry J. Pierce, 72, presi- 
dent of Pierce Hardware Co., 
Milford, Del.. died Oct. 20 at 
Milford Memorial Hospital. 
He succumbed shortly after 
admitted to the hospital. He 
was a past-president of the 
Milford Chamber of 
merce. 


Com- 


Bertram L. Caine 


Bertram L. Caine, 76, Con- 
shohocken, Pa., died Nov. 9 
at Montgomery County Hos- 
pital, Norristown, Pa. He 
had been proprietor of the 
Norristown Hardware Co. 
for 20 years before retiring 
9 years ago. 


Samuel E. Hatcher 


Samuel E, 
Nov. 3 in a Richmond, Va., 
hospital. Mr. Hatcher, 61, 
owned Hatcher Hardware 
Co., at 100 W. Brookland 
Park Blvd., for 35 years. 


Hatcher died 


Samuel Smeltzer 


Samuel! 
tlestown. 


Smeltzer, 
Pa., who 
from the Littlestown Foun- 
dry and Hardware Co. in 
1951, died in Warner Hospi- 
tal, Gettysburg, Pa., on Oct. 
10. 


71, Lit- 
retired 


Newton M. Holden 


Newton M. Holden, 89, 
founder and president, N. M. 
Holden Hardware Co., Phila- 
delphia, Pa., died Nov. 12 at 
Frankford Hospital, Phila- 
delphia. 


Samuel M. Dunlap 


Samuel M. Dunlap, presi- 
dent of Myers Hardware Co., 
Lexington, Va., since 1907 
died Oct. 31 in a local hospi- 
tal. 
AGE, 
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Poster girl, Linda Fay, 5, accepts flood-damaged 
tools from Joseph Jack, civil defense aide, at Good- 
will Industries headquarters, 123 E. 124th St., New 
York. Red Devil Tools, Irvington, N. J., donated 
the tools for reconditioning and resale. Linda's 
father, a polio victim and Goodwill employee, Lewis 
Marx (far left) district manager, Red Devil Tools, 
and Moorhead C. Kennedy, Goodwill Industries 


President. look on. 







Vv 


Dealer Arthur Greenberg and wife, Made- 
line, amateur radio “hams,” await word 
from a “ham” hardware dealer in Switz- 
erland. They have $1000 in equipment 
in their living room, 2!! Willis Ave., 


Bronx, N. Y. Their store is at 177 Willis. 








Richard Hesse, president, Ace Hard- 
ware Corp., Chicago wholesaler, 
addresses more than 500 dealers 





and manufacturers during a recent 
three - day Fall Show business 
session. 
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Shown at the recent an 
nual sales conference, 
American Pad & Textile 
Co., Greenheld, Ohio, 
are, seated, left to right, 
William Abbott. Ned 
Herrold, Paul Gessner. 
Larry Horan: standing, 
Robert l ogan, Pooch 
Wile, John Mitchell, 
David Worthineton. and 


James Van Canagan 





























JOSEPH H. BERGER 
completed 50 years as a 
salesman in June, 19565, 
with Shapleigh Hardware 


Co., St. Louis. Mr. Berger 


p | started with Simmons 
MAGIC or AERIT Hardware Co. in 1905 and 
;-&es * 


14 years later, almost to 
the day, was given a terri- 
No mystery about the sales success of z 


tory as a city salesman. 
the RUGG-ed line. Rugg mowers stand Shapleigh purchased Sim- 


on their own wheels when it comes to mons’ assets in July, 1940, 
quality and features customers want most at which time Mr. Berger 
. .. for they are features that give more a en ee 

—— city salesman, a position he holds now. Mr. Ber- 
for mower money - ger recently received the 50 Year Award of 50 
silver dollars from Shapleigh, the customary 
tribute to 50-year employees. 











Why not investigate the profit-possibil- 
ity of adding Rugg to your line today? | 
You'll find your profit chart will fare far | W. ALBERT WOOD has 
better tomorrow. | been with only one firm 

| during his more than 50 
ROTARY ® REEL® HAND | years in the hardware 
Call your jobber | trade — Kelley - How- 
| Thomson Co., wholesaler 
for the complete of : 
é , in Duluth. Now in charge 
story. Or write ae 
di h of the accounts receivable 
wae 10 me department, Mr. Wood 
E. T. RUGG CO. started in a temporary 
position checking invoices 
against accounts receivable 
ledger cards. When that 
job was completed, he 
worked as bookkeeper. Later he was placed in 
charge of accounts receivable. Mr. Wood is active 


in the Catholic Forester and French Club groups, 
THE E. ae RUGG COMPANY and also in civil defense. His hobbies are athletic 
Newark, Ohio © $Manufacturers since 1883 events and fishing. 
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MANILA AND SISAL 


FITLER ROPE 


CONSIDER THESE FEATURES! 


EASY TO DISPLAY 
EASY TO HANDLE 
EASY TO STORE 
EASY TO DISPENSE 
KEEPS ROPE CLEAN 


EST. 1804 
NEW ORLEANS 17, LA. 


SOLD BY DEALERS EVERYWHERE 





CONVENIENT OCTAGONAL BOXES 





THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 








HOPPE § 


1 UBRICATING 


Make The Most 
Of Hoppes NOW 


Don't forget that this is the hunting and pre- 
Christmas Season when shooters need 
Hoppe's No. 9 Solvent and Patches, Oil and 
Grease. And seekers for Christmas gifts may 
purchase Hoppe Packs or Hoppe Cleaning 
Rods for shooter friends. So give Hoppe 
Products a conspicuous display and get the 
plus sales and added income. If your supply 
is low just phone your jobber NOW. 


FRANK A. HOPPE, INC. 


2314A NORTH 8TH ST. PHILADELPHIA 33. PENNA. 
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NEW and IMPROVED! 


WARP-PROOF, ALL STEEL NO. 1200 


POCKET DOOR T-FRAME 


Here is the only universal, warp-proof Pocket Door 
T-Frame for all standard interior door requirements. 
It is designed for single or bi-parting doors 1-3/8” thick, 
6-6" or 6-8" high. Any type of wall material may be 
used .. . lath and plaster, dry wall or plasterboard, 
wood séneling or tile. Available for 2’-0", 2-4", 2°-6", 

2-8” and 3-0” doors. 


PACKAGE INCLUDES: 


Steel Header -« Stee! Jambs 
Aluminum Track 

Adjustable Hangers with Nylon Rollers 
Aluminum Door Guide 

Bumper + Screws « Instructions 





EASY TO INSTALL... 
FOR A PAIR OF DISAPPEARING DOORS 


Double pocket doors give a center opening twice the 


width of by-passing doors and make a convenient open 
ing for walk-in closets. They create extra living space if 
used between rooms. The doors disappear into wall 
pockets when opened and meet in the center of the 
doorway when closed 2 asy to install. Ask for Series 

1200B for Bi-Parting Pocket Doors which includes two 
1. Frames and coupling 

See our Catalog in Sweet's Architectural 
or Light Construction Files, or write 


STERLING HARDWARE MANUFACTURING COMPANY 
2345 WEST NELSON STREET © CHICAGO 18, ILLINOIS 
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Pump Manufacturers Predict 1.4 Million 
Water Systems Installations Next Year 


The National Association of 
Domestic and Farm Pump Manu- 
facturers predicts that 1956 would 
produce further gains in water 
systems installations, with a pre- 
dicted total of 1,360,100. 

“Results of the 1955 National 
Water Systems Month promotion 
hit a new high point in effective- 
ness and should show further 
gains in the year ahead,” said 
F. B. Hout, chairman of the asso- 
ciation’s markets committee, and 
vice-president in charge of sales, 
Barnes Mfg. Co., Mansfield, Ohio. 

In estimating the 1956 market, 
the breakdown for various cate- 
gories is: 

Non-farm rural 

(with running water).. 

Commercial 

Non-farm rural 

(without running water) . 101,000 

Replacement systems. . .262,100 

Farms without water. . .250,000 

Supplementary systems. 497,000 


. 200,000 
50,000 


Total ....1,860,110 


U.S. Steel Sees More 
Demand for Goods in '56 

A continued upswing in the na- 
tion’s demand for goods and ser- 
vices is forecast in the first half of 
1956 by an official of United States 
Steel Corp. 

This upward curve probably will 
flatten out completely in the final 
6 months of next year, according 
to Bennett S. Chapple, Jr., assistant 
executive vice - president commer- 
cial, for the company. 

“However,” he told the National 
Institute of Government Purchas- 
ing at its annual conference, “the 
increase in total activity does not 
mean that all segments of the econ- 
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omy will expand uniformly to- 
gether. Instead, there will be a 
series of ‘rolling adjustments’ in 
which stability or declines in cer- 
tain industries will be offset by 
relatively rapid gains in others.” 

Gross national product, the total 
output of goods and services, will 
rise to a new peak of almost $400 
billion in 1956, he predicts. 


Bissell Successful In 
Two Fair Trade Actions 

Bissell Carpet Sweeper Co., 
Grand Rapids, Mich., has an- 
nounced that it has obtained a 
temporary court order restraining 
a store called “Government Em- 
ployees Exclusively,” Sacramento, 
Calif., from selling its products at 
less than fair trade prices. 

A Hoboken, N. J., retailer, 
Queens Department Store, 412 
Washington St., pleaded guilty to 
violation of an earlier injunction 
restraining it from selling Bissell 
carpet sweepers under fair trade 
retails. The Superior Court of 
New Jersey fined the store $590 
and costs. 








Janney, Semple, Hill Has 
Two Christmas Sales Aids 


Janney, Semple, Hill & Co., 
wholesaler of Minneapolis, Minn., 
offers a special toy book, “Toy 
Carnival,” and a four-page gift 
broadside, “Holiday Values” for 


Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


Consumer Borrowing Up 
On Rise in Car Sales 


(Continued from page 14) 


Consumer credit outstanding 
amounted to an estimated $26.7 
million at the end of September, 
$544 million above the end of 
August. In September, 1954, credit 
increased $34 million over the end 
of August, and in September, 1953, 
instalment credit rose $171 million 
over August. 

Small increases occurred in each 
of the instalment credit compo- 
nents, but automobile paper was 
again primarily responsible for the 
large increase of credit outstand- 
ing. 


Residential Building 
Off 6 Percent in Sept. 


tesidential building contracts 
in the 37 states east of the Rockies 
totaled $733 million in September, 
or six percent below the year-ago 
figure, reports F. W. Dodge Corp. 

This marked the first downturn 
from year-earlier levels in almost 
two years. 

For the first nine months of 
1955, meanwhile, residential con- 
struction awards exceeded $7.9 
billion, which stands 29 percent 
above the like 1954 period. 

“There’s no doubt in anyone’s 
mind that there has been a taper- 
ing off in housing,” comments 
George Cline Smith, economist for 
the construction news firm. 

“It doesn’t represent a severe 
downtrend,” he adds, “but un- 
doubtedly there will be some de- 
cline in housing starts by the end 
of this vear.” 








dealers to send to their customers. 

Some dealers have already 
mailed the “Toy Carnival” book 
with “surprisingly fine returns.” 
It is recommended that “Holiday 
Values” be mailed after Thanks- 
giving. 

The toy book has 32 pages in 
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“THERE'S NO TOOL 
LIKE A SOLD TOOL" 


... and the new 
XCELITE 
SUPEREAMER 
stays sold because it stays 


sharp and gleaming far 
longer! 


CHROME FINISH 
* For gleaming good looks 
that sell ‘em on sight! 


* For lasting toughness, 
brightness, that keep 
‘em sold! 


EXTRA LARGE SIZE 
3/16" to 4%" reaming 
in plastic, wood, sheet 
metal. 





chrome plated 
reamer fixed 
in big I" x ¥" 
Xcelite handle. 


Above—No. 99-38 
detachable chrome 
plated reamer fits 
handle in the popu- 
lar 99 and 99 Junior 


roll kits. 
DO YOU HAVE 


PRICES AND 
LITERATURE? 
Write: 
XCELITE, INCORPORATED 
Dept. G 
Orchard Park 
New York 











Oo sleleol-y-me Zeoltl mr CuLSl-me mi ay — 


CAREFULLY! 


Labor and materials 
are expensive and 
depend on the glue! 


Don't take chances with 
your customers 


Is Always Dependable ! 


Easiest to work with under all circum- 
stances — QUICK HOLDING, LIGHT 
CLAMPING, PERMANENT! 


WILHOLD 





The BEST Quality! 
The BEST Packaged Line! 


Tubes, Squeeze Bottles, 
Jars and Pails. 


The Most ATTRACTIVE Display! 
See the KK-1 Assortment Kit. 
FAIRLY PRICED © FULL DISCOUNT 
JOBBER DISTRIBUTED 
More Wilhold Give is sold through Jobbers 
ond Declers then any other Give Line! 
Ask for samples, literature and Jobber or Agent 
ACORN ADHESIVES CO., INC. 
Chicago 44, til. Los Angeles 31, Calif. 
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New housewares of 
TENITE POLYETHYLENE 


build new customers 


More and more new items are being developed for the 
housewares field, and more and more of them are be- 
ing molded of Tenite Polyethylene. 

Take the new shaker-type container for scouring 
powder cans, molded by PLASTRAY CORPORATION, 
Detroit 2, Mich. Tenite Polyethylene makes it light- 
weight; gives it a soft, resilient, unbreakable surface. 
Ana because it’s made of Tenite Polyethylene, it can’t 
corrode, can't leave rust stains, can't scratch. All of 
which adds up to new sales and satisfied customers 
customers who will come back looking for other new 
ideas in housewares molded of Tenite Polyethylene. 

Be sure you get all these advantages when buying 
plastic housewares. Always ask for items molded of 
Tenite Polyethylene. You--and your customers — will 
be glad you did. 


EASTMAN CHEMICAL PRODUCTS, INC., Kingsport, Tennessee 
subsidiary of Eastman Kodak Company 


TENITE 


POLYETHYLENE 


an Eastman plastic 











SHARON 
HATCHES TWO NEW 


. . « bringing the complete line of 
SHARON REFILLABLE FASTENER 
ASSORTMENTS TO 72! 


Over 1000 sizes of the most wanted 
nuts, screws ond bolts... in just 
14 feet of shelf space! 


SHARON ASSORTMENT O8BM-920 
OVAL HEAD BRASS MACHINE 
SCREWS AND NUTS 


* 920 pieces ... 12 sizes of screws 
from 6/32x% to ‘/4-20x! ... 
with 4 sizes of nuts to fit. 


SHARON ASSORTMENT OBW-960 
OVAL HEAD BRASS WOOD SCREWS 


* 960 pieces in |5 sizes from 
#4 to 12 dia., 4 to I'/y long. 


ORDER FROM YOUR JOBBER OR DIRECT 
EACH SHARON ASSORTMENT IS 
A COMPLETE DEPARTMENT IN ITSELF! 


: 2 
Sharon Sil ul, Sorei f Co 





| STORE TRIM iain 
| ' COMPLETE WITH SAMMERS - 


_color. The four-page gift broad- 
side has a two-page companion 


HECERT'S 
HARDWARE 


PAGE 376 RAATING TON MEGRASEA 


piece for mailing inside the toy 
catalog. The company also sup- 
plies store display material, mats, 
etc. 


Kelley-How-Thomson 1956 
Sales Aids at Discount 


Dealers who sign up for four 
broadside advertising packages 
for 1956 before Jan. 1 will be of- 
fered a generous discount on the 
cost of the promotion material by 





1956 
HARDWARE RETAILERS 
BROADSIDE 3 oF 
PROGRAM. 


4- BROADSIDE 


4~ BRO ee — 4708 PHOESD 


ae 


POSTERS ane PRICE CARDS me 
eteme \\ (Ss 


Kelley - How - Thomson, hardware 
wholesalers, Duluth, Minn. 
The four broadsides contain 


| four to six pages. With each pro- 


motion dealers receive a store- 
trim kit with banners, pennants, 


_ posters, price cards for advertised 


items, and a newspaper ad mat. 
By signing early, the discount 
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ALUMINUM 
HARDWARE 


RUST-PROOF 
in BRASS, BRONZE or 
ALUMINUM FINISHES 


SASH 
FASTENER 


AL2660 DOOR STOP 


la 
y ; ot 


AL6660 
COAT: AND 
HAT HOOK 

(@ 


AL 6800 
HAND RAIL 
BRACKETS 








Protect your reputation as a supplier 
of bwilders’' hardware with reliable 
rust-proof aluminum hardwere by 
SAFE... since 1849. 


Order from your jobber. 








PADLOCK and HARDWARE CO. 
LANCASTER, PA. 








® 


1955 











more and more dealers 


are saying: ~e | YY wl 
, Le)’, Maes 7-Wrels 


Sah bod ou sake mmeses-sa— 











“Let’s handle “> 





Order both 
Aluminum and Steel 


rural mail boxes from 


FAW SCO 


Pay only one freight charge 
on your assorted shipment 






















Here’s the “good line of 
hinges to handle”... that’s 
the trade’s way of saying, 
“We like to sell Griffin 
products.”’ Full line of 
wrought steel butts and 
shelf hardware. Just dis- 
play them, and you'll sell 
them. Order in any selec- 
tions you know your cus- 
tomers want. 


— GRIFFIN® 
Template Butts, Butten Tips 
with permanently attached Bearings “since 1899” 
MANUFACTURING CO. ERIE, PA. 




















SELECT 


NAIL 


ASSORTMENT 






_ , , ; . 
Beca ( Faw nMOoOwW MaKe tn steci ana a minum 






rur; ces, In ih ree and small size. you order 
<f ONC] rf fy CONT ree r \ CONT freiehr 


chat All ers process within 24 h 






No.1 MAILBOXES 


SIZE: Length: 18-15/16"; Width: 6-1/4"; Height: 8-13/16" 
ALUMINUM: 20 gauge, shipping weight eoch 3 Ibs. 9 oz 
STEEL: 20 gauge, shipping weight each 6 Ibs. 8 oz 


No. 2 MAILBOXES 


















Gi 1 > SIZE: Length: 23-1 2”. Width: 11”; Height: 14” 
“ve your Customer less: ALUMINUM: 20 gouge, shipping weight each 8 !bs. 
With ANCHOR No. 650 STEEL: 20 govge, shipping weight each 20 Ibs 
Pee OEE Di _—i:s (  guspmenendecnhiema linn eich bitiattppedenenenaentieciiadiierintieeedaiceia tie ; 
not only gets more Pe a wider variety of nails. a nesinen tallies: iaaiaainiaa 0.000n | 
DA | : 
ASK YOUR JOBBER. We will be happy to send | 
full aalealinein shin wet : li Cuyahoga Falls, Ohio | 
you full pa $ on our extensive wire line. Please send me prices on rural mailboxes. | 
! 
NAME } 
NCHOR | 
ADDRESS Pte NM I OS 4 Bn ER 
WIRE CORPORATION i 
oe” ea a COBY cnisensinitenisinenitidilitesiini MII a cae 
L. — ome GPE GRRL SE 
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A Quality Line... 
A Complete Line... 


FOLLANSBEE 


tove Pipe - 


Furnace and Stove pipe 


Stove pipe Reducers 


@ 


Stove pipe elbow and tee 


You'll be able to fill all of your 
customers’ stove pipe needs with 
this complete, quality line of 
Follansbee Quick-Lock* and 
Security-Lock* Stove Pipe. 
Here’s an opportunity for real 
profit with a Stove Pipe Line that 
needs no introduction. Available 
in distinctive blue, galvanized 
and chromium. You can also offer 
the accessories—items like: 
elbows, angles, tees, collars and 
all types of reducers—in each of 
these finishes. 
*Quick-Lock—-Locks in a jiffy, 
without tools. Available in 
Blue, Galvanized and 
Chromium. 
*“Security-Lock—-Requires tools 
for closing. Available in Blue 
and Galvanized. 
Shipped in 


sturdy, corrugated cartons 
See your jobber or write 


Sheet Metal Speciaity Division 


FOLLANSBEE 


Steel Corporation 


Box 567 


a 








Follansbee, West Virginia 


is offered even if paid quarterly. 
The dealer may use less than four 
broadsides with prices varying ac- 
cordingly. 

The new broadside program is 
part of a plan to stimulate year- 
round traffic and profit. 





Billy and Ruth Kit 
Sent to Aid Dealers 


silly and Ruth Promotions, Inc., 
Philadeiphia, Pa., has sent a pub- 
licity kit to dealers throughout 
the country. It outlines nine steps 
to publicize the 1955 Billy and 
tuth contest. 

Television and newspaper tie- 
ins, Billy and Ruth adventure 
stories for local newspaper repro- 
duction, advertising mats, direct 
mail copy, and a selection of 
premium give-aways are featured 
in the kit. Maximum publicity tie- 
in with the national contest is the 
aim. 

The contest, open to youngsters 
» to 12 years old, consists of 
counting and naming the elves on 
the cover of the 1955 Billy and 
Ruth book. 

First prize is a 12-day trip to 
Puerto Rico and the Virgin Is- 
lands for the winner and his 
parents. Other prizes are Shet- 
land ponies, Mexican burros, bi- 
cycles, and 1000 toys. 


Dealers Spotlighted In 
Bridal Magazine Story 


The nation’s brides-to-be are 
being advised by a new bride’s 
magazine—Bride-to-Be, to consult 
local hardware dealers before they 
and their husbands start any do-it- 
yourself projects. 

The new national brides’ maga- 
zine emphasizes the importance of 
the local dealer and his advice be- 
fore beginning any home projects. 
The special winter article lists 
basic tools and accessories needed 
for the simplest home needs. 


Business Failures Up 

Business failures in the week 
ended Nov. 3 were 237. This figure 
is about 16 percent higher than th: 
comparable week in 1954 when 
there were 204 failures. The toll 
is 25 percent below the 318 re- 
ported in the similar week of pre- 
war 1939. 


is 











-for your customers. 


-for you. 


Shelby was FIRST with 
these improved features 
and a closer that WILL 
work on Aluminum Com- 
bination Doors. 





@ Truly adjustable clos- 
ing speed. 

@ Smooth, quiet opera- 
tion. 


Shock absorbing 
spring—concealed. 


Aluminum barrel — | 
originated by Shelby. / 


Highest quality. 
@ Low cost. 


Buy the COMPLETE line of Shelby 
closers—LARGE, No. 666 — MEDIUM, 
No. 555 — SMALL, No. 444. 


Order from your jobber. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 


444 DOOR CLOSER 


HARDWARE AGE, NOVEMBER 24, 1955 



















be) IMPULSE <: 
MERCHANDISER 
FOR IMPULSE 


SELLING! \ 




















7 & a =“ WAAL 
JET- AERA TOR 
WMEUE jae PN, J 


The IMPULSE-PAK has a MEL-O-FLO JET AERATOR encased 
in transparent plastic and mounted on a colorful self-selling 
4” x 6” card illustrating the use and installation of each P= 
model — 6 models available. ee 


The IMPULSE MERCHANDISER is o sturdy, attractive three- 


color enameled display rack...holds two dozen assorted 
MEL-O-FLO JET-AERATOR IMPULSE-PAKS. 


GS PAT. 2.707624 | 
ages EES oe les . 


Taw \-1> Serperat 


WOW! 
THE FIRST 


ALL-IN-ONE 
wooD 
TOOL 















ust PLANE + SCRAPER 
, —_C SANDER 


A FAST MOVING 
HIGH PROFIT ITEM 





a 





oO al 


Revolutionary ALL-IN-ONE Wood T pol 


A product of more than 18 months of careful research by one of the 
leading product research firms, SMOOTHY is the most efficient and 


useful home tool ever devised. it is designed to take the pigce of 
many tools now common such as sanders, planes, scrapers, etc. 
SMOOTHY blades are made of the finest high speed steel and are 
scientifically set in Monsanto's high impact styrene. The tool is 
unconditionally guaranteed if used as directed. The home craftsman 
will find it much eariser to remove paint, smooth wood, smooth 
plaster, and do many other jobs once he discovers SMOOTHY! 


SI 


NOW OFFERED TO JOBBERS 


FOR THE FIRST TIME! 
$1 List 






For information contact 


PLAN AHEAD 
FOR XMAS! 


1405 MAIN STREET 
DES MOINES, IOWA 
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WANT LARGER SHARE OF DO-IT-YOURSELF TRADE? 


SANDERS 
EDGERS 
POLISHERS 


Here’s equipment that quickly pays for itself, 
while increasing store traffic and sales of paint, 
shellac, varnish, wax, sandpaper, steel wool, etc. 






















New HOLT Rental Sander. 
Stronger vacuum, improved pick- 
up reduce dust. Short coupled, 
well balanced; easy to handle and 
transport. Does truly Pmgperea 
job. Has same durability, same 
quickly demountable drum cush- 
ion (patented) as HOLT profes- 
sional sander. 
























New HOLT JW12 Pol- 
isher waxes, polishes, 
scrubs, steel wools. Easy 
for women to use. Motor 
grease-sealed for life. 
Stowaway handle requires 
less display space. 





HOLT Edger never has 
been surpassed for sand- 
ing floor edges, corners, 
closets, boats, etc. 





Safe, simple to use, built for rental abuse. See 
how this HOLT profit-making trio builds do-it- 
yourself business — fill in coupon NOW. 


HOLT 


Better floor machines for more than 25 years 
Room P11, 669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, W. J. 


MANUFACTURING 


COMPANY 





14 








HOLT MFG. CO 
Room Pil. 669 - 20th S?.. 
Nework 6 WN. J 


| 
| Ockiand i2, Calif... 
| Please send me folders describing HOLT rental machines. 


or 272 Badger Ave 


NAME POSITION 





Figm 





ADDRESS 





i aides aeiietiniaccticniatenes cup aie ceenannaiimnsaain nati ines anti ial aanetiaeas 
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BETTER DISPLAY 
SELLS MORE 


























Successful hardware men know 
that the axiom of their business ts 
“To sell more—display better.” 

Mathias Klein & Sons now 
offers the hardware trade a new, 
sturdy display that is a self-mer- 
chandiser. Supplied with two 
pairs each of the six most popu- 
lar pliers in the Klein line and 
with a supply of the popular 
Klein-Koat plier handles, this 
display will increase your sales, 
build profits for you. The display 
may be set on the counter or hung 
on the wall and is supplied free 
with an order for pliers and plier 
handles to stock it. 

Klein Pliers are the standard 
by which other pliers are judged. 
Be sure to have this Klein dis- 
play on your counter or wall to 
serve your good customers. See 
your Klein distributor. 

















DISTRIBUTED THROUGH 
JOBBERS 


Foreign Distributor: Inter- 
national Standard Electric 
Corp., New York. 


“Since 1857" 















Mathias KIEIN & Sons 
lS Cocage BA, 
v .¥ a - 2 . - | ; 5 








Toastmaster Obtains 
Permanent Injunctions 

W. E. O’Brien, vice-president, 
Toastmaster Products div., Mc- 
Graw Electric Co., Elgin, Lll., has 
announced obtaining permanent 
injunctions against price cutters. 

Stanley Moraski, trading as 
Moraski Radio & Appliance, 3062 
and 3110 S. 13 St., and Spiro 
Steve Nicolet, also known as Sam 
Nicolet, trading as Hillside Home 
Appliance and Merchandise Sales, 
612 W. Walnut St., Milwaukee, 
were sued. 

Each is permanently restrained 
from advertising or seiling any 
Toastmaster product below mini- 
mum fair trade retail price by the 
Wisconsin State Circuit Court, for 
the County of Milwaukee. 

Permanent injunctions against 
Two Guys From Harrison, Ine., 
91-55 W. Boston Post Rd., White 
Plains, N. Y., and Arthur Gold- 
stein, trading as Discomart, 153 
Greenwich St., N. Y., have 
obtained by Toastmaster Products 
Div., McGraw Electric Co., Elgin, 
Il}. 


The two were pernianently en- 


been 


joined from selling or advertising 
Toastmaster toasters at less than 
minimum fair trade retail prices. 


Wagner Sweeper Prices 
To Advance Moderately 

KE. R. Wagner Mfg. Co., Milwau- 
kee, Wis., has announced moderate 
price increases covering its five 
models of sweepers. The changes 
will be effective Jan. 3. 

Orders postmarked on or before 
Dec. 30, 1955, will be accepted at 
‘urrent costs. Models affected are 
Aristocrat, Vac-Aid, Evrydae, 
Milwaukeean, and Tydee-Sweep. 


Personal Income Rises 
$2 Billion in Sept. 

Personal income in September 
was at an annual rate of $307. 
billion, $2 billion higher than Au- 
gust, 1955, the Dept. of Commerce 
has announced. 

Reflecting successive increases 
in monthly income throughout the 
previous year, the annual rate of 
personal income in September 
1955 was almost $20 billion higher 
than in September 1954. 


You don’t lift 
a finger 
.. except to 





ring up sales — 





with this 
caster display 


Nothing quite like the attention this 
Bassick caster display’s been getting 
from the “do-it-yourself” audience. 
Small wonder, too! It gives a customer 
many ideas for protecting floors and 
making furniture portable with 
Bassick casters. 

Today, 10,000 hardware stores are 
using this display. With Bassick adver- 
tising reaching 42 million readers in 
the Saturday Evening Post alone, it 
pays to feature these nationally adver- 
tised products. 

If you haven't ordered the Bassick’s 
HD-10 display, put it on your want 
list and check your Bassick jobber. 
And he can supply you with all the 
Bassick casters you need to cash in on 
this profitable, fast-moving market. 
THE BassicK COMPANY, Bridgeport 2, 
Conn. /n Canada: 
Belleville, Ont. 











Bassick - 


A DIVISION OF SW 
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buttons—arched, straight, and half: 


all-new sales blazing C-Pak. 


Kmundsen PRODUCTS COMPANY 


JOBBERS! DEALERS! 
Write for Details. Samples 


and free literature 


Seeing is believing. Send TODAY for a sample C-Pak. Superior 
Hardware; store-screen sash fastener set; storm-screen sash hanger 
set; storm-screen ball door check; storm-screen door catches; turn 
automatic window catches; are packaged in 





SUPERIOR, WISCONSIN 


SUPERIOR HARDWARE 
Now in New 


C-PAK 
Aids Self Service 
Increases Sales 


Protects contents and 
holds them secure 








Soil-proof and Spill-proof 


Displays contents 
effectively 

























Be Sure To Include 


ats 
“T~ 
ae 


Sensational New Crab Grass Killer 
in your 1956 catalog! 





Gl@]ellemrerar. 
in one short season DI-MET POWDER 


has established itself as the 
Number | Crab Grass Killer 


in existence 


Applications on lawns in every 
port of the country under 
every conceivable set of con- 
ditions have proven an un- 
qualified success. DI-MET kills 
selectively, without damage to 
turf grass, seedlings in one 
application — mature plants 
usually in two. 





pews 
on Su ase 





Remember, one home owner 
tells another. That means next 
season you'll be deluged with orders. Write now for informa- 
tion on mats, electros and glossy photos. State requirements 
and sizes. 





0. E. LINCK CO. 
Valley Road at Route 46, Clifton, N. J. 
*Powder foactive ngredient Di Sodium Monomethy! Arsenote Hy 
drated 50% mn pre-meosured bogs for occurecy in measuring 
Liqu d cons for hose syphoning devices ond for bulk users 


Ada ‘these soles ‘eocers to your coteliog, too 
TAT Ant Trap ond MO-GO (kills moles, gophers, field mice) 












i suezana! “4 











HARDWARE AGE, NOVEMBER 24, 1955 























Zh 


WRIGH 








WRIGHTWELD X\ 
HARDWARE CLOTH 


This flat wire welded selvage marks a major advance 
ment in this commodity. Precision woven fabric utilizing 
hard drawn wire in place of the customary annealed 
wire gives added strength, rigidity and uniformity of 
meshes. By Wright’s new weaving process the flat wire 
selvages are tightly welded to each filler wire, resulting 
in even, accurate width. Heavily galvanized after weaving. 








TWISTED 


NYLON MASON tine 


MADE FROM 100% HIGH TENACITY 
DU PONT NYLON YARNS 


THE PERFECT “LIE 


Masons, Contractors, Plumbers, Do-it- yourselfers 


Durable? 


Economical ? 





Promotions 


Manufacturers’ New 
Merchandising Plans 





BROWNELL 











Winchester Offers Sports 

Newsletter to Writers 
Additional tensile strength over cotton per- 
mits use of smaller sizes — gains yardage, The Winchester-Western dliv., 
reduces costs. Olin Mathieson Chemical Corp., 
New York, now prints a monthly 
sportsman’s newsletter, Winchester 
Proof, which contains news of out- 
door interest for editors and 
sports writers. 

The first newsletter contains a 
plea urging protecting the vanish- 
ing whooping crane. America’s 
largest bird is on the brink of ex- 
tinction. Hunters along the Da- 
kotas, Nebraska, southern Kansas, 
northern Oklahoma, and the Red 
River between Oklahoma and 
Texas, are asked not to fire on 
large white birds. Only 26 are 
known to survive in the world. 


it's 4 times as strong as cotton! 


Practical ? Your choice of 2 handy sizes: 4 Ib. size on 
4” or 6” tube at the same price .. . ¥ Ib. 


ond | Ib. tubes if desired. 
Always specify ‘‘BROWNIE"’ — the quolity brand 


for over a century—mode by Brownell & Co., Inc., the largest 
manufacturers of Nylon Seine Twine and serving the fishing 
industry since 1844. 














At Last . .. a Twisted Nylon Mason Line that is not af- 
fected by woter, gasoline, kerosene, oils, paints, etc. Twisted for 
proper amount of elasticity, it hos much greoter abrasive quali- 
ties than cotton. Once your customers hove tried it, repeat sales 
will come automatically. 


. Write for Descriptive Catalog Sheet. 





O-Cedar Buys Extensive 
Television Advertising 


O-Cedar Corp., Chicago, Ill, has 
supplemented its magazine and 
newspaper advertising with a spot- 
announcement schedule on televi- 
sion. 

Shows being used in the late fall 
5 pon of and winter program are Famous 

— aitully Pol Films Festival, San Francisco Beat, 

: pisplay Packaged The Whistler, onl City Detective. 





DOUBLE-DUTY 


Profit-Maker 


@ / LOCKEASE 


Lock FLUID 


Black & Decker Catalog 


wt > , ¢ » Le y ) whrar I ., 
ersers en, ees The Black & Decker Mfg. ( . 
— offers its 1956 dealer catalog of 


LOCK FASE electric tools and accessories. Re- 
- quests for it should specify form 
Graphited Kola @i8tiis 500, and be sent to the company’s 


advertising department at Towson, 
Md. 





BIG FALL SALES 
BIG CHRISTMAS SALES 
YEAR "ROUND GIFT SALES 


There is something irresistible obout a BIG 
polished brass bell! And this Bell is a beauty | , = 
that folks just won't be able to | USE IT for lock repairs 


leave behind and pre-treating new locks for 


Bells are individually pocked, longer life 
fully assembled with bracket at- . 
tached in attractive display car- SELL iT in 4-07 
Stream 3% can for best pro- 


tons. Show it and you'll SELL it! 
Ames Overwrep tection against lock rust. stick 


ing. or freezing 

EVIN anginal Order ym vour jobber 
MANUFACTURING COMP 

East Hampton, Connecticut 


Proctor Buys Television 

Promotes Cruise Contest 
Proctor Electric Co., Philadel- 

phia, Pa., now has 10 national 


Drop or 


all climates, 


: . market areas covered by televi- 
American Grease Stick Co. ‘ ts f , 

. =~ ) ‘ ‘oo » : a¢ » 
Muskegon, Michigan sion spot announcements featuring 


Soles Representotives: . Mo 





John H. Greham & Co. Inc. 
105 Owone St.. New York 8, N. Y. 








se | of 


+ ' 
A AN’ 


AGs 


its toaster and ironing boards. 

An important part of the effort 
is devoted to plugging the nothiny- 
to-buy contest which offers a 12- 


HARDWARE AGE, NOVEMBER 24, 1955 








It’s Neu/ 


THE COLUMBIANA 
3/4 MODEL-F VARI-FLOW 
PT ae Os 374: 

HYDRANT 


(Patents 
Applied For) 

Competitively priced! 
Has new scientifically designed 
valve assembly. 
Vari-Flow—by placing handle in desired 
position hydrant delivers any stream of 
water between 0 and maximum. 
3 specially compounded seal rings are 
the only replaceable parts on valve. 
They do not require any adjustment! 
Can be locked when not in use! 
Packing gland nut easily adjusted with 
ordinary 3/4” wrench! 
Drain tapped for 1/8” drain tube! 
Put through rugged tests equal to 20 
years ordinary use! 
Drains here automatically after use! 











Get more information from your 
distributor, or write Columbiana direct! 


MANUFACTURED BY 
COLUMBIANA PUMP CO. 
COLUMBIANA, OHIO, U.S.A 





WHEN YOU ARE LOOKING 
FOR A CERTAIN PRODUCT 


and only the trade-name is known— 
look in the General Directory See- 
tion of the Catalog Directory Num- 
ber of HARDWARE AGE for that 
particular trade-name. You will find 
it listed alphabetically under the 
product heading of the item in 
question. 


There alongside the trade name 
you will find the name of the manu- 
facturer who makes it. The address 
of the maker will also appear with 
the firm name arranged alphabhet- 
ically in the same list. 


Keep this Catalog and Directory 
Number where you can reach it 
quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 


5éth & Chestnut Sts., Philadelphia 39, Pa. 
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AUTOMATIC 


TACKERS 


elas ie YOU 


Men 4/1! ore. and PROFITS 











GUN TACKER 
FAST! COMPACT! 


USED WHERE LIGHTER,SHORTER STAPLE IS NEEDED. 


“GUN TACKER 
POWERFUL! VERSATILE! 


USED WHERE HEAVIER,LONGER STAPLE IS NEEDED. 


HAMMER TACKER 
EASY...WRIST ACTION! 


HAMMERS STAPLE HOME WITH EACH BLOW. 


BUILDING CONTRACTORS onda DO-IT-YOURSELF HOME- 
OWNERS everywhere are buying ARROW TACKERS and 
STAPLES. Be prepared to cash in on these nationally ad- 


vertised products. See your jobber today. 


ARROW FASTENER COMPANY, Inc. 
1 Junius St., Brooklyn 12, N. Y. 


Please send catalog ond prices 
Nome 

Firm 

Address 

City 

My supplier i 









day cruise for two to the Carib- 
bean. Dealers whose customers 
win get a $100 defense bond. 












America’s 















PROOF 


EASY TO INSTALL, 
LASTS A LIFETIME 


Outdoor water service 
the year around without 
danger of freezing or 
bursting pipes. Shutoff 
valve is below frost line. 
All brass and copper. 
Will last a lifetime. Also 
wall types. Write today 
for Bulletin 303. 





Order from your Jobber 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE INDIANA 





PIPE CUTTERS 


“ARMSTRONG BROS.” 


Three wheel and 
Stendard wheel and roller Pipe Cutters are 
quality cutters throughout ... built to give 
years ef geed service. 

“ARMSTRONG BROS.” drep ferged Pipe 
Cutters ere built for lifetime service with 
i-piece drop ferged steel heat treated bedy 
and a« replaceable hardened steel nut te 
take up the wear and thrust ef handle serew. 
Used cither as iI-wheel (with 2-rellers) or 
S-wheel (fer clese quarters). 

“ARMSTRONG BROS.” Knife Blade Catter 
Wheels are machined from special alley tool 
steel preperly heat treated. They 
eut repidily and casily, held their 
keen edge. 


STRONG BROS. TOOL CO. 


‘The Teel Metder Peepite™ 


5214 W ARMSTRONG AVENUE + CHICAGO 30. Hi 












Contest is backed by display ma- 


terials and newspaper mats for 
dealers. 


Eastman Campaign Pushes 
Tenite Plastic Goods 


Eastman Chemical Products, 
Inc., subsidiary, Eastman Kodak 
Co., New York, has begun promo- 
tion of tenite polyethylene house- 
wares. 

Key business papers will use a 
total of 30 full page advertise- 
ments during November, Decem- 
ber, and January. 





“White Glove Clean" Is 
Spring Range Promotion 
The theme, “Electric Cooking is 
White Clean,” 
year by Edison Electric Institute, 
New York, will be repeated in the 
1956 spring 
promotion program 
Nearly one-third of the nation’s 
65,000 appliance dealers partici- 


Glove used last 


coordinated range 


pated in this program last year. 
A promotional] kit containing wall 
banners, tent-cards, 
adhesive “self-salesmen,” and 
sample consumer leaflets may be 
ordered for distribution. Deadline 
for promotional kits and consumer 
leaflets is Dec. 16. Write Edison 
Electric Institute, 420 Lexington 
Ave., New York 17, N. Y. 


and window 


Wholesalers Sept. Gain 
13 Pct; 10 Pct for Year 
The U. S. Dept. of Commerce re- 
ports sales of merchant wholesalers 
13 percent 
Sales were 


in September were 
higher than Sept. 1954. 
l percent above Aug. 1955. 

Cumulative sales for nine months 
rose 10 percent over the like 1954 
period. 

The hardware, heating goods, and 
plumbing division showed gains of 
12 percent in Sept. 1955 over Sept. 
1954, and 11 percent for year to 
date over last year. 


Cement Price Increased 


Universal Atlas Cement Co., sub- 
sidiary, U. S. Steel Corp., New 
York, has increased cement prices 
25¢ per barrel, mill price. 
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Finest 
Line... 














Screw Drivers 




































Pliers Wood Chisels 


Professional Quality... 
Unconditionally Guaranteed 


No matter what VACO tool you 
buy, you always get the best in 
design, materials and workmanship. 
Get the finest... get VACO! 


Nothing else like it' 40 pages— 
4 colors. Heavily illustrated 
with photos, charts and tables 
You |i want a copy, order on 
your letterhead today. 


New 
VACO 
Catalog 


317 E. Onteric St 
Chicego 11, Ill 
in Caneda: Vaco-Lynn Products, Ltd 


VACO PRODUCTS COMPAN 
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THE TRADE CALLS 


tor = 
| DYKEM 
STEEL BLUE@ 
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oe 


Dies and ist 
Templates, 
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ee iil 
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Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying + at bench; metal sur- 


face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 - 
23058 North llth St. «+ St. Levis 6 Me. 


















MAKES SELUNG 
COSTS 
GO DOWN 


ce 


, Self-Selling rh 


DRILL ahh 


m ke DEN 
Cabinet 






















Really Sells 
High Speed Drills 


Complete range 1/16 to '/2 by 64ths 








Henry L. Hanson Company 
27 Union St. Worcester, Mass. 





Architects and _..... = 
Builders Specify attCAG Whirling Tool Seles | nat I 


INDESTRO REVOLVING 


Sosa Dalosmaker 























large and es declare this the greatest “Salesmaker’ ever 
_ nas action coio;r ve ity Utility w ts «€6O6on istomer whoen 
your salesmen are busy bre lool buyers select tor themselves by 
rotating th 1iSpiay to the tool of their chow Tools can be readily rem: ved, 
sO your customer can see, feel and handle them 


@ Modern Factories 


@ Office Buildings YOU CHOOSE ASSORTMENT OF DISPLAY BOARDS FEATURING THESE TOOLS 


- ————— 






® Sockets—and Fittings ® Box Wrenches ® Chisels ond Punches 
a County, State and _ © Wrench Sets © Obstruction Wrenches © Pulleys 
® Open End Wrenches ® Combination Wrenches ® Pliers 
Federal Buildings © Tappet Wrenches ® Screw Drivers ® And Many Others 


@ Ships of Our Navy SELF-SERVICE FEATURES OF 
And the New Luxury Liner aSvOLWING ) SERVATOOL 
$.S. United States ® Rotates at Finger Touch 


® Saves spa only 28” wide at base 
Every year more and more Architects @ Attracts Mechanics, Car Owners, Farmers, 
and Builders are specifying Chicago Home-Work-Bench Hobbyists, Do-It- 
Spring Hinges because they are care- Yourse Ftouse- holders 
fully designed with many superior 
features. They are smart looking and 
streamlined to harmonize with modern 
Type 8U2001 architectural requirements. 


“Triplex” “Spring Hinges of Quality” 


Chicago Sprina Hinae Co.} 


1500 CARROLL AVE., CHICAGO 7 ILL 

















® Number and size of each tool clearly 
shown for reordering 





® Several Customers can wait on themselves 
at the same time 
$534 





INDESTROG 


INDESTRO MEG. TAZ 
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DEALERS - JOBBERS 


investigate 
this 


EY se: es ~ 
aa) ' oer 
Se tre Fe. 


IN THE GARDEN EQUIPMENT FIELD 


RED HEAD 
ELECTRIC LAWN TRIMMER 


Cotching on fost—aofter only one season on the 
morket--RED HEAD Trimmers ore easy to stock, 
easy to displcy, easy to sell. Nationally advertised, 
top qvolity clumimum construction, powerful W est- 
inghouse motor, ond priced ot only $19.95 retoil, 
providing o generous mork-up. A wseful, lobor- 
soving power garden tool that every home-owner 
con offord—and thet every home-owner can use! 
Excelient for Christmas “Gift for Ded” promotion, 
'oo—osk obovut our Christmas promotion pions! 
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FEATURE IT FOR eZ 


CHRISTMAS SALES 
FAD Write TODAY for full details 


The CINCINNATI 
VENTILATING Ce. 
302-306 Madison Ave.. 
Covington, Ky. 















McGILL’S 
“CANT MISS” / £2 


MOUSE 
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® QUICK, FOUR- 
WAY TRIGGER 
ACTION 

@ BRIGHT, 2-COLOPR 
PRINTING 

@ CLEAR, SELECTED 
woopD 

® EASY, DEPEND- 

ABLE ACTION 





_ 
+See ee eee 
+e ee ee & 
7) ee ee 
ee eee ee 
+e ee ee 


+. 
se 
“se ee © 
** 5 4% 
ee & 
AAAS 
- ee ee © 
> * * © 
* 5% 





PRODUCTS CO 
ww wv ~ 


eo - 





Department Store Sales 
Increase 8 Percent 


Department store sales for the 


week ended Oct. 22 were eight 
percent higher than in the similar 
1954 week, the Federal Reserve 
Board reports. This marked the 
26th consecutive weekly gain over 
last year’s figures. 

A detailed breakdown of store 


sales follows: 


4 Weeks Jan. 1 
Ended te 


1 Wk Ended ,) 
t. 15 Oct. 22 Oct 


Oct. 22 Oc 
Boston - § 4 
New York + 
Philadelphia - 
( leveland +] 
Richmond : 
Atlanta  & +12 


4 
* - 3° 
3 


4 
. 
e< 
+i3 + 
. 
> 
> 
+ 
+ 


I 
l 


( 
’ 
‘ 
‘ 


2 
3 
) 
3 
* 
J 
12 
16 
Minneapolis + 3 2 - 2 + 3 
Kaneas City + 3 + 5 + 5 + 9 
Dallas 2 +11 + 7 + 9 
San Francisco + 8 + & 7 ri 


t S Total > & 
*Revised 


Brand Names Day Will 
Be Brand Names Week 


The annual Brand Names Day 
activities sponsored by Brand 
Names Foundation, Inc., New 
York, will be extended into a na- 
tionwide Brand Names Week, to 
be celebrated April 15-21. 

A tie-in kit of editorial and ad- 
vertising material for the promo- 
tion will be distributed late in 
It is expected that re- 

radio and 
and newspa- 
extensive use of 


February. 
tailers, wholesalers, 
television stations, 
pers will make 
this material. 


Cosco Price Increases 
Delayed Until Dec. 1 


Price increases on 15 models of 
metal furniture scheduled 
for increases at wholesale level on 
Oct. 31, have been delayed until 
Dec. 1. 

Hamilton Mfg. Corp., Columbus, 
Ind., the manufacturer, will put 
the new fair trade prices at retail 
into effect on Jan. 1. Increases 
average 2 percent on 15 of 46 
Cosco items. 


Cosco 


Manufacturers Shipments, 
New Orders Gains Marked 


Manufacturers’ September ship- 
ments were $27.7 billion, up $4 bil- 
lion over Sept. 1954, and slightly 
above high August 1955 rates, re- 
ports the Dept. of Commerce. 

New orders placed with manu- 
facturers for September totaled 
$28.5 billion, some $4 billion more 
than the same period last year. 









Makes Chipped, 
Porcelain 





There's a terrific market for 


“Tilette Porcelain 
Stove Repair’ 


Easy to use. Dries ‘porcelain hard’ overnight. 
Durable and guorenteed never to discolor nor 
flake off. Women will be thrilled with the 
miraculous NEW look that Tilette gives to 
chipped gas or electric stoves. Tilette is a 
new, white semipaste thet hardens to a gioss 
matching the stove’s porcelain. Also used for 
repairing damaged refrigerators, washing ma- 
chines, all plumbing fixtures. 


Women Welcome Tilette 





they know about 
they buy If. Retells 








#, ! 

it, ghey bay Ut ete | Heatproof! 

trective Dispicy Cerd Withstands 

Sells on Sight. 400° Fohr 
Ask your Jobber, or 

write for extroiberal Waterproof! 

“Get Acquelated’* Offer 


TILETTE CEMENT CO.., INC. 
401(B) Lafayette St.. N. Y. 3, N. Y. 











HARDW ARE 


J BIG NEW CATALOG 
HARDWARE DEALERS — 
| © MILL SUPPLY 


ELECTRIC & HAND TOOLS y 


3 148 attractively illustrated pages complete with 

deseriptions. operating specifications, retail tist 
prices and coded dealer prices. Why lese sales 
because an item is out of stock? You can work with 
your customer directly from this catalog bulging 
with tools of every deseription. Operate from a 
million dollar inventery by ‘‘remote contro!l.”’ 

i Write today for your copy and double your sales. f 


e Sell Tep Nome Brands. Wholesale Only 


Rips apg taemgeaes Dept. HA, 60 Warren St., NYC 7 
ncaa ee 





His Hardware Age 
Ad, Brought Results— 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is o 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in September. With 
best wishes for your continued success.” 
Sincerely yours, 


A Satisfied Advertiser 











DIFFERENCE IN CHAMOIS 
NANT TAY? 


THERE IS A 







Li 7+ Behcaer 
GENUINE 
CHAMOIS SKIN 
a tae eerme Gert. te : 
MADE iN & 


a. -.. e: 
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"EASIER TO USE 
"LASTS LONGER 
"CLEANS RETTER 
yee HAVERHILL Ma 
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\ FOR THE BEST IM 
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ail SPRING. 
Detachabie: \ q a 
Adjustable Tension: ‘ a 
234 x 2% in. 


A “ 
£ : > 


Full Surfoce : 
No. 990 Nike: | 
Detachabie: We. a 
Adjustable Tension; e os 


2% 2 2% in. 
Half Surface 





Quality Made Screen Door Hinges 


Write today for complete catalog 


BOMMER SPRING HINGE CO. INC. 


Main Office & Plant 
Chicago Office 
Soles @)i ita. 


ond Warehouse 


LANDRUM. SOUTH CAROLINA 
18O N. Wocker Drive. Ch cago 6, Ill 


263 Classon Ave tat) ah a an) oe 





mew ! 
magnetic 
power 









only a> lit 


MOST POWERFUL 
YET LOWEST PRICED 





rs 


EC Se: 


* Unconditionally guaranteed. 


. * Powerful 10 Ib. holding force keeps screen, sliding, closet 
and every type of cabinet or locker door in home, plant, office 
or store firmly closed even if warped or sagging. 


- Fast, foolproof patented (pending) self-aligning installation. 
¢ Exclusive pivot-cushion action. 
+ Lasts indefinitely—no working parts to get out of order 


Write for full detaiis today. 


HEPPNER SALES COMPANY 


) Round Lake, Illinois 
| SPECIALISTS IN MAGNETIC DEVICES 
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New DU-IT-FAST Twin Threed Screws tera ie 
half the time, give twice the holding power. 
prevent splitting . . . @ sure-fire sales bit. 


AVAILABLE IN ALL POPULAR SIZES 
IN NICKEL PLATED STEEL AND BRASS 
ALSO COMPLETE LINE OF 
' TACKS, NAILS AND BRADS IN TUBES 


OVAL WRITE FOR CATALOG SHEETS 


SHELTON TACK CO., Shelton Conn. 























DISPLAY 
: HOLDS 6 DOZEN 


ata R NEG Gym VISIBLE TUBES 
NAILS, BRADS 


soles-bulider ... @ com- 
IN ATTRACTIVE-EYE CATCHING 


plete hardware depart- 
sorting vie shat 

merc iser will w 
SPACE SAVER aegeatanes 
profits. Order a supply 

DISPLAY 

P WRITE FOR CATALOG SHEETS 
SHELTON TACK CO., 


today. 


Shelton Conn. 








Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
Each additions! word 


Positions Wanted 


(Special Rote) 


50 words bi elrs , 

Eoch additional word ees ; 

Allow Seven Words for Keyed Address 
or Your Address 


set solid, maximum 





$5.00 
10 


05 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5°%/, discount allewed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 
Chestnut and 56th Streets 
Philadelphia 39, Pennsylvania 


CLASSIFIED ADVERTISING RATES 


NOTE: Semples of merchondise, literature, 
catalogs, etc., will not be forwarded to box 
number odvertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursdoy. Classified forms close {5 days 
prior to publication date 

Remittance must accompany order ir form 
of check or money order, nof currency or 


stamps 











Representatives Wanted 





Representatives Wanted 





Representatives Wanted 














open for aggressive representatives ca! 
ing on the wholesale trads« Old estab 
lished manufacturer in Solingen. West 
(sermany with extraordinary lines of 
high grade attractively priced hardware 
cutiery, automotive tools and with New 
York City warehousing for prompt dé 
livery, seeks iocal representation. Libera 
ommissions. New York office to ship 
and bill accounts Advertising support 
Writs is details of your organization, 
territory and lines desired ur Sales 
Manager will arrange for interview i 
our New York Office or your city 

Address Geox (119. care of HARDWARE AGE 

Chestnut & 56th Sts.. Philadelphia 30. Pa 











REPRESENTATIVE WANTED FOR PAINT 
BRUSHE MANUFACTURER a ys national busi 
| ellient 1» uriit ’ has 
' wil ' narawat nt ct 
' News es ble 1 tect ' : op 

' ‘ . Address B ‘ ‘ t Har 
“AR \ (hestnut & ‘ St« }} ‘ it . 

p 

( OMMISSION REPRESENTATIVES 
WW AN ri 1) ful ? side line { all OTi iat iwaré 
Department Home ind (tsarden ‘Stores Laombet 
Yards, and Chain Stores——selling our ling Flash 
Reflecting Scotchlite House Number and Letters 
new and exclusive ime of Lume a Lite 
Ma Box Lett ind Nuss (,ocq] Commis 
. Write for details Several territortes open 
in reply, state es now beine handled. Write for 
' details Midwest Plastics Mie C Ox 
Bates Avenue, St. P 6, Min 

LASTERN OHIO ear old exciusive dis 
tributer tor world’s laret st hm tacturer of Ke’ 
Hianks has divided state of (hic for more inten 
sive coveTage Needs experienced 4zuTressive rep 
resentative covering wholesale and retail hardware 
utiets bre tected Territ ry’ established accounts 
(omplets ire t nightlatches, padlocks, cabinet 
mardware wcksets, door closers, cabinet locks. 
locksmith supplies, lawnmower parts, key 
machines and key blanks. (Commission basis if 
handing other lines, otherwise sala: commission 
and travelling expenses. State line now handled, 


trade and territory covered, experience and refer 
ence s Address: Box 1045. care of Hagpware 
Act, Chestnut and 56th Sts., Philadelphia 39, Pa 


146 












































REPRESENTATIVES WANTED | PAINT BRUSH SALESMEN 
; : : Prominent paint brush manufacturer has open 
Calling = hardware and sporting goods job- territories tor auece sa ful saies produce ’ Pre 
bers to handle the famous "STESCO"™ line as fer men now calling on paint, hardware, lumber 
a profitable, repeat side line dealers and industrials Protected territories 
established business Will also consider side 
SEABURY A co. ine man or manutacturers agent 
Address Box 615, care of HARDWARE AGE 
1518 West 7th Street, Les Angeles, California ee oe eee oe 
MANUFACT RERS’ AGEN WANTED. N 
MANU FACTU RER’S REPRESENTATIVI t K) hig 
MANTED Saiesmat now Ccailing 1 radwart not ‘ Ly power ¢ 
ma variety store with two thi ’ ' riict ( ta iware 
. . Wi . @ | af Api 4 TT ‘ } ‘ | a \ 
_ 4¢ | sirit yf *, ' ‘ _ ~~ ¢ ate 
ve ’ 4 The , ce pa , ’ , 4 }2 
Sis 1} ‘ nage ‘ Ti AR A ' ‘ 
IDpCca } ‘ ' ee llir | | 
sie" VA ~ : ’ 
4 Ad “<< i Hf AR ‘ bit ~ | \\ \ 4: ~ | 1 \ Al (oN | ~ 
\ { ' AS ‘ ~ | ABLISH i} | 
’ \ . 
' ; An 
4 REAL OPPORTUNITY FOR AGGRES. } | ss 
S1\ I ict ’ rT. renre se? ‘ ‘ 
nd » state H 
opu rele iteT 
PRESENTA! . WANTED OPPOR 
f ar nites. ares 2 ‘ . - OR S] > - ; : 
s > 7, ’ ’ ay ; . “4 ) . 
‘ | ‘ i? té rit ‘ ‘ ee har 4 | ies 
; \\ « \f CC, 
{ fiident B j Nf {) : . ; 
u¢ ‘ ’ We 
t | RR ( e ’ ta 
, : i i —— , 
HAND TOOLS—Manutactur: of nati “ 
known lime seeks representatives calling ‘ R 97 - 
ware retailers. lumber, plumbing, electri n » AD ‘ ® €£eh 7. é‘ 
supplies and building material dealers Ma te p 
ritortes ope Advise which of the above tra 
’ | Cal Address Be - 415 care HiAR 
7" 5 ss? . a4 } “ +?) i¢ , 
a ee oe oe, Se EXCLUSIVE PROTECTED TERRITORIES 
Pa et to : nally dic uted vates eo 
rcement impinge sp t mac 
. t ing ‘ hy i s€ ‘ 
t > eta . ~ | . L@qTr aftr . 
REPRESENT CHEK POCKET SOIL TES1 ut of ' \ ess: B 
FER Kit. Sewen color folder with Chek 1 Test Hiarpware A ( " ‘ S 
Paper hooklef and patented Chek Tool. Tests so rt , P 
mr PAT Meer Attractive counter displ 1% [nex 
| sI1Ve ris like hotcakes tarry with vo the —_—e —__——— 
rat ‘ Liberal commission and dis ts 
( hek \a« ‘ Ates, Box ‘25. La } ." { ‘ ‘ ’ 
/ ; » at aie efile ey siden 
SALESMEN WANTED TO REPRESENT sted BR ae ee ary" Se 
POPULAR nationally known line Medicine Cabi RETO SE: 
nets, commission basis, several territories open, 
excellent opportunity, write Cabinet Division, Address Bex (64, care of HARDWARE AGE 
rng % > ements we. Avene Ave, Chestnut & 56th Sts. Philadelphia 39, Pa 
( hecas 12, Lilmots 
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Classified Opportunities Section 















Representatives Wanted 


Accounts Wanted 


| 


Business Opportunities 











WANTED 
COMI 


EXPERIENCED 
‘ANY OR SALESMEN 


BROKERAGE 
sell Manila 


Rope, Sisal Rope, Sisal and Jute Wrapping 
Twines, Baler Twine, Binder [wine, Barbed 
Wire, Nails, Fishing Trawl Cables, Wire Rope, 
oe wines Also, Has | J ed Leather and 
Alligator Products, Swiss Watches, and all types 
: rte Ss] ality We laintal large 
h stocks re promy shipment by 

‘7 , ~ A : , 

\\ } } ers, Ma 

: ers, Ol Sup Ma Supply Com 
‘S { liers, et Libera mimissions 

> ‘ ge ( Hiome Ofhce, (har 

i Bra {) | r Port Cite 


MANUFACTURERS AGENTS W ANTED 
rO SEL! heav 

covering ntire Fast i entire East Coast 

t Must have established 

il I S he ises 

and he E y ++ trade 
vt , | eel’ wet 

! ; A ~ Bo» 4. 
AR RI AG! ( tt N th Sts Pp 
Pa 





Accounts Wanted 








REPRESENTATIVES | 


‘ ’ 


rer der re 


“ ANCO Corporation 7 Wood 


Street. Pittsburgh 22, Pa 











ESTABLISHED SALES ong ped ORGANIZA- 
TION DESIRES additiona of gard rd 


ware irems Concent rated coverage Dy fou men 
nmAaic ne na A “ r Ane Ld nnesota ta 
ra ns rrharn A.ete 
d uWwa ¥ 3 C i> DU 
A ' Celta ‘ x 
Address Box R39 eare of 


HARDWARE AGE 
Pa 


Chestnut & 56th Sts.. Philadeiphia 39 




















FLORIDA 


MANUFACTURERS AGENTS 
—Covering ONLY that state, 
with complete and detailed 
coverage. Excellent warehous- 
ing facilities. We desire to 
represent one such manutac- 
turer who is looking for capa- 
bie with 
detinite results. Operating in 
state only enables us To 
the type of representa- 


and honest efforts 
one 
give 
tion you want. 


LEWIS M. KIEFF, ATTY. 


5433 W. BERKS STREET 
PHILADELPHIA 31, PA. 














if i | \ PAC RERS 
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} : . : 
EASTER PA SOUTHERN WN. ) DELAWARE 


MARYLAND. WASHINGTON, D. C 


Reputable well established representatives will accept 


well rated non-conflicting additional tine for the 
Hardware. Houseware Wholesale. Dept. Store. Chain 
and Mise. Trade 


NESE & WOLF 
300 Levering Mill Rd.. Bala-Cynwyd, Pa 











Business Opportunities 
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HARDWARE AGE, 





NOVEMBER 24, 





FOR SALE— HANDLE PLANT 


Growing, profitable business with 1956 sales $100.- 
000 minimum. Located in mid-south. Excellent tim- 
ber area. Present management will stay. $40,000. 


Address Geox (113. care of HARDWARE AGE 
Chestaut & 56th Sts.. Philadeiphia 39. Pa. 








1955 











Going Hardwore & Paint Store. Low Rent 
Des raDdpie Loca’ r Amr e Porting .OTrge ‘ 
Complete vent Modern f& : ont & Fix 
tures $50,000-$40, 000 Terms 1? es| ble 
‘ $< 

Write: Max McCallie, [109 N.E. Ist St. 
Ft. Louderdole, Fia 

| HAVE CORDSDa cea INFORMATION 
ON several well establish nd profitably operated 
hardware stores, hardware and appliance, etc., 
cated in the middle west which can be purchased 
it very reasona!l prices oT nrormatior write 
\W tlhan i M. ares! Site j 4 Lu \A \f c 
Street, ( hi IcCago I ’ . 

FOR SALI EFSTABLISHED HARDWARI 
\.ND HEATING Store m Decatur, Lilinois \ 
1st Pri irea vitt ind Ty SU UV citys 
: at 54 gg ‘ ‘ Reautiftu 

ling ' $q e teet floor space Park 
Price on niding equipment | stock 
W rite tlenry Stone 11i4 | lohus 
\ . tur, illinois 





Help Wanted 








HELP WANTED 
ASSISTANT SALES MANAGER 


Excellent opportunity afforded with chance for ad. 
vancement to man experienced in builders hardware 
field. We are Eastern manufacturers of a full tine 











f door hardware and tocksets and need capabie 
ales executive for owr exranding organization. State 
past excerience All rentlies confidential 
Address Bex 1047, care of HARDWARE AGE 
Chestnut & S6th Sts Philadelphia WW. Pa _| 
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Positions Wanted 





AN EFFICIENT, LOYAIT EMPLOYEE 
sekiom avatiati« | nave n experiet i} 
ware t twenty Cat with ne rice 
the | mince in Sales ar Fk xecutive capacity be 
mus of nnect where | can he seasoned 
Hardware, Address: Box 1116, care | TiaR® ARS 
Act . tnut & Séth Sts.. Philadelphia  & 


POSITION WANTED WHOL! LLE 


H ARDN ARF MANAGER avVaiiable lat 
I »f Fully experienced all phase . oT Der at 
YA personable with knowledg:« | 
er? merchat ising methods if ive the necessart 
miufications t / a real jo Address e 
1127. care f Haseowarne Ace (heatnat & Séth 
“=t< Philade lpoh " y Pa 
WOULD YOU PAY $75.00 A WEEK FOR 
a mature, experienced, reliable, wholesale hard 
ware man who can handie entire ATice f anh 
thom ° | can reheve yo | any important ptatie 
or details liave learned plenty im over twent 
years in the hardware line. Willing to discu a! 
proposit t WW hat have Address Rox . 
care of Hagpwane Ace, Chestnut & 6th Sts 


Ph ace phia Lg Ps 








LOOK WHAT'S NEW FOR 
DO-IT-YOURSELF BUYERS 


STREAMLINER 
STEEL PEDESTAL ENDS TO 
BUILD UTILITY BENCHES, TABLES 


Amateur and polished craftsmen will find a 

variety of uses for Streamiliner 18-gauge 

stee! pedestal ends in combination with 

lumber and other materials. Me sure 31” 

high x 18” wide. Big enough to mount top 

24” wide, from 30” to 6 long. Beautifully 

finished with modern rounded corners. Amazingly sturdy. 

Capacity far in excess of any home requiremert—will support over 5,000 
pounds. Can't warp or rock. No protruding braces to bark shins. List 
price: $15.95 for set. Also available steel pedestal ends 26” high ideally 
suited for building knee-hole writing desk or sewing table. List price: $14.95 
for set. Write for information. 


HOFFMAN IRON AND STEEL CO. 
Grilles « Wrought iron Legs and Brackets « Removable Station Wagon Truck Beds 
P. ©. BOK 246-H11 VIENNA. OHIO 


ROLLER SKATE 


NOW - long-lasting rubber- 
tired wheels and double- 
rowed ball bearings make 
the new “Silent 8” a sales 
sensation! It’s the quietest, 
easiest rolling Speed King 
of all! Double your skate 
sales this quiet way! 


SEE YOUR JOBBER TODAY—Write for New Brochure 
HUSTLER CORPORATION — Sterling, Hlinois 


Auger Bit: Sat 


Sell GREENLEE 22 Solid-Center 


Auger Bits in sets and moke extra lorge 


sales. Durable green plastic rolls 
contain sets of 6, 8, 9, or 13 bits. 


=~ 
GREENLEE 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 


P & F CORBIN DIVISION, The Americen Hordwore Corporation 
New Britain, Connecticut, U.S.A. 





Index to Advertisers 
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Acorn Adhesive Co 133 


Alien, S$. L 126-127 


Aluminum Goods Mfg. Co 152 
American Chain & Cable Co 6 
Americon Grease Stick Co 140 
Ames Company, O 

Amundson Products Co 

Anchor Wire Corp 

Animal Trap Co. of Americe 
Aristo-Mat Co 

Tool Co 


Bolt Co 


Armstrong Bros 
Arro Expansion 
Arrow Fastener Co., Inc 
Arvin industries, inc 
Atias West 


Autoyre Co., Inc 


Bakelite Co. Polyethylene 


Basford, Co., H. R 
Bassick Co., The 

Bethiehem Steel Co 
Bros 


Bevin Mfg. Co 


Boker & Co., Inc., H 
Bommer Spring Hinge Co., Inc 
& Co., Inc 


Buch Mfg. Co 


Brownwel! 


Buffalo Bolt Co. Div 
Eclipse Corp 


Buffalo 


Cc 


Comilius Cutlery Co 


Capito! Mfg. & Supply Co 
Cerison & Sullivan, Inc 

Chicago Spring Hinge Co 
Cincinnati Ventilating Co., The 


Colorado Fuel & 
Wickwire-Spencer Div 


Iron 


Columbiana Pump Co 
Columbian Vise & Mfg. Co 
Congoleum Nairn, Inc 

Continento! Screw Co 
Cooper Mfg. Co 


Corbin. P - Div 
Hordwore Corp 


American 


Crescent Tool Co 


*) 


Devis Corp.. G. W 43 


Desmond-Stephan Mig. Co % 


HARDWARE 


Diamond Bleck Leaf Co 


Diamond Colk Horseshoe Co 
Disston & Sons, inc., Henry 
Domes of Silence 
Draper-Maynord Co 
Durofiex Co 


Duro Meta! 
Indestro 


Products Co 
Tools 


Dykem Co., The 


Eagle Electric Mfg. Co., Inc te 


Products. inc 
89-97-105-111-133 


Eastman Chemica! 


Eclipse Lawn Mower Co Si 


Morse & Co 
Div. 


Fairbanks 
Fawsco Mfg 
Fitler Co.. Edwin #H 
Fietcher-Terry Co 

Follansbee Stee! Corp. 


Fortune Laborotories, Inc 


Gordex, inc 
Gerity-Michigan Corp 
Getty & Co. Inc., H. S$ 


John 
Bevin 


H. Grohom 

Bros 

King Cotton Cordage 
Greenlee Tool Co 
Griffin Mfg. Co 


+ 


Hammond Brass Works 


Hanson Co., Henry L 
Harrington & Richardson 
Heller & Co., W. C. 
Hemp & Co., Inc 
Sales Co 


& Stee! Co 


Heppner 
Hoffman iron 
Holt Mfg. Co 
Hoppe, inc Frank A 

Hoyt & Worthen Tanning Corp 
Huffman Mfg. Co 

Hustier Corp 


Hyde Mia. Co 


independent Lock Co 9 
indestro Mfg. Co 143 


nternationa!l Moided Plastics. Inc. 113 
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Gelle> HOUSEHOLD HARDWARE 
since 1872 





. Rugg Compony, E. T. 


Keil Lock Co. Inc Russell, Burdsoli & Ward Bolt & 
Nut Co 

Keystone Stee! & Wire Co 

Kiein & Sons. Mathias 


Kwikset Sales & Service Co Ss 


Safe Padiock & Hardwore Co 
L Semson Cordage Works 
Londers, Frary & Clark Shoron Bolt & Screw Company 
Universa! 
( , Sheffield Steel Corp 
Libbey-Owens-Ford Giass Co.., Shel Sori sat C 
Window Glass Div way sprang runge Ce 


Linck Co.. O. E Shelton Tack Co 


Lawn-Scraper Corp. of America Smith & Son, Inc., Seymour 
Stanley Works, The 


Stor Metal Products Co 
M 
Sterling Hardware Mfg. Co 


M. & D. Display Company Stratafio Products. inc 


Mocklanburg-Duncan Co 





Stratton & Terstegge Co., Inc 


Marshalitown Trowel Co Supreme Products, inc 


Master Lock Co | Steady Sales to Satisfied Gustomers 


McGill Metal Products Co + « « YEAR IN AND YEAR Our / 


McKinney Mfg. Co 


tetiaecie: Wanita E.H. TATE CO., 251 Causeway St., Boston, Mass.: 


(Fawcett Publications) Toate Co. E. H 


Tilet? 
Melard Mfg Cerp ilette Cement Co 





Miller & Co.. Robert E — Pipe Threading Machine 
°. 


Monsanto Chemica! Co omer & Suyniner Sife, On. The You Make News 


Murphy's Sons Co., Robert What you do is news to thousands of other 


hardware dealers who read HARDWARE AGE. 
U They’re interested in knowing of your plans 

| to remodel, of new partners, stores sold or 

United States Stee! Corp... 7 : 

eetienel dtemate, a 121| Cyctone Fence Dept bought, anniversaries, etc. 

ici teemnidiien edi ne ie Write us a short note about any of your 
) activities you feel would be of interest to 

National Lead Company 16-17 

. ie li fe others who read the News of the Trade regu- 
tiona! oc ; . ; 

atin ’ larly in HA. Don’t worry about style. Just 

give us the facts briefly; we'll do the rest. Ad- 

dress your note to the Editor, HARDWARE AGE, 

National Screw & Mfg. Co., The IS! Vito! Products Mfg. Co Chestnut & 56th Sts., Phila. 39, Pa. 


New Britain Machine Co Vichek Tool Co 


Myers & Bro. Co. F. E 


N 


National Mfg. Co Vaco Products 


National Meta! Products Co. Versa Tool Co 








Newton Mfg. Co 





Nicholson File Co x 
Ww 
North & Judd Mfg. Co 


nn oe ° ircle jlig 
: . 


Weorwood Too! Company 


a ad 
Oster Mfg. Co Wenzel Tent & Duck Co ey 7h 


Werner Co. Inc. R. D 
S converts o teble sew to 
Westinghouse Electric Co o jig sow in 3 minutes 


Piymouth Rubber Co | Switch Div . is tat it 
Power Products Corp Wickwire Spencer Stee! Div 
Withold Products Co 
® Wright Steel & Wire Co. G. F 


Reynolds Metals Co 
Pigment Div 


pi : i 4 

wit ré hear ree = 

Ada an , wir 

= Tergy st this sTna . peter $11.95 
Postpaid 


Rowe Too! Company Xcelite inc VERSA TOOL MFG. co.. Inc... 401 Lake Ave., Racine. Wis. 


Rovter Too! Mig. Co 











HARDWARE AGE, NOVEMBER 24, 1955 149 





7 KX. MURPHY CZECH KNIVES 


FOR OVER 


100 in y in menstociaring industrial Cutlery. , Sees, Linoleum, Rubber, Paper 
YEARS Stencil, Dono Fentainn, “and Gate Habeen. 


ne — prices. R. MURPHY KNIVES, aver, MASs. Lingtoum 











Looking for New Merchandise? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading “What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE Chestnut & 56th Sts. Philadelphia 39, Pa. 








= Plans for the dream home 
‘should include NATIONAL 
/ 
He. 72... STRONG BOY PADLOCK armieranl 


Master's famed taminated steel case con- 
struction Warded type locking mechanism 


& self-locking, strong swivel shackle ' 
vi cadmium rustproofed throughout keyed 
\ Giike, no extra charge 
’ Be sure fo secure your copy 
# 1'//" case, V4" shockle diameter, %’ clearance of our ilustrated catolog 
4 


40 key chonges. or woll chort showing the 
50¢ Retail Order from your whoesaler. complete line 


Master Jock Company. Milwaukee 45, Wis. 


World 3 re Padlock WManufacturers 


MANUFACTURING COMPANY 
STERLING * ILLINOIS 





MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 











Ly 4 f "Ey WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


ARISTO-MATS a as 


«See Your Jobber or Write For Your Nearest Distributor ARISTO-MAT CO., 1718 E. 75th Street, Citcoge 49 


es 
ee ae ae 


DOMES of SILENCE FOR ALL WOOD AND METAL FURNITURE a 


REGULAR — One 
set in a@ box. 


Furmture Rest — Pintle Type 





RUBBER CUSHIONED Rubber Exnend 


One set on ao }- 9 Tubular Glide 
color card. i2 oo Upholstery Nav! 
cards ina J 


ue “m 
iis", v. 


ba Ask your jobber. Hf he {ts net supplied, write 


Rese ct ROBERT E. MILLER & CO.. INC. a “se 
35 PEARL ST., NEW YORK 4, WN. 
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THE PERFECT BALANCE 


° Dependable Bolts 
® Sturdy Packages 


Durable steel! Uniform, smooth threads! Heads that hold 
with extra strength! That's the quality you'll find in 
National’s most complete line of bolts. 

The color-coded label on the National package tells 
you immediately what type of bolt it contains. And high- 
visibility printing makes it easy to read... helps speed up 
selling and makes stock handling a cinch. Smudges or 
finger stains won't show on the glossy surface of these 
sturdy boxes either, so they always look good on 
your shelves. 

Stock the complete line of National bolts. Their de- 
pendable quality and attractive packaging are a perfect 
balance for repeat business. All sizes and thread types 
are available. 


THE NATIONAL SCREW & MFG. CO. 


CLEVELAND 4, OHIO 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 


CARRIAGE BOLTS « MACHINE BOLTS « LAG BOLTS 
CAP SCREWS « WOOD SCREWS « PIPE PLUGS 
MACHINE SCREWS « NUTS « TAPPING SCREWS 

STOVE BOLTS « COTTER PINS 


o/ Noli onal < 


Hodeli Chains Chester Hoists 





THE BIG DIFFERENCE 
THAT MEANS BIG PROFITS |! 


WARP peoor \ 


ALUMINUM 
FRY PAN 


MIRRO Warp-Proof Fry Pans Domed Covers : 
7 1.95 Retail 75 Retail Your Best Buy in 
7 2.95 Retail 95 Retail Cooking Utensils... 
10” 3.75 Retail 1.10 Retail 
oo 4.25 Retail 1.35 Retail 


\All prices slightly higher in W est) 


buy trom your MIRRO jobber 


ALUMINUM GOODS MANUFACTURING COMPANY > MANITOWOC, WISCONSIN 


- Boos oe ee 2 ete ee eee ee oe 2°22 eee ee eee 2 bee Se ae 2 een foo wens sa 
en oe ae LARGEST MANUFACTURER OF ALUMINUM ‘mene an ac UTENSILS 





